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Eveready large 
vertical ‘‘B”’ 
Battery No.779, 
221% volts, for 
1 to 3 tubes, 
where variable 
taps are not re- 
quired. Width, 
4% inches; 
depth, 3% 
inches; height, 
7% inches; 
weight, 434 Ibs. 
List price, 
$2.00. 

















EVEREADY 


No. 779 


A large vertical 22¥2-volt 
**B”’ Battery 


THE famous Eveready “B” Bat- 
tery No. 766, horizontal, now has 
a vertical brother, No. 779, 22% 


volts. This has the same large cells 
as the No. 766, and will last as 
long in equal service. Being ver- 
tical, it fits perfectly the battery 
compartments of many popular 
receivers. Also valuable for use 
where the table or shelf space is 
limited. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Dallas 
Kansas City Pittsburgh 


EVEREADY HOUREVERY TUESDAY at9 P.M. 
Eastern Standard Time 

For real radio enjoyment, tell your customers to 
tune in the “Eveready Group.” Broadcast through 
stations— 
WEAFNew York WFI Phila. WWJ Detroit 
WJAR Providence WGR_ Buffalo Wwcco { Minneapolis 
WEE! Boston WCAEPittsburgh St. Paul 
WTAGWorcester WSAI Cincinnati WOC Davenport 

KSD St. Louis 


EVEREADY 
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~they last longer 
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STORY comes to our desk which 
you have probably heard be- 
fore but which bears repeating: 

“It is said that a salesman for oil 
burners recently returned from a 
sales convention literally spilling over 
with enthusiasm for the work. On 
reaching home, he approached his 
local banker for a loan to cover the 
cost of oil burners he had purchased. 

“Having won the banker to give 
him the loan, he next asked him if he 
could not suggest a prospective cus- 
tomer. The banker looked over his 
list of depositors and advised him to 
see Mrs. Jones, who lived in a large 
home and was considered wealthy. 

“The salesman interviewed Mrs. 
Jones ,and armed with facts and fig- 
ures on his proposition—and_ with 
enthusiasm—he sold her an oil burner. 
But the salesman soon discovered that 
the home was without a _ furnace, 
each room being heated by individual 
gas heaters. 

“Nothing daunted, he sold Mrs. 
Jones a furnace on which to attach 
his oil burner. When the time came 
to install the furnace, it was discov- 
ered that the home had no basement. 

“Things looked black. But this oil 
burner man was a salesman—a two- 
fisted, never-say-die, hell-eatin’ sales- 
man. And so—he sold Mrs. Jones a 
basement !” 

The year of 1925 is just about a 
thing of the past and after all the 
thought of “let the past bury its dead” 
is pretty fair logic. 

Perhaps you reached your goal dur- 
ing 1925, if so.—congratulations. Per- 
haps the break was the other way 
and you found old man “Bogey” a 
pretty elusive gent. If so just buckle 
the old belt a little tighter and start 
out 1926 with the sincere determina- 
tion evidenced in the above story to 
follow every prospective opportunity 
for success to a satisfactory conclu- 
sion. 
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AKING Conduits, Cables, and Fittings, for 

safe, permanent and trouble-free electrical 
wiring is the sole business of the National 
Metal Molding Company. Five of the products 
are fully and completely described in these 
booklets. Send for them. 


ECONOMY Black Enameled Rigid Conduit, 
protected by double-dipped, acid- 
resisting coating of enamel—baked 
on. 

FLEXTUBE Non-metallic, solid-wall Conduit. 
Never kinks! Bend it, jerk it, 
twist it, easily works back into 
shape again. The soap-stoned in- 
terior makes fishing easy. 

FLEXSTEEL Flexible Metallic Conduit, pliant 
as a rope of woven steel! De- 
signed to withstand weather and 
moisture. Of great flexibility and 
permanence. Full line of sizes. 

OVALFLEX A Flat Armored Cable only 5/16” | 











Fiexsteel 
Flexible Metallic Condutt 





thick. Bends edgewise and flat- 
wise. Lay it on brick, tile or con- 
crete without cutting or chipping | 
and plaster right over it. | 
NATIONAL Designed so that wires can be at- | 
BRACKETS tached or threaded and built to 
withstand excessive strain. | 


National Metal Molding Company 
1483 FULTON BUILDING 
esi PITTSBURGH. PA. 


Represented in All Principal Cities (x46 

















National Metal Molding Company 
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Editor’s Page 


Proposed Extension of Lighting 
Program 


A three year, follow-through Home Lighting 
program has been prepared and proposed by 
the Society for Electrical Development in co- 
operation with the National Council Lighting 
Fixture Manufacturers, The Illuminating 
Glassware Guild and the National Association 
of Lighting Equipment dealers. The indica- 
tions are that the plan submitted will be form- 
ally approved by each of the organizations con- 
cerned, 


As a result of the various meetings at which 
the proposed Follow-Through Home Lighting 
Program has been discussed, the indications are 
that the plan submitted by the Society will be 
formally approved by each of the organizations 
concerned. ‘There seems to be a general agree- 
ment as to the desired objectives of such a pro- 
gram. The fact that the plan provides a basis 
for active co-operation on the part of the four 
organizations is viewed as a constructive move 
of great potential value. Those who have heard 
the program presented in detail and who have 
discussed its various features have indicated a 
belief that the literature and other publicity 
material provided in the plan will be a real, 
educational force in concentrating the attention 
of the industry and the public on the subject 
of Better Lighting in the Home. 


It is the concensus of opinion that a contin- 
uous activity of three years or more is desirable 
and necessary in order to accomplish the pur- 
poses set forth. In addition to the advantages 
of the plan as a practical, co-operative measure, 
and as a constructive program for educating the 
publie, it offers other advantages which will be, 
highly beneficial. Discussion of the plan has 
already brought forth proposals for immediate, 
co-operative action in the direction of better 
design of lighting fixtures. ‘The plan is also 
viewed as a tangible service which may be fea- 
tured in an aggressive membership drive on the 
part of the various associations. It is believed 
that the program will attract the support of 
many companies not yet enrolled. 

We all know the effect of a good follow- 
through in sport or in business and the plan 
seems a logical and necessary one. 

It should however be borne in mind by the 
electrical industry that drives of this nature are 





of course expensive and no stone should be left 
unturned in aiding in every possible manner 
in the success of any campaign adopted to im- 
prove the industry. Success can only come 
from united and sustained effort given un- 
selfishly by all those concerned in the industry. 


* + * 


“Of Course You’ll Need—”’ 


We started out to purchase a radio set the 
other day and when we finally left the dealer’s 
store we felt a good deal like “Red” Grange 
must feel in the fourth quarter. Our head was 
literally spinning with thoughts of the “of 
course you'll needs—” which were included in 
the purchase. 

We knew of a set of reputable make which 
struck our fancy. The price seemed reasonable 
so we said “wrap it up,” but the salesman had 
other ideas. 

“You'll need five tubes.” 

“Well, wrap them up, too.” 

“You'll need an ‘A’ battery and a ‘B’ battery 
and probably a ‘C’ battery.” 

“And they are extra?” 

“Oh, yes.” 

“Well, wrap them up.” 

“Of course you'll need an aerial and a light- 
ning arrester, and a ground clamp and front and 
rear bumpers.” Our head was swimming. 
“And a tail light and a new key-board.” 

But by this time our range of expenditure 
had long since been exceeded, so we said: 
“Never mind, unwrap them, and let us see a 
late model mouth-organ.”’ 

A public accustomed to buying theatre tickets 
which includes seats and parking space for their 
feet; automobiles complete with steering wheels 
and radiator, and suits which include trousers is 
holding a bag containing a million dollars for 
the man who eventually will sell a radio set with 
everything but the voice thrown in. 


=: 2s * 


A Merry Christmas 

Sentiment has a part, a large part to play in 
the business life of today and so we pause a wee 
bit in our busiest time to tell our friends one and 
all that we hope a Merry Christmas and a 
happy one shall be their lot this vear. 
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The No. 33 window flood- 
light uses standard 200- 
watt Madza lamp and is 
supplied with a color frame 
and four colors—red, blue, 
green and amber. 


























Put Punch 
in Holiday 
Windows 


Now is the time for all merchants to provide 
for Christmas and New Year Window displays that 
have unusual snap and character. The X-Ray No. 33 
Flood-Ray is the logical and efficient way to make 
the show window attract attention. 


A powerful “center-spot-beam” that shades off to a 
warm glow at the edges, may be focused on any part 
of the display, bringing the object out in high relief. 


Every merchant needs at least one No. 33 Flood-Ray. 
Be the one to help him get it! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard The “center-spot-beam”’ of the 
31 W. Forty-Sixth St. CHICAGO 3113 W. Sixth Street No. 33 acts like a spot light 
New York Los Angeles in the window. 
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The Industry That Moved 
Over Night 


In Which a Jobber’s Salesman Landed a Reputation With an Order 


GG OWN in The Valley,” that territory of Chi- 
D cago most of which is bounded by Morgan 

St. on the east, Racine Ave. on the west, 

14th St. on the north and the B. & O. tracks on the 
south, has somehow always carried with it a tinge of 
romance. Not the romance of poets and dreamers, but the 
romance, to the spectator at least, of poverty and crime, 
The “Valley” was 
orce the habitat of Chicago’s worst west side gangsters 
The dilapidated shacks, the filth-strewn 
alleys, the labyrinth of dark runways served for years 


and the threadbare things of life. 
and bad men. 


as the hiding place for criminals of the worst type. 
Equally distinctive and individual, in the central part 

cf Chicago, was old South Water St. 

short of the much maligned Chicago river, the produce 


Here, along the 
market of the West grew up. Quite soon the new indus- 
trial child, fostered and economically reared, by the hard- 
working the “Street” 
birthplace, but either due to tradition or appalled by the 


representatives of outgrew its 


tremendous task of moving, the market cramped itself, 
like Alice in Wonderland, in its small quarters and con- 


tinued to secure its share of the commerce of the day. 


Critics that speak of a “‘traffic knot” can only speak with 
authority if they have seen good old South Water St. as 
Chicago citizens have daily viewed it through the reveal 
ing windows of a creeping street car; five lines of 
traffic all apparently travelling with superb confusion in 
as many directions; little men shoving big trucks before 
them, plucking their heels with the timely accuracy of 
experienced years, from the path which a screeching car 
is to cross a second later,—well, just utter disorder, a 
modern Babylon turned loose on a two by four street, and 
nobody ever hurt! 

Is it any wonder, then, that men with vision for the 
future should link their thoughts of the desirable with 
the undesirable; that a dire waste, a desert within an in 
dustrial oasis, should be the recipient of a covetous glance 
from a space starved group? 

It is not in any manner surprising that a huge business 
of this nature should so successfully secure the breath 
ing room for which it asked, or that in casting about for 
a suitable location the far sighted business men of the 
“Street” should decide upon “the Valley” in spite of its 


traditional criminal record. The real miracle behind the 





This Interesting Picture Shows the Merchants of Old South Water St., Sweeping Down on Their New Home in One Con- 


certed Movement Which Took Place Within a Night. 
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story which left an astonished citizenry rubbing its eyes, 
was the fact that one night last summer it struggled 
through the regular traffic jam to get to the north side 
and home; the next morning it arose to peer again through 
the windows of a speeding car only to find a deserted 
street, absolutely quiet, save for the noise of busy work- 
men already occupied with wrecking the old structures. 
The “Street” and all it stood for had moved to “the 
Valley” over night. 

You wonder with a natural curiosity what all this has 
to do with a jobber’s salesman. How the passing of 
Chicago’s busiest street between the sun’s setting and 
rising again can possibly have anything in common with 
the sales of knobs and tubes. 
Well, it has, but be patient. 
First, let us “hop a taxi” and 
for the Valley.” If 
you before, 
you will be amazed now. Here 
vou will find that an area of 
almost six of shacks, 
“speak-easys,” and bullet laden 
walls has given way to a pro- 
duce market of five huge build- 
ings, two of which are 815 ft. 


“make 


were astonished 


acres 


in length, two of which are 
576 ft. in length, and one of 
which is 614 ft. in length. In 
these buildings are contained 
166 units, 24 ft. wide and 80 
ft.. long, consisting of three 
stories Each 
unit is rented by a company 
the business of 
the produce market, paying a 


and basement. 


concerned in 


yearly rental quite consistent 
with the amount paid in the 
old quarters, the rent applying 
payments the unit, ‘ 
is said, becomes the 
of the 
period of some 16 years. 


as on 
which it 
in a 
Sta- 
tistics rather dry, as a 
rule, but some idea of the size of this vast industrial cen- 
ter may be gathered from the fact that 90,000 cubic yards 
ot concrete, 75,000 cubic yards of gravel, 45,000 cubic 
yards of sand, 150,000 barrels of cement and 5,000 tons 
of steel were used in its construction, 


property user 


Contractors. 


are 


Quite obviously, “Light”? played an important part in 
the plans of the architects, and rather fortunately for 
the electrical industry they are placing a major part 
of their faith in artificial illumination these days. Indus- 
try cannot be dependent upon the caprices of the sun. 
Dark days with their subsequent waste of time and money 
must be prepared for in advance, if losses are to be 
avoided. Manufacturers long since sensing this demand 
have, of course, prepared for it. Competition always 
following the path of popularity naturally has entered 
this field. The jobbers typify the soul of competition. 
And, so at last, we come to the jobber’s salesman, draw- 
ing up a chair and with knife in hand, preparing to cut 
himself a piece of cake. 


Leo Ewert of the Electric Appliance Co., Chicago, is 





Leo Ewert, Electric Appliance Co., Chicago, 
and Edward Pullen, K. P. Electric Co., Chicago 
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the kind of jobber’s salesman that is never quite willing 
to admit an order is lost, but in this particular instance 
it took a “stiff upper lip’ even on Leo’s part to assist in 
doggedly hanging on to a job which everyone decided he 
had already lost. The chances of his getting his piece 
of the cake which the engineers of the South Water 
Market Trust were carefully guarding, and judiciously 
slicing were apparently growing smaller every day, and 
the odds were never in his favor from the first. 
Co-operation, a threadbare word, which has long since 
lest its color, but not its meaning, will now have to be 
introduced. Frank S. Hagerman, the general sales man- 
ager of the Electric Appliance Co., has a background of 
over 18 years sales experience 
to give substantial weight to 
his present executive position. 
When Mr. Ewert unhesitat- 
ingly called for “help” he got 
it and in the form of rapid and 
sustained “action.” Mr. Hag- 
erman campaigned with the 
engineers, while Leo worked 
with the contractor, Edward 
Pullen of the K. P. Electric 
Co. There was not a minute 
of the day that Mr. Hagerman 
did not know where his sales- 
man could be located. Not a 
moment of the time that a call 
would not bring him into the 
office. An example of how far 
this co-operation was carried 
is evidenced in a telephone call 
which Mr. Ewert received at 
his father-in-law’s home one 
Satrrday afternoon when Leo 
was assisting in painting the 
house. The fact that he was 
dressed in overalls and 
smudged with paint did not in 
any manner interfere with his 
“stepping on the gas.” 
Because of the nature of the 
Lusiness, most of the trading in this line is done on the 
This necessitated a perma- 


sidewalk or on the first floor. 
nent canopy over the sidewalk on the front and rear of 
The front walks are lighted with one 16 in. 
Dome reflector suspended from the permanent canopy 
This 


lighting is further augmented by the installation of an 


each unit. 
and installed directly in the center of each unit. 


8 in. Deep Bowl reflector at the front end of the canopy. 
These are spaced between the 16 in. Dome reflectors so 
that the sidewalk of each unit in front is lighted by one 
16 in. Dome reflector and one 8 in. Deep Bowl reflector 
which is installed so as to illuminate the tail gates of 
the wagons when unloading. One 16 in. Dome reflector 
only is used to illuminate the space underneath the per- 
It was estimated that twenty-one 
lighting units would be sufficient for each unit of the 
buildings, but this amount has been increased in a great 
The order consisted of 
the following, part of which was later increased, as neces- 
sity or personal desires of the (Continued on page 68) 


manent rear canopy. 


many cases to thirty or more. 
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Making Motor Sales a Staple 
Business 


Figuring a Pulley Size, Selecting the Proper Starter, and Deciding the Speed 
Are Easy Tasks for the Wide-awake Jobber’s Salesman 


By ANDREW G. OREAR 


Manager Motor Dept., Illinois Electric Co., Los Angeles 





PART 2 
T may seem unnecessary to explain the calculation of For general purposes the following formulas are given: 
I simple pulley determinations, but from the number of To find the belt speed (in feet per minute) multiply the 
pulley exchanges some of the jobbers handle, it is diameter of the motor pulley (in inches) by .2618 and 
obvious that many motor buy- multiply the result by the 
ers and salesmen guess at the r.p.m. of the motor. To find 
size of pulley or use the job- the required belt width to 


ber’s stock to “cut and try” 
for the right size. Where the 
driven (or machine speed) and 
the pulley diameter is known: 
multiply the driven speed 
r.p.m. by the driven pulley di- 
ameter in inches, and divide 
the result by the motor r.p.m. 
and the answer is the motor 
pulley size in inches. To make 
up for belt slip take the size 
slightly larger than the exact 
result. Where the driven speed 
is known and the standard mo- 
tor pulley is to be used: mul- 
tiply the motor r.p.m. by the 


lute confidence. 





N THIS section of his article 

Mr. Orear discusses the neces- 
sity for a jobber’s salesman hav- 
ing a working knowledge of 
motor speeds, pulley sizes, and 
various types of starters. 
not a difficult matter to acquire 
this information, in fact a careful 
reading of part two will give a 
salesman enough advice on the 
subject so that he can handle his 
next motor prospect with abso- 


transmit the desired h.p.: For 
single belts, multiply h.p. by 
785 and divide by the belt 
speed (in feet per minute). 
For double belts: multiply the 
. h.p. by 550 and divide the belt 
It is speed (in feet per minute). 
Should your customer ask the 
length of belt required for the 
motor you can answer it easily. 
Add together the diameters of 
the motor and driven pulley 
(in inches), multiply by 1.6 
and add the result to the dis- 
tance between pulley centers 
(in inches)—to obtain the 








motor pulley diameter in 
inches, divide the result by the 
r.p.m. of the driven shaft, and the answer is the driven 
pulley diameter in inches. 

While* most motor salesmen know pulley calculations 
they do not have a convenient rule to figure belt speeds 
best suited to motor drives. A simple rule will often 
save trouble. In belt drives the power transmitted is de- 
termined by the pull of the belt times the distance the 
belt travels in a given time. Disregarding centrifugal 
force, the power transmitted by the belt would vary di- 
rectly with the speed, but the centrifugal force at high 
speeds tends to lift the belt from the face of the pulley 
and decreases the “grip” with reduction of power trans- 
mitted. 

The curves in the drawing will show the power trans- 
mitted by a one-inch width leather belt at different speeds 
on pulleys of paper, wood, and iron. Greatest power is 
transmitted at belt speeds of 3000 to 5000 feet per min- 
ute. Except as noted, these are the best speeds to use. 
At points higher and lower than mentioned the power de- 
creases and wider belts and pulleys are needed. For 
mechanical reasons it is impractical to use these high belt 
The speeds in com- 


speeds on smaller sizes of motors. 
mon use vary from 1200 feet per minute for one horse- 
power to 3000 feet per minute for 20 h.p. motors. 


length in feet divide the result 
by 12. 

The motor pulley plays an impertant part in the suc- 
cessful operation of a belt driven motor. As most of the 
motor manufacturers use the Rockwood paper pulley as 
standard equipment on motors it is advisable to recom- 
mend and sell a paper pulley in preference to a sub- 
stitute. 

Sell the Correct Speed Motor for the Job 

The inexperienced motor salesman often tries to sell 
a high speed motor because it is cheapest. This is dan- 
gerous practice unless the speed is adapted to the appli- 
It is quite easy to sell an extremely low speed 
For ex- 


cation. 
motor for purposes adapted for low speeds. 
ample, in garment factories it is becoming standard prac- 
tice to direct connect the motor to the machine drive shaft 
requiring a sixteen or eighteen pole motor in some cases. 
The customer is willing to pay the price. Sell the cus- 
tomer the motor best suited to his requirements regard- 
less of price, and justify the economy of your recom- 
mendation. 
Sell a Starter for Every Motor 

The motor starter is looked on by some buyers as a 
necessary nuisance, insisted on by the power companies, 
to create extra expense. Some salesmen, meeting with 
a little opposition on a starter sale, are inclined to agree 
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with the buyer. A motor starter is designed to meet good 
. . ‘J * ry 

engineering and safety requirements. The auto starter 
or compensator is quite necessary on motors 7% h.p. and 
above and in some cases below for best starting condi- 
tions of the motor. The so-called ‘‘Starterless’”’ motors 
of larger sizes than 5 
h.p. have not met with P soe 

Chart Showing Relative 


general favor for me- 


chanical troubles where 


=———= Double Belts 
anesanees Single Belts 


centrifugal devices are 
used. The double squir- 
rel cage types do not 


wo 


have as high electrical 


efficiencies as standard 


squirrel cage motors; 


varying from 4% to 10 


~~ 


= 
cs 
~ 
a7 
zs 
z 
z 
: 


per cent in some cases, 
by actual test. It is. 
therefore, a good in- 
vestment for a customer 
to buy a standard type 
of motor with auto starter for ordinary requirements 71 
h.p. and larger. 

The “across the line’ type of motor starter for 5 h.p. 
motors and smaller has become almost as standard as 
safety switches. The salesman has not done a complete 
job if he sells a motor without a starter of some type. 
There is almost an unlimited field for modern types of 


The 


operator having a “start and stop” 


starters on existing motor installations. conveni- 
ence to the machine 
control button close at hand is well recognized by the 
public, , 

A jobber in the west, during the period of a power 
shortage with incident curtailment on new motor sales, 
secured many thousands of dollar’s worth of starter busi- 


ness by modernizing older installations. 


Watch Your Step 


On belted blower equipment the customer often desires 
An inch or so on the motor 
pulley might not cause trouble on a line shaft drive but 
may double the load on the motor in some cases of blowers 


to increase the output of air. 


and exhaust fans. Caution your customer to exercise 
care in speeding up air compressors and fans without the 
power requirements known. Variable speed and slip-ring 
motors used on fan jobs require a different design of 
resistance in the secondary or rotor circuit of the motor. 
Specify your use in this type of motor. The speed con- 
trol on slip-ring motors is usually designed for full load 
operation. At light loads the motor will not have proper 
speed control. Consult your motor specialist on slip- 


ring motors. 

The successful motor job requires the correct type of 
motor for the job, a correct starter selection, proper 
drive mechanics, a competent installation, and an interest 
The 


reward to the jobbers salesman is well worth the effort 


in the equipment long after the sale, by the seller. 


to strive for competency on motor sales. 

Motor business available to the jobber’s salesman would 
be hard to fully enumerate, as the field is almost unlim- 
ited. 
trical dealer, smaller central stations, and the industrial 


For most part the business comes from the elec- 


plants. The smaller outlets, such as garages, meat mar- 


kets, printing plants, private pumping plants, machine 





OF THE 





JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


shop, wood working plants, and a thousand others too 
numerous to mention, ordinarily com> through the re- 
sale dealer. There are heating and ventilating contract- 
ors and other types of contractors buying motors for 
their apparatus who also are good prospects. 

‘ Electrical dealers fall 
broadly in two classes. 
The large industrial 
electrical contractor 
- specializing in motor 
work, and the contract- 
or who sells and installs 
an occasional motor. 
The large motor dealer 
ordinarily has a sales 
organization, _ installa- 
tion service, and main 
tenance or repair shop. 
This dealer will show 
the 
volume unless specializ 


most motor sales 
ing in used motors too extensively, but will be harder to 
secure by the jobber. Good service on motor deliveries 
and the completeness of motor accessories will most often 
interest this dealer. 

The small motor dealer perhaps requires more indi- 
vidual sales help from the jobber’s salesman, but is well 
worth cultivating. The individual efforts of the sales 
man perhaps is better appreciated by this type of dealer. 
The central station building rural lines and selling mo- 
tors offers a good field on motor sales and carries with it 
the sale for pole line material, transformers, meters, and 
material for the installation complete. 

In metropolitan districts and industrial communities, 
motor sales possibilities are almost unlimited. In facto- 
ries buying their own electrical material and motors the 
jobber’s salesman is offered a good sales opportunity as 
motors are contemplated and selected for size before the 
construction material is determined. The salesman on the 
motor job has opportunity on the switches, starters, con- 
duit, wire, fuses, fittings and lighting material. A little 
motor application help to the smaller industrial plant 
foreman is good sales help. Motor business is one of the 
best feeders to the supply line in the field. Industrial 
plants are loyal to one line of motors where found satis- 
factory, making the initial sales effort well rewarded in 
repeat business for extensions and additions. 

Small motors can be readily sold to the retail elec- 
trical store and motor repair shop. Fractional h.p. mo- 
tors, while resulting in smaller unit sales, will show a 
volume of business that will approach large motor sales, 
with proper sales effort behind them. 

Sales Points on Industrial Motors 

As before stated, it is desirable to avoid technical. terms 
and discussion in selling electric motors to the non-tech- 
nical buyer. It is often necessary to make a sales point 
touching on design matters but this can be worded in the 
language understood by the prospective buyer. 

Sell your service to the motor buyer. If you are per 
sonally equipped or have a motor department competent 
to help the customer solve his motor drive problems, his 
layout of control and installation—sell the service. 

It is assumed that you handle a high grade line of 
motors and controls with a repu-(Confinued on page 34) 
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Getting the Most Out of Electric 
Homes 


It Is Doubtful If the Average Electrical Man Realizes the Full Value of 
These Homes—Some Facts to Consider 


By J. E. BULLARD 


LECTRIC homes, the country over are becoming 


more and more a popular method of giving pub- 
They 
are probably one of the cheapest as well as the most 
effective methods of advertising electrical uses, that can be 
devised. 


licity to electrical wiring and appliances. 


This is so because the home is a co-operative 
affair. 

It is good advertising for the real estate man or the 
builder who lends the house. It is good advertising for 
the dealer who lends the furniture. Every concern that 
places anything in the home secures a sales impetus for 
that article it could not get in any other way. 

That this is the case is indicated by the fact that in 
most towns where a few electrical homes have been staged 
there is so much interest aroused in them on the part of 
real estate men and furniture dealers, on the part of con- 
cerns perhaps in no direct way connected with the elec 
trical industry that sometimes these other people will 
actually take the initiative in opening a new electric 
home. 

It is doubtful, however, if the average electrical man 
realizes the full value of these homes. In some cases, not 
enough interest can be aroused among the contractors and 
dealers to cause them to volunteer to act as demonstrators 
and consequently demonstrators must be hired. 

Where this is the case, the contractors and dealers are 
The 


home makes it possible for the contractor or dealer to 


losing a-*wonderful sales opportunity. electrical 
ceme into closer contact with the general public than he 
other way. 
Even though as a direct 


can in any 
result of spending a few 
evenings or an afternoon 
or so at the home he se- 
cures no business, he is 
learning things he could 
not learn in other 
way. 


any 





The people who visit 
the home, ask questions 
and make 
ments on everything elec- 
trical in that home.. This 


about com- 


means that it is an easy 
matter to learn just what 
they think of these dif- 
ferent things, how con- 





may have to any appliances displayed, why they like 
other appliances, and various other things that are worth 
real money to know. 

In an ordinary show, people see electrical things on 
display, but they do not see them installed as they 
would be in the home. In the electrical home, they see 
a really up-to-date home from the electrical standpoint. 
They can see just how these things would look in the 
home, how convenient they are, and why they are really 
needed. 

Just showing the people around, talking to them, lis 
tening to them, answering their questions, and observing 
how they regard the different details of the home, point 
the way to sales campaigns that will result in much more 


business than has ever before been secured. If hired 
demonstrators do all the demonstrating, however, the 


contractor and dealer lose the opportunity to acquire 
this information which may prove of very great value 
to them. This means that the head of the firm can well 
afford, in fact, that he cannot afford to miss the oppor- 
tunity to spend at least some time at the home actually 
showing the people around, demonstrating the appliances 
to them 

When 


which he can change his own sales methods in such a 


and watching and listening to them. 
he does this, he is bound to find some ways in 


manner as to make them much more effective of results 
As a matter of fact 
tiere is nothing more effective as a sales maker than just 


than they ever have been before. 


as the electrical home is. 
The 


ness 


such a demonstration 
automobile _ busi- 
owes its marvelous 
growth in part at least to 
the 


automobiles. 


demonstration of 
No 
goes by but that a dealer 


vear 


somewhere does not stage 
an automobile demonstra 
tion that attracts a lot of 
attention. It is a 


prac- 
tice that brings out 
the superior points of 
the car and these demon- 
strations often cost a 
great deal more money 
than the cost to any 


dealer of conducting an 


electrical home. 





venience outlets impress 
them, 


objections they 





$15,000 Home Awarded High School Girl Last Year.— 
Photo P. &. A. 


The head of a linoleum 


company when he built a 
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new house had the floors from the first floor to the attic 
covered with linoleum. He found that this demonstration 
proved very effective in selling the product. It also 
taught him a number of things about the sales appeal that 
should be made. He learned from the questions his 
friends asked him that there were certain things about 
the product people did not know and that because they 
did not know these things they were slow in buying the 
product. 

An electrical man installed a ventilating fan in his 
kitchen. Every time any folks called at the house he 
showed them the fan. A number of sales resulted. When 
he had a prospect for a fan and the prospect was unde- 
cided, he would take that prospect out to the house and 
show him the fan in his kitchen. A sale almost invariably 
resulted. It made a lot of difference whether one saw the 
fan in the store or in the home. 

A sales manager for a gas company installed in his 
kitchen the cooking and water heating appliances he 
thought best adapted to the locality in which he was liv- 
ing. He made it a practice not only to show everyone 
who called at the house this kitchen, but he brought many 
people home with him just to show them the kitchen. In 
that territory a record was made for gas kitchens per 
capita. 

This suggests another way in which the electrical home 
can be used to advantage. The electrical man cannot 
move from one type of house to another. He can hardly, 
for example, live in a $5,000 house for a time, then in a 
$10,000 one and later in a $20,000 one. He is not in a 
position to furnish all the different types of houses in 
a fitting manner. Yet he has customers who live in low 
priced houses, and some who live in better houses, and 
some who live in mansions. 

The electrical home idea makes it possible to make a 
really practical demonstration of all the different classes 


vf home in which a good many people of the city live. 
During the period that a home is open, the dealer or con- 
tractor can take to that home those customers and pros- 
pects who live in a home of that type. He can show 
them just how the wiring, appliances and the like will 
look in the customer’s home. He is in a position to close 
up a lot of business he could not close up under differ- 
ent conditions. 

The next home will probably be of a different type. 
The house may be a higher or a lower priced one. The 
result is that if during the year a number of homes are 
staged, each one in a different type house, then the elec- 
trical man is in a position to show each of his customers 
and prospective customers just exactly what they need 
in their homes. It will mean many sales that he other- 
wise would not be able to make. 

Consequently, if he wants to get the most out of the 
electrical homes, he will not only plan to put some time 
in as a demonstrator but he will make up a list of his 
customers and prospective customers and arrange to take 
them to the particular home which will impress them 
most. He will call for them at their own homes with his 
automobile, take them to the electrical home, show them 
through, explain everything in the home and point out the 
advantages of each thing. 

The man who will do this does not have to be a very 
clever salesman to make the idea pay. Just taking the 
people there and showing them around is going to make 
them want a lot of things they see. They are going to 
want something that the contractor or dealer may not 
have thought of as something they would want. 

There is also another point about such a practice. It 
is going to make the future homes much more valuable 
than the past ones have been. When a person is taken 
through a home in this manner he or she is going to ask 
make 


or suggestions (Continued on page 34) 


questions 











se : i . 


Go 
Earn It 








Dear Folks: 


and be a fighter. 
you’ve simply got to earn it. 


will never come to you unless you go and earn it. 


as new combed honey. 
its worth and sets himself to earn it. 


to make it yours just go ahead and earn it. 








If Happiness is what you want to make your life seem brighter, give up your idle dreaming ways, go out 
It’s secret is a simple thing, "Twill pay you well to learn it, in order to get Happiness 


If Wealth is what you’re wishing for to make your life worth living, don’t look around in hopes to find 
that someone’s joy is giving. And when you meet an easy path, just turn your back and spurn it, for Wealth 
If Fame is what you’re praying for, if what you want is 
glory, don’t close your eyes and see yourself a hero in some story. But get yourself some midnight oil, don’t 
be afraid to burn it, for Fame is never out of reach, it’s yours if you will earn it. 

A Reputation that is good, is worth far more than money, the things it brings to honest folks are sweet 
And foolish is the mortal man who thinks it safe to spurn it, and wise is he who sees 













The things in Life worth living for, with ease can be acquired, but not by folks who sit and dream, whose 
bones are always tired. And just because a thing looks hard, don’t give up hope and spurn it, but if you want 


Cordially yours—T. V. R. 
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“Plain Talk” Makes E. S. J. A. 


Convention a Success 


Jobbers Enthusiastic Over Results Accomplished at Semi-Annual Meeting 
in Buftalo—Many Forceful Papers Presented 


industry today is that it does not speak a merchan- 

dising language. The central station talks with a 
kilowatt-hour brogue and a merchandising lisp; the old- 
time jobber speaks a wiring device language, whereas 
certain other later jobbers speak a bastard Esperanto, 
helped out by the use of the arms. 

Howard Lewis expressed this truth in the effective 
words above at one of the sessions of the semi-annual 
convention of the Electrical Supply Jobbers Association, 
which became a matter of history at Buffalo on November 
20. It was but one of the many things said there which 
came under the head of “plain talk” and which em- 
phasized this meeting as one of the most fruitful of ideas 
and thoughts that has been held in many years. 

On top of that was also the fact that not within the 
memory of those present was there ever a meeting of 
such “contentment,” if that is the word. This is borne 
out by the fact that three days of “milling” about the 
lobby of the Statler, in contact with both jobbers and 
manufacturers from every section of the country, failed 
to uncover one single word of 
dissatisfaction over present 
business conditions or the out- 
look for the immediate future. — 


- HAS been said that the trouble with the electrical 


Wins McGraw Award 


the central stations. Mr. Pack, aside from being vice- 
president and general manager of the Northern States 
Power Co., of Minneapolis, is first vice-president of the 
National Electric Light Association—meaning that next 
year he will be its president and hold the highest office 
within the power of the electric light and power industry 
to bestow. 

While he explained that he was not speaking for the 
industry as a whole and was only expressing his own 
views, it must be remembered that the views of a man 
in his position can be pretty nearly taken as representing 
the trend of the industry, for certainly in his position he 
is not out of harmony with his industry. Bear in mind 
also that the company that he manages is one controlled 
by a holding company of which relation much is heard 
these days. 

Boiled down to as few words as possible, Mr. Pack 
said to the jobbers at Buffalo that there was no valid 
reason for the jobbers to fear that the interconnection 
lines, the consolidation of operating companies and the 
control by holding companies will in the long run be a 
serious menace to the busi- 
ness which they derive from 
the central station. He says 
that the executives of hold- 





As usual, the first three 
days—the 16th, 17th and 
18th and also the last day 
were taken by up committee 
reports and executive sessions, 
the findings of which are not 
subject to report until offi- 
cially announced through the 
regular channels of the as- 
sociation. It was on the 19th 
-——the general open meeting— 
that the regular program of 
speakers was provided, and it 
was a treat in many ways. 

It is not possible within the 
limits of this account to give 
a really complete digest of 
these addresses, but two or 
three matters of outstanding 
interest were discussed of 
which a few words may be 
said. 














ing companies are not going 
to disregard the recommenda- 
tions of the local executives 
of the various companies 
when it comes to the matter 
of policies which effect their 
relations with their respective 
communities. 

The harmonious relations 
of the jobber, dealers and 
others interested in electrical 
work, with the central station 
in a community are necessary 
to maintenance of good will 
on the part of the public in 
that community. This has a 
direct bearing on the matter 
of centralized buying. The 
central stations for the most 
part realize full well the serv- 
ice that the jobber renders 





R. F. Pack brought a mes- 
sage on a subject of the ut- 
most interest to practically 
every jobber—the jobbers’ fu- 
ture position and relation with 





W. R. Herstein, vice-pres., Wesco Supply Co., 
Memphis, who won McGraw Award. Certificates 
of honorable mention were given: John L. Bu- 
chanan, Wesco Supply Co., St. Louis; Robert H. 
Scott, Carter Electric Co., Atlanta, and S. C. 
Greusel, G-O. Electric Co., Milwaukee. 


and also his importance as a 
factor in the community. If 
the local management of a 
central station wants these 
things of the jobber, which 


(Continued on page 96) 
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Giving the Electrical Contractor 


Credit 


The Big Problem of the Credit Man and How the Standard Accounting 
System Aids in Solving It 


By L. W. DAVIS 


General Manager, Association of Electragists, International 


APPRECIATE very much this opportunity to 
I address the thirtieth annual meeting of the Electrical 
Credit Association, Central Division. 
The Association of Electragists, International, repre- 
sents those individuals in the 


why this may be so and how it may be overcome. 

In the first place, to use some Irish logic, the fact is 
not altogether true! Practically every electrical con- 
tractor started in business with little or no capital; his 

total 


investment in business 





electrical industry, the elec- 
tragists, whom you _ gentle- 
men are daily meeting in the 
capacity of creditors talking 
debtors, and _ be- 
the fact that the 


credit man’s greatest concern 


with your 


cause ol Electrical 
is over his poorest risks, I 
wonder if you always think 
of the Electragist with all of 
the respect which he deserves. bers. 

It has been all too common 
in the condemn 
the Electrical 
being a poor business man, a 
link in the industry, 
harsher terms of 


past to 
Contractor as 


weak 


and many credit. 
which the exasperated credit 


man can think. But let us 





T HIS paper 
November 
thirtieth annual meeting of the 
Credit 
Central Division 
cago, received a most enthusi- 
astic reception from the mem- 
Mr. Davis points out in 
a forcible manner the necessity 
for an electrical contractor hav- 
ing an accurate knowledge of his 
costs of operations and the bear- 
ing this knowledge has on his 


today represents actually ac- 
cumulated profit on his busi- 
which was read 

20, at the 


ness. 
profit because of 
slowness in payment of his 
bills, and limited cash 
capital is because of the rapid 


His seeming lack of 
frequent 
Association, his 


held in Chi- 
expansion of his business, 
which is usually several steps 
ahead of his accumulated 
ability to finance it easily. 
The electrical contractor 
has some peculiarly difficult 
He is 


called upon to place a fixed 


problems to solve. 


price in advance upon an un- 
The 


manufacturer or jobber who 


known quantity of costs. 





makes or handles a certain 





look at the electrical con- 
tractor from an entirely different viewpoint. 

This country is the most highly developed electrically 
equipped country in the world. Our skyscrapers, our 
industrial plants, our residences, large and small, extend- 
ing even out into the smallest towns, are electrically wired 
to a higher degree than those of any other country. 
And, gentlemen, you must admit that this electrical wiring 
las, in a very large degree, been well done, carefully done, 
and faithfully done by the electrical contractor. Cer- 
tainly the group in our industry which has done this job 
deserves respect. 

When you consider that electrical contracting today, 
and in the future, will continue to be done by the elec- 
trical contractor, who will providé the market and the 
channel through which the manufacturers and the jobbers 
will distribute practically all of their wiring materials 
and supplies, and a large proportion of their equipment, 
the electrical contractor becomes a factor deserving the 
most serious consideration and the co-ordination of all in- 
terests to best use his service. 

The greatest complaint against the electrical contractor 
may be summed up in these very few words: he has failed 
to make an adequate reward for himself for the services 


he has rendered. Let us analyze some of the reasons 





article knows what thousands, 
perhaps hundreds of thousands, of that article have cost 
to make, each one identical in its method of manufacture 
and distributions. Suppose that every time a customer 
came to a jobber he asked for an article which was slightly 
different from anything ever before produced and which 
would take weeks and perhaps months to complete in its 
manufacture, with unknown quantities of labor liable to 
enter into it and with fluctuations on the market price of 
labor and materials during that period. How would the 
jobber like to quote a fixed price in advance each time on 
such sales? And, yet, that is practically what the elec- 
trical contractor is compelled to do every day in his busi- 
ness. 

We see, then, how absolutely essential it is that the elec- 
trical contractor be equipped with the most accurate 
knowledge of the costs of operation based upon broad 
studies of work done under all sorts of conditions, and 
that with this estimating data in his possession he needs 
also a constant and complete record of his own operations 
from day to day and from month to month to determine 
his own individual costs of operation and his individual 
efficiency as compared with standard costs. 


Having acquired all of this equipment he still faces 
another problem, the competition (Continued on page 58) 
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~ Meeting the Price Argument 


Four Concrete Suggestions As to the Come-Back When the 
Prospect Says—“You’re Too High” 


By A SALES PROMOTION MAN 


‘OW KNOW your 
prices are high.” 

If jobbers’ salesmen were to receive compen- 
sation based on the number of times they had to meet 


house. It’s all right, but your 


this argument they would no doubt be able to retire 
early in life. 
“Every cent counts in this game!” 


To this the Sucessful Salesman was always bound to 
agree. It was not until he had heard the statement 
many times that he realized it could be used against 
the frugal contractor who was unfortunate enough to 
give voice to it. 

The Sucessful Salesman knew tlhe stock arguments 
to use when price was offered as a reason for not 
patronizing his house. It wasn’t so much a case of his 
prices being high, as it was that certain competitors in 
his thickly populated territory did a thoroughly cheap 
business, giving cheap service in exchange for low prices. 

In his apprentice days he used to answer the price 
objection along these lines: 


“We fix a fair price on each item, which nets us a 
small uniform profit. We don’t offer leaders at our 
cost and soak you for small odd stuff that we don’t think 
you'll bother to check us up on.” 


To which the contracor would usually reply with 
some pride. 

“Whenever I find bargains I grab ’em up, and believe 
me, they don’t stick me on the small stuff either.” Some- 
times this statement would be backed by exhibition of 
a card system on which price quotations were faith- 
tully recorded. 


Then the salesman would try a new tack. 


“Our house has a real policy; we don’t sell your 
customers; and besides we are active in association work 
and doing all we can to better conditions in your end 
of the business.” 

Again the contractor would have an answer. 

“IT can’t afford to pay you fellows for policy. My 
competitors aren’t spending their money on such things. 
Sorry, old man, I know what you're up against, etc., 
ete.” 

This sympathetic line that usually closed the argument 
used to rile the Successful Salesman, especially since he 
felt by then that he had reached the end of his string. He 
knew his house would not cut prices to gain a new 
customer or hold an old one. 

He felt, even in those green days, that there must be 
He 
put it up to the sales manager, but that official was too 
busy to be bothered with such matters. So he finally 


a way of lining up the hard-boiled penny-pinchers. 


decided to sit down and think the thing out for himself. 
His first move was to gather all the facts which ex- 
perience had taught him about the way the average con- 





tractor conducted his business. 
that most of them were very lax in their collection meth- 
ods, that they spent an unnecessary amount of time 
hunting bargains and checking prices, thereby cutting 


He knew, for example, 


down on time available for the pursuit of new business, 
and that guesswork was more often than not the only 
guide to their purchases of merchandise. And, yet, they 
argued about a few cents difference in price, blind to 
dollars that lay around them in new business, and the 
dollars they were losing by allowing customers long term 
use of their business capital without interest, and, worst 
of all, the dollars they spent in checking prices and in- 
terviewing salesman by the dozen in a mad scramble 
to save money on their purchases. 

These were useful facts, but how could they be 
turned to advantage for meeting the ancient objection 
to “high prices’? 

In working up new business, time, he figured, was 
his best ally. He knew that friendship and confidence 
furnished the foundation for most buying habits. He 
would call regularly on the hard-boiled prospects he now 
had in mind, present his arguments leisurely, and let 
them sink in. He would employ the well-known trick of 
hammer, hammer, like water dripping on a stone. So 
much was easy. Now for the arguments. 

He had been selling long enough to know that cut-and- 
dried sales formulas were not practical, but a frame- 
work would suffice, and the details could be left to the 
vicissitudes of the debate. With these considerations in 
mind, he wrote down the following statement: 

“If you buy of my house, I will guarantee to save 
you more than the alleged excess of our prices, in dol 
lars and cents, over what you pay other houses now for 
the same goods.” 

The contractor of course would say: 


“You mean you will sell me cheaper than any other 
house?” 


And the answer would be: 
“No. 


bulk of your business, we will save you more than you 


I mean if you pay our prices, and give us the 


claim to save now by buying of other houses.”’ 

“How?” 

Tl ~ . ~ 

he Successful Salesman thought out some answers 
and wrote them down. 
That 
we will not sell you more than we think you can sell. 


1. We will guarantee not to oversell you. is, 
That will have to be based on your sales record. It 
would be easy to show almost any contractor how this 
pelicy would save him money, for there is usually at 
least one or two items in which he is overstocked—some 
of his precious capital lying idle due to the pressure 
of some enthusiastic super-salesman who didn’t think 
about the second or third call.) (Continued on page 62) 
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Adventures of Hardluck Sam 


He Didn’t Know the Joker Was Wild 
By COIT A. (DUKE) SMITH 


KNOW, Phil, how you love to have me dig up raw 
I ones out of your past life, so here goes one that'll 

make you put poison in my coffee. One fine evening 
when you was about age 20, you was all dolled up like a 
fresh corpse and strolling down Caroline street with Marie 
O’Brien. All of a sudden Thompson’s collie shot out 
through the gate and bit you between the terrace and the 





the minute I was inside the bull-pen, the meat disappeared 
and the brick loomed up—that’s when I felt like Thomp- 
son’s dog when you socked him for a row of kennels. The 
Old Man was all over me like a hot shower. To hear 
him you never would believe the same man could hand out 
Sunday School prizes with quotations from Longfellow 
and other well known authors thrown in. 


ha 


curb. Haw! Haw! He Finally I got the drift 
tore your new pants and SWS FWA ASS "SWANS > of his spasm, and it was 
Marie got to giggling and QQ KGET V|PRRARSS W\ . on account of we were 
you lost your equanimity, WAN \ about to lose out on an- 
yes you did, Phil. You “f XS other big order from 
called old man Thompson \ SN . “Doc” Calloway, the 
a “baldheaded old bat,” ‘N . ‘NX contractor, who had 


and only for Marie on 
your coat-tails and Mrs. 
Thompson hooking on to 





her hubby’s suspenders, 
you two would beat each 
other soft. 

But that ain’t the best 
of it. You seen that ki- 
yoodle of Thompson’s the 
next day in the alley. 
You took a piece of meat 
out of your mother’s ice- 
brick out of 
vour old man’s ash-pit, 
called to the 


box and a 





and you 

dog: “Here, Shep! Nice 

Shep! Come get meat!” 

holding the beef in 

front and the brick be- \ SWE. - 
hind your back. And t WRAY 


when he came up for the 


free lunch you violated 


his confidence and 
smacked him in the ribs 
with the Irish bouquet. He howled like a steam-piano, 
but he was a better dog forever after. I can still see the 
hurt look on his face when you bombed him, and what 
made me think of it was an experience of mine a couple of 
months ago. 

I was seated at my beautiful desk, thumbs in vest, feet 
on inkwell, happy as the cat that just et the canary. 
Business had been so good I was wondering should I ask 
the Old Man for just a raise or an interest in the firm. 
Well, like he was reading my mind, open comes his door, 
out pops his face with a big grin on it, and he calls me in 
his sweetest tone, which sounds like a saw going through 
half-inch fibre. 

In I goes, all happied up, and decided that an interest 
in the biz was positively the least I would accept. But 


~ 
SAAR 


IN 





To Hear Him, You Never Would Believe the Same Man 
Could Hand Out Sunday School Prizes. 





landed a wonderful soup- 
to-nuts job totaling over 
sixty-five hundred _ ber- 
ries. As a matter of 
fact, Doc had been off of 
us for about two years 
because we refused to slip 
him a six-tube super-het 
for giving us an order for 
a dozen loud speakers. 


Qc N 
AY NS \ 


Py 
Oy A 
tj 


You see, Doc Calloway 
is known as the stingiest 
man in the world since 
“Miser” Murphy died. 


Doc is the original guy 


al 


ee. : EWN who fired his gat on 
\ AS Is Xmas Eve and told his 
AS | kids that Santa Claus 

*) n* ‘AN committed suicide: He 
m1} e ww carries the paper and 
string off his laundry 


down to his store to wrap 
packages with. He nails 
slats on all the packing- 
boxes he gets and sells ’em for chicken-coops. When 
his wife insisted that he give his son-in-law a job, Doc 
taught the boy to shoot craps, so he could win his salary 
back from him with loaded dice. He uses pieces of rub- 
ber hose instead of door-checks. 


Doc is so cheap that when a relative gave him a Mah 
Jongg set for his birthday he took it down and made them 
credit it on his own account. When “Sam the Tailor” had 
his store front painted Doc threw the “Wet Paint” sign 
in the sewer, then backed up against the fresh paint so he 
could make Sam give him a new suit for the ruined one, 
which, by the way, was old enough to be in high school. 
One time a jobber’s counter salesman gave a kid two-bits 
to go with Doe and carry a coil of wire to a job. As they 


crossed Olive street, a taxi (Continued on page 66) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 


















































16 


THE JOBBER’SHIJSALESMAN 









“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


The Welfare of the People Is 


a “Noble Purpose to Serve” 


Success Is Moral 


The Business Man Is the Nation’s Backbone 


There seems to be a general opinion among 
certain classes of people, including both the 


lowbrows and the ultra 
orthodox, that any re- 
ligion which makes for 
success is immoral. 
There seems to be a 
widespread notion that 
a man who has made 
money or is making it, 
is a wicked man. 
Along with this is the 
notion that the United 
States because of its 
prosperity is sordid 
and immoral and even 
a corrupt nation. Some 
people oppose the 
American “dollar di- 
plomacy” or any busi- 
ness-like policy which 
is common sense and is 
used by America. As 
a matter of fact, if one 
mixes the tenets of the 
Christian religion with 
common sense, he is 
more likely to succeed 
than not. 

Suecess is not im- 
moral and those who 
have succeeded do not 
need to adopt an apolo- 
getic position. 


There may be need of martyrs 
in the world and of those who suffer for their 


By DR. FRANK CRANE 





ure, but these times are 


Copyright, 1925, by Dr, Frank Crane. 


opinions, but as a rule, as B. L. Taylor used to 
say in The Chicago Tribune, “Most martyrs 


get what is coming to 


them.” The statement 
of Mr. Coolidge, as 


quoted by George W. 
Hinman, that the wel- 
fare of the people is “a 
noble purpose to serve” 
is sound sense. 

It is the business 
men of the country and 
others who are honestly 
engaged in_ business 
that are the backbone 
of the nation. As a 
rule, they make their 
money by being honest, 
sincere and industrious. 
There may be some 
crooks and some sharp- 
ers, but they are in the 
minority and they do 
not last long. 

The fact remains 
that the practice of the 
tenets of religion is a 
good way to get along. 
It enables one to deal 
better with his family, 
his neighbors and the 
people in general. 

There may be times 


when he is compelled to be peculiar and a fail- 


in the minority. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 


Dr. A. H. Taylor. superintendent of the United States Naval 
Research Laboratory at Bellevue, D. C., taking a reading 
from the 4200 kilocycle high power transmitter used for time 
signals and broadcasting to the Navy ships, MacMillian Arctic 
expedition etc. MacMillian reports this reception is 100 per 
cent and the only radio from which he can get his time signals 
which are sent at 3:00 a. m. Two way communication on a 
low-wave frequency has been established.—P. & A. 







ae 


eeunesse*"” 


The “Bowdoin.” flagship of the MacMillan 
Artic Expedition, is shown in an improvised 
drydock at Hopedale, Labrador. The cargo 
is piled high on the foredeck, throwing the 
stern in the air so that a new _ propeller 
can be fitted to replace the one broken on the 
trip up the Labrador coast. Empty casks 
were also used to raise the propeller shaft 
above the surface, as shown.—P. & 4. 


— 




















qnausvse== 





Commander MacMillan returned 
from a severe summer in the Arctic, 
bringing back with him some speci- 
mens of Eskimo art. He is 
pictured here displaying an 
Eskimo doll and an Eskimo 
painting, showing their cos- 
tumes and one of their 
canoes.—P. & A. 
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A serious rival to the monkey gland has just 
been invented by J. Krauer of Royal Oak, Great 
Britain. It takes the form of an entirely enclosed 
bath in which the patient lies and is 
subjected to an electrical process which 
has the effect of rejuvenation on the 
nerves, the body and the blood. Photo 
shows Krauer giving one of 
his patients an electric bath 
with his new invention. Ap- 
parently these electric baths 
do not hurt very much. Note 
the smile on the rather 
youthful subject. P, & A. 



















Photo shows Elsie Turnbull. blind since 
her eighth birthday, at work on the five 
trunk board which she operates most effi- 
ciently for a large firm of St. Louis, Mo. 
It was very difficult for her at first, but 
six month’s made her very efficient. The 
five trunk lines coming into the board are 
equipped with bells of different tones, so 
that she can distinguish them by the sound. 
The sixteen inside stations are also known 
to Miss Turnbull by sound. It is remark- 
able what a person can accomplish under 
difficulties, if they will but try as did this 
little girl—_Underwood & Underwood. 


























Violet Ray Lamps have be- 
come such a rage lately that 
they have been — nick-named 
beauty lights and what with the 
flappers using them for their 
complexions, the movie stars 
using them to produce an arti- 
ficial sunburn in a few hours, 
babies having treatments for 
rickets and old men for baldness 
it is no wonder that even ani- 
mals have fallen for the rage. 
Above are shown Dr. J. W. Pat- 
ton and August Geraine of the 
famous Speyer home for animals 
in New York City, treating one 
canine patient to a violet ray 
bath. Note that the dog wears 
big glasses to protect its eyes 
just as humans have to under 
similar treatment. The treat- 
ment is for distemper. Hot dog! 
eae. 

















Elephant Butte Res- 
ervoir and the tur- 
bines will produce 
almost as much pri- 
mary power as does 
Muscle Shoals. 
I.inn Creek, an old 
Missouri town with 
an almost unchang- 
ing population of 
about 500 persons, 
will be inundated in 
the Osage reservoir 
and it will be neces- 


sary for the power 
company to build a 
new town for Linn 
Creek people on a 
near-by  hill.—uwU. 
& U. 
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banks of the Osage 
River near Bagnell. 
Mo., will herald the 
construction of a 
dam that will im- 
pound a lake more 
than 100 miles long 
and have 970 miles 
of shore line. 
Through the 
sluices will rush the 
tawny waters of the 
Osage River to turn 
5 turbines each gen- 
erating 25,000 horse- 
power of electricity 
to vitalize factories, 
light towns, and 
speed transportation 
in Missouri. ‘The 
lake when created 
will have more acre- 
age feet of storage 
capacity than the 


Above is shown the two-deck electric 
street cars operated in the good old town 
of Liverpool, England. In the background 


is the famous St. George’s Hall. Not an 
automobile in sight but note the old 


fashioned hacks —Underwood & Underwood. 

To the left is shown the Tower of Sha- 
blovka, the “Eiffel Tower” of Russia, at 
Moscow, which the Soviet government has 
inade the center of the Moscow radio broad- 
casting station, whence is said to come the 
Soviet wireless propaganda_—P. & A. 
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The thud of axes 
and the crash of 90,- 
000 trees on the 
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MEN YOU SHOULD KNOW 


E. B. Latham, 


N the very beginning of electrical manufacture, when 
I the works of the old Thomson-Houston Electrie Co. 
were busily engaged in making ere lamps at New 
Britain, Conn., the subject of this sketch set day after day 
watching proceedings in the factory, which was directly 
across the street from the one in which he was employed. 
This was in 1882, and E. B. Latham, a boy of 16, had left 


the Connecticut farm where 


President ; 7 
E. B. Latham & Co. 


remained there until after the consolidation of the Thom- 
son-Housten Electric Co. with the General Electric Co. 
He left then to return to the East and immediately went 
into the jobbing business in New York City. 
1895. He started the E. B. Latham Co., which was 
later incorporated in 1902 as E. B. Latham & Co. 

Irom the beginning the business has had a constant 
They started at 136 


This was 
in 


growth. 





he was born to take a “city 
job.” His watching also ex- 
tended into the night, and he 
was profoundly impressed by 
the things that he saw. They 
were making arc light machines 
then, the largest being of 10- 
arc capacity, and when these 
were tested on a load of lamps 
the bright lights awakened the 
imagination of the boy and he 
was drawn irresistably toward 
this new electrical business. 
Presently he could stand it no 
longer and he made his way 
across the street and applied 
for a job, and was successful. 

He began winding arma- 
tures for series arc machines. 
The following year the Thom- 
son-Houston Electric Co. 
moved its factory to Lynn, 


the 


from 





One of the Deans 
R. LATHAM started in 


jobbing 
New York when the jobbers 
there could be counted on the 
fingers of one hand. 
of Latham is widely known and 
honorably esteemed by the fra- 
ternity throughout this country, 
and its export branch bears an 
international reputation. While 
he now has many outside inter- 
ests and has earned relaxation 
the strenuous 
trade, he is nevertheless a jobber 
at heart and always will be one. 


Liberty street, moving to 39 
Vesey street, then to 4 Murray 
street, and finally to the pres- 
ent quarters 550 Pearl 
street. When went into 
business originally there were 


at 
he 
business in 
only a few electrical jobbers 
in New York, among them 
Tie timee Bunnell, Stanley & Patterson, 
Manhattan, and Ostrander. 

In the early days of the E. 
B. Latham Co., in fact for the 
first three years, practically all 
their business export. 
After that time, however, they 
began to turn their attention to 
domestic business. Even now, 
still continue to ship 
goods to all parts of the world 
and maintain a regular export 
department. Two years ago 
Mr. Latham made an extended 


was 


details of they 








Mass. and Latham went with 
them, continuing his work in the factory still winding 
armatures. 
ambition, and he pressed on until he got into the testing 
work, 


But he was approaching manhood now, with 


Finally, in 1887, he was transferred to Chicago. He 
was then termed an “expert.” His first work was in 
connection with the Arc Light & Power Co. (a predeces- 
sor of the present Commonwealth Edison Co.) where he 
did general all-around work for this large customer of 
his company, in connection with the operation of arc 
light machines. After putting in considerable time with 
the lighting company he went back to the direct employ 
of the Thomson-Houston Electric Co. in Chicago and 
traveled out from that city making new installations. 

In those day the Chicago installation was the largest 
in the country. The machines were of 156-are capacity. 
The conductors of “Okonite’”’ wire were carried under- 
ground. “Shorts” were more than an every day occurrence 
In fact if they did not blow at least three manhole covers 
to a height of 15 feet in the air in one day it was thought 
that something had gone wrong. So young Latham in 
his capacity of an all-around man had his hands full. 
He remained in Chicago and in the West and South until 





a 


1892, In fact, he had charge of all the city construction 
in Chicago up until the time of the World’s Fair in 


| 
1893. After that he went.to the Milwaukee office and 


trip to South America for three 
months, acquainting himself with conditions throughout 
the South American states. 

Associated with E. B. Latham in E. B. Latham & 
Co. at the present time are a brother, C. A. Latham, 
J. L. Owen, general manager, and a son Leslie Latham 
who is secretary of the company. Mr. Owen has been 
with the company for 25 years, and has been one of the 
most important mainstays in building up the business. 
‘They also have salesmen in their employ who have been 
with the organization as long as 20 years. 

After hiring a man, Mr. Latham expects him to go 
ahead and do things. He does not boss the man around 
but continually throws responsibility in his direction. 
His son, Leslie, has had just as much thrown his way 
as any of the others and has responded by taking over 
the radio department and building it up to a point where 
E. B. Latham & Co., now rates as one of the largest if 
not the largest radio distributor in the country with 
a radio business of several millions annually. 


The result of this method of training men has been that 
he has built up an executive staff of men who not only 
stand high in the regard of the jobbing industry but 
assume responsibility of the various departments in a 
way to relieve Mr. Latham of practically all of the 
routine of the business. It is necessary for him to function 


in an executive capacity only. (Continued on page 62 
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Chance—A Small Word With a 
Big Meaning 


The Element of Chance Plays a Big Part in Sales Work— 
At Least It Did for “Ruddy” Keelan 


By THOMAS A. CORAN 


mer class of students at Columbia University 

on the ubiquitous psychology subject, said, among 
other things, that chance, more than any other agency is 
tle greatest asset in producing beneficial results from 
this mental static we like to 


call, “Psychology.” 


A WELL-KNOWN professor speaking before a sum- 


in tart terms that he was falling away off in results, and 
that he would have to brush up or step in and let some- 
one else take his territory. So, all things considered, he 
had a modicum of reason for calculating on his own hook 
that business was rotten, and staying that way. 

" So wretched was his morale 
' that he decided on resigning 





Although the erudite man’s 
talk had nothing whatever to 
do with the psychology of the 
sale, the writer was reminded 


HANCE 


by the professor’s words of 
an intensely interesting case 
in which a salesman fortu- 
nately aided by this agency, 
nominated by the professor as 
chance, put over a tremendous 
sale, and, incidentally, sold 
himself to happier and more 
remunerative em ploy ment. 
The good professor possibly 
might be interested in analyz- 


a big prospect. 


cess, 


ing the psychological ingredi- 





is said to be a 

great asset in producing 
high sales averages. 
story the salesman stumbles over 
chance and falls into the lap of 


what you will, he got the order. 

After all it is the ability to 
take advantage of the breaks 
which makes a team, an athlete 
or a salesman a recognized suc- 


if his next stop—Chicago— 
yielded nothing important. In 
other words, he put it up to 
Chi and Chi made good. 
When Ruddy dropped off 
the train at the depot big 
business was not around to 
do any greeting. In fact, smal! 
business wasn’t even discern- 
ible. Two days in the mid- 
metropolis only added to the 
melancholic fever that 
playing havoc with Ruddy’s 
spleen. The third night he 
walked to his hotel. The hotel 
clerk greeted him with a 
smile that was not returned. 


In _ this 


Call it luck, or 


was 








ents of this particular case, 
and the _ writer 
hopes the article, if printed, comes under the ken of his 
big blaek-rimmed glasses. 


earnestly 


The incident centers around a young he-man of a Yan- 
kee known to most everybody who had the good luck 
to cross his path, as Ruddy Keelan. Of course, he had 
a first name bestowed upon him at the baptismal fount, 
but no one seemed to be able to remember it. Every- 
where he went his tanned and freckled countenance not 
only identified him but nicknamed him, 

During post-bellum days when the cry was going up 
on all sides that business was rotten, Ruddy Keelan was 
road man for the great United Electric Utility Co., of 
St. Louis, selling such utensils of a household nature as 
lamps, irons, fans, and in fact any little thing that re- 
quired the juice to operate it. His territory was the 
middle west, and his prospects were any and every re- 
tailer who would give him an order. 

However, very few at that particular time were giving 
him any orders, and, for the first time in his selling 
career, Ruddy found himself gradually gravitating to- 
ward that abysmal spot called the bottom. He began 
joining the pessimistic chorus who were yelling about 
business being rotten. 

Especially did he descend into the mental dumps after 
getting his third letter from headquarters informing him 





“How’s business?” asked the 
former. “Rotten,” was the solemn echo. ‘Well, how’s 
the salesman?” added the clerk, who knew Ruddy by 
sight. “Rotten,” was the quick retort. The clerk was not 
to be outdone in his cheerio demeanor, for he came right 
back with a stinger, “ “The darkest hour comes before th: 
dawn.’ Try again tomorrow.” 

That night in his room Ruddy kept repeating the 
prophetic homily, “The darkest hour comes before th: 
dawn.” When he awoke in the morning he was deter 
mined to make one last stand. In other words, through 
out the night he had been dreaming on what the fictior 
writers love to call a coup de tat, and he didn’t car 
which way he made it. 

Chicago, with its million and one concerns, was als: 
headquarters for a gigantic “Five, Ten and Twenty Cent’ 
concern. This corporation operated a chain store systen 
running through the middle west and the Pacific coast 

“Hell!” ejaculated Ruddy quite audibly, standing i1 
front of a mammoth office building, the first floor of whic! 
was occupied by this particular concern’s offices. “Now 
there’s a concern,” he kept murmuring, “that could se! 
my stuff to their customers on time—twenty-five cents 
payment, with an extra payment for the trouble of col 
lecting.”’ 

The big chance was a-borning. 


(Continued on page 70 
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Reap RELEVANT Remarks Recarpinc RANGES 
Why More Women are Cooking Electrically 


Believing that the jump from straight gas to straight electric ranges is too great 
for the public to take under present conditions we have designed the Champion Gas 
and Electric Range which embodies the features of utility and quality that are nat- 
urally developed in 40 years of gas range building. 


That there is an established demand for the gas range cannot be questioned while 
there are still many obstacles to be overcome in the merchandising of straight electric 


ranges. 


The Champion Gas and Electric is the answer to the electrical supply job- 


bers’ range problems and a forward step toward greater electric range sales. 


SALEABILITY 


A calf can be led to water 
but not made to drink. 
Neither can the public be 
convinced of the virtues of 
electric cooking overnight. 
It must be weaned. The 
Champion Gas and Electric 
is a gas range with an elec- 
trical feature just great 
enough to demonstrate the 
cleanliness, economy and 
comfort of cooking elec- 
trically. Your problem, as we 
see it, is to get electrical 
heating devices into the home 
at popular prices and the 
user will just naturally buy 
more and more and higher 
priced appliances. It’s simple 
to sell a gas range today. 
By selling a Champion Gas 
and Electric you automati- 
cally start the public’s con- 
version to the electric idea. 








“CHAMPION” KITCHENETTE 
White Porcelain Gas and Electric 
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DO YOU WANT IT? 


CONSTRUCTION 


The Champion Gas and 
Electric is a SOCKET DE- 
VICE! Its electric heating 
elements are made by the 
well known Liberty. The 
Champion ‘Kitchenette’ on 
the left is the popular item 
of the line—for small homes 
and the modern apartment. 
It has two cooking lids for 
electricity, consuming 660 
watts each, and three for 
gas. Two Diamond H 
switches give three heats for 
electric cooking. Requires no 
special wiring. Cromel lead 
wires, No. 14 Rockbestos feed 
wires with element bases 
banded to eliminate disinte- 
gration. Electric lids can be 
used to cook a complete meal 
or for plate warmers, coffee 
percolator, tea kettle, toast- 
ing, etc. 


We recognize the importance of the electrical jobber in the distribution of electrical heating 


appliances and the good job he has already done. 


We want to distribute the Champion Gas and 


Electric Range through electrical jobber-dealer channels and protect the jobber with all known 


devices. 


place to find out whether you want it. 


We have been told that the advertising pages of THE JOBBER’S SALESMAN is the 


We have an electrical device to offer that is being successfully and profitably sold through 


hardware, furniture and house furnishing stores. 


The Champion Gas and Electric is priced 


right and a comfortable margin set aside for the jobber and dealer. The only way we can deter- 


mine whether you want it is by your telling us. 


NOW? 


Will you write us your comments today—RIGHT 


The CHAMPION STOVE COMPANY 


4001 W. 25TH ST. 


40 Years in the Range Business 


CLEVELAND, OHIO 
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Special News From New England 


Pettingell-Andrews Opens 
New Home 


With the opening of its new nine- 


story building at 372-378 Stuart 
St., the Pettingell-Andrews Co., has 
given to Boston and the rest of 


New England what is said to be the 
most modern and the best equipped 
wholesale electrical supply house in 
America. 

The street floor, which is occupied 
by the city sales division, is devoted 
almost entirely to the accommodation 
of local dealers who wish to call or 
send for electrical material for imme- 
diate delivery. Close contact has been 
provided with the stock rooms through 
electrically driven dumb waiters and 
two-way steel chutes connecting with 
every floor where merchandise is 
stored, facilitating the transmission of 
merchandise from the upper part of 
the building to the waiting customer 
on the street floor. In the rear are 
the receiving and shipping depart- 





Pettingell-Andrews. New Home 


ments, each being operated indepen- 
dently of the other with ample room 
provided for both in order to avoid 
the possibility of traffic congestion. 
Trucks and teams can be driven right 





Hot Springs 
Once More 


‘l’ HAS been decided 

that in view of the un- 
certainty of business con- 
ditions in 1926, it would 
be wise not to accept the 
kind invitation to go to 
the Pacific Coast for the 
Spring meeting but to 
hold it as usual at Hot 
Springs, Va., the week of 
May 31. 











up to the large loading platform with- 


out interference from sidewalk 


trafic, guarded by an overhead pro- 
tection against all kinds of weather. 


any 


The spacious concrete basement will 
have a capacity approximately three 
times that of the old location, carrying 
3,200 square feet of iron conduit of 
all kinds, including also all heavy ma- 
terial. 

The second floor will be of par- 
ticular interest to the general public 
and of special service to the electrical 
As one steps 
off of either of the electric elevators 
into the reception room, there is an 
immediate impression of beauty and 
grandeur that would hardly be looked 
for in a building given over to busi- 
ness uses. The walls of English oak, 
the panelled ceiling, treated in Eliza- 
bethan style, the luxurious draperies 
and the heavy floor covering are of the 


dealer and contractor. 


richest and most artistic description. 
The feature of this room is 
the open fireplace with its handsome 
Caen stone mantel. Placed about the 
room in a manner that suggests the 
appointment of a beautifully furnished 


central 


home are choice pieces of furniture, on 
which are placed attractive portable 
lamps that form only a small part of 
the many beautiful designs on exhibi- 
in the of the 
studios. Men in the electrical indus- 
try who are familiar with conditions 
throughout the country state there is 
nothing to compare with this room 
and, in fact, the entire floor, from the 
double standpoint of beauty and util- 
itv. ‘Surrounding the reception room 
are the fixture studios, each one con- 
centrating on a different type of light- 
ing fixtures. There is a colonial room, 
a crystal room, a silver room, an 


tion various sections 


English room, an antique room among 
several others, each one devoted spe- 
cifically to the type of fixtures sug- 
gested by the name of the room. 
The other floors are devoted to 
offices, stock rooms, recreation rooms 


fixture assembly departments and 

packing sections. 

Pettingell-Andrews naturally — re- 
Ss . 


gards its new building as an epoch 
in its history and there is no doubt 
but that it has done much to increase 
the development of the electrical in- 
dustry in the New England section. 






Interior View of Pettingell-Andrews 
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SEE THIS FULL LINE OF WAGNER FANS 


before you make contracts for 1926 


HE dealer who handles WAGNER 
FANS can satisfy every class of 
buyer. If the customer wants a fan that 
will give the most breeze for the least 
money, there’s the 9-inch $10 fan — 
sturdily built, quiet running, and guar- 
anteed free from electrical or mechani- 
cal defects. 
If he wants “the finest fan on the 
market” there are good sound reasons 
why the larger WAGNER fans will 







interest him. When Wagner started to 
build fans last year there were no 
old-fashioned dies and fixtures that 
had to be used because of the money 
invested. The Wagner fan embodies 
up-to-the-minute scientific knowl- 
edge of fan and motor building. 

The breeze from a Wagner fan is 
projected in a long, strong, cool beam 
that forces air circulation. This breeze 
reaches at least 12 per cent fartherthan 





9-inch non-oscillating, for A. C. E. 16-inch oscillating, 3 speeds 
. 10-inch oscillating, for A.C. for A.C. or D.C. 
. 12-inch non-oscillating, 3 speeds F. 56-inch ceiling fans for A. C. 
for A. C. or D.C. or D.C, 
. 12-inch oscillating, 3 speeds G. 
for A. C. or D.C. for A. C. or D.C. 


12 and 16-inch ventilating fans 


competitive fans—it stirs up the air over 
a larger area, and creates an atmosphere 
that makes people comfortable because 
moving air is always more stimulating 
than still air. The Wagner fan runs 
with amazing quietness at every speed 
— very little humming, buzzing or 
vibrating. Every Wagner fan is fully 
guaranteed — and there are Wagner 
service stations all over the country 
standing back of that guarantee. 





w 


WAGNER ELECTRIC CORPORATION, 6400 Plymouth Avenue, St. Louis, Mo. 







































In a comparative test with 
leading makes of fans a 
Wagner fan projected its 
breeze 12 per cent further 
than any other. A com- 
parison of the four leaders 
is shown herewith. 









“= . The breeze 
Fan 3 From.a Wagner Fan 

_’ RRaches 12% 
ai Further 
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Special News From New 
England 


Dear Phil:— 
Once upon a time you could tell a 


go bareheaded. ) 


college man by his funny hat, but to- 
day you recognize him because he 
don’t wear no hat at all. I found this 
out in New Haven, Conn., the home 
of Yale U. and Yale locks (most of 


eh, Phil? 


: i 


Group 1—Tidewater Electric Co., New York, Inc. Left to 
right: G. D. Quinn; President C. Bohling; President La Mar 
and J. T. Martin of the Great Western Fuse Co.; W. T. Rock- 
ford, sales manager; R. W. Coleman, and “Judge” Bill Vogt, 
salesmen, 

Group 2—Noyes Electrical Supply Corp.. New York: Jno. R. 
Edds, sales manger; E. J. Connelley; H. Veltung; J. Matthews; 
J. F. Haggerty; John Bullwinkel; S. D. Hausler, and J. Roth. 

Group 8—Beller Electric Supply Co., Newark, N. J. Rear 
row: J. Mulhall; R. H. Clement; W. J. Mulhall; R. Beller; G. J. 
Block; A. F. Gruninger; D. N. McCaffrey; G. W. Finger; D. W. 
Miller, and F. B. Levy. Front row: A. Cohen; H. F. Corson; 
R. G. Ross; J, H. Cohen; L. C. Rothseid; R. C. Pirrung, and 
H. Levy. 

Group 4—Newark Electrical Supply Co.. Newark, N. J.: 
R. Riselay; I. J. Salmon; L. Parachini; W. S. Kirkpatrick; M. 
Krause; E. E. Post; J. R. Robertson, and H. P, Coleman. Post 
made a wise crack that is too good to keep. He said: “What’s 
this picture for—to prove the theory of evolution?” 


‘em are curly—I guess that’s why they 


I wanted to get the dope on the 
Yale-Princeton game, so I dropped in 
at Western Electric and asked H. L. 
Hanover who would win. 
“The hotels, you sap!” 
Boss Mason hadn’t made 
no hole in one or shot any deer, but 


Western has a new salesman. He is 
E. M. SHUTTS, and was with the 
Connecticut Lt. & Pr. Co. for 14 
years. Many of the boys will be in- 
terested to know that B. L. How who 
used to be at Waterbury for Western 
has formed a Kelometer Co. for the 
state of Connecticut. 

I missed Ernie 


He says: 
Not so bad, 


Hulbert at the 


eres é 
Sot 
« 


he 
a  : 
vy we et 
: ee 


“ 
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¢ 
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Group 5—Turtle & Hughes, Inc., New York: M. B. Turtle, 
president; Chas. Neudoerfer, Okonite Co.; E. C. Heidt; Miss 
Lillie Hughes; Henry Cook; Arthur Dufresne; A. W. Hughes, 
vice-president; Dave Mahoney; C. H. Smith, secretary; and 
George Ebert. 

Group 6—Samuel Frost, New York. Rear row: S. Wald- 
man; M. Ravner; M. Shakin; Sam Brenstein; Edw. J. Renshaw, 
sales manager; Leon Shields, and Philip Susskind. Front row: 
Sam Citron; I. Sobel; Harry Barnett, pur. agt.; Philip Meyer- 
son; Jack Twersky; Edw. Falkoff, and Chas. Schreiber. 

Group 7—Garfield Electrical Supply Co., Inc., New York: 
L. S. Samel, secretary and sales manager; A. G. Lichtenstein, 
president; R. A. Browne; Etta Nash; Claire Greenbaum; Dick 
Rosen; Rose Sevall; Blanche Levy; Irving Grossman; Maurice 
Feinman; Max Fried, and Jack Kablu. 

Group 8—Lehigh Electric Co., New York: J. M. Lyon; H. N. 
Croop, president; F. S. (Shep) Cornell; R. H. Ellis; W. Gardner; 
H. T. Geiger; A. G. Krampert; Miss E. M. Spencer; S. J, Wilde; 
A. Koglin, and W. Walters. 
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This Jobber Was 
Aégreeably Surprised 


He has been handling DURABILT products for some 
time—been selling a lot of DURAFLEX. He came in to 
see us last month and we showed him through the factory. 


He must have been surprised at the care we use in 
making DURABILT products, because after he had fol- 
lowed the making of DURAFLEX from the bare copper 
right through to the finished product, he said, “J?’s no won- 
der we never get a complaint about DURAFLEX. No flaw 
could ever get by those tests of yours.” The expression of 
this man showed clearly how surprised he was at the rigid 
inspections. 


We'd like to have every man who sells or uses 
DURAFLEX come in and see how carefully it is made and 
how thoroughly it is tested. Then you will know why that 
Jobber expressed his opinion so emphatically. 


Make it a point to se DURAFLEX made when you 
are next in the East. 


TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 
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Néw He 
must of been after a big order because 
Hine 


didn’t know where he 


Southern England office. 


when C. F, called the house 
Ernie’s wife 
was, and there was a swell lunch wait- 
ing for him. 

Manager Albee of C. D. Mersich 
looks just about the same, but nothing 
was happening around there except 

One of the trucks 
and four summonses 


lots of business. 
had a hot box 
pasted on the windshield. 

President F. L. Ferguson of Hesse! 
& Hoppen and his sales manager, H. 
E. Mitchell were away together and 
the boys were all out on the job. I 
hope they all got tickets to the game, 
they sure deserved them. 

Hartford next. It 
nice to live there, they don’t need no 


came must be 
Fire Dept. or ambulances, as all the 
insurance companies in the world is 
right there on the job. 

T. W. Brazel is now sales manager 
of the Hartford Electric Supply Co. 
He has been with the 
vears. He promised to take a picture 


company six 
of the boys later on and send it in. 
This company is sole Connecticut dis- 
tributor on Bristol speakers. 

A. J. Rogers, president of ‘the 
Rogers Electrical Supply Co., sure 
likes to see his boys enjoy themselves. 
Wait till you see the picture of Fred 
Shirley standing on Walter Johnson's 
head and scratching Siewert’s ear with 
his toe. The outside men are: J. 
E. Eldridge and R. W. MacDonald. 
Irving Siewert is some photographer 
Walter Johnson may be able 
to shine with the 


himself. 
girls, but his brother 
had to pull him and his Stearns out 
of the mud at 2 A. M. (and he could 
have gone to church with Hardluck 
Sam.) 

Over at the Southern New England 
I found President Spurr had already 
sent in the news, and oh, how blue 
our sky would be if every body would 
do the same. Oh, ves, Dave Brigham, 
treasurer saved my life by cashing a 
check. Now I to wait till he 
dies before I go back. Ernie Dakin. 
service department, is a card 


have 


in the 
sure enough. I wanted him to guess 
how many corks in a washing machine 
the 
contest) and he adds up his age, his 
and the of the 

New store. I 
suppose that’s as good a way as any. 


down street (it was a guessing 


weight number 
Southern England 

I missed Sales Manager Southey at 
the Boss Electrical Supply Co., but 
F. A. Boss himself happened to be in. 





He is very much interested in dealer 
The Providence jobbers will 
stick together on anything good and 


credit. 


soon as they get this Red Seal plan 
going good they will put on a real 
the 
system that has done the dealers so 


campaign installing accounting 
much good. 

The Union Electric Supply Co., G. 
E. distributor now has a branch at 
New Bedford. 
of the company is manager and has 
with him Merton Jeffts and Paul Van 
Den Burgh. 


S. A. Jenks, secretary 


New lines taken on are 


Riddle and American Blower. The 
company is one of the three RCA 
distributors in New England. The 


others are Wetmore-Savage and Pet- 
Here’s the big news 
Union has bought a site at 
Dorrance, Frontier and Orange streets 
and will build a three or four story 


tingell-Andrews. 
though. 


warehouse in the spring. 

You'd 
of give your right to be here when | 
hit Boston. I find Harvard all dug in 
to beat off Yale’s air raid, and there 
were so many people in town you 


Now comes the fun, Phil. 


couldn't coax a cockroach up the street 
And 


if you would even ask for a room at a 


with a bowl of Chile con carne. 


hotel they would have you examined. 


On top of that I would walk up to a 
jobber and ask him what he thought 
of electricity’s future and he would 
sigh and say:—‘‘Harvard 7—Yale 
nothing—BLOCK THAT KICK!” So 
I just give up and bought me a red 
necktie and a Harvard pennant and 
wandered around with the rest yelling! 
“Yea, team!” 

After they hung the jury with the 
tie game I was able to find out some- 


thing. Sager Electric now has Jack 


Wells, formerly with Union Electrical 


Supply Co., also Oscar A Sager has 
been promoted—he has a brief case 
and a “swindle-sheet’” now. 

Joe Milhender’s place, the Mil- 
hender Electric Supply Co. is growing 
like a weed. Not so darn many moons 
ago he had three salesmen. Now he 
has the three men outside on radio 
They are J. S. Taylor, West 
Mass., E. Ammeman, North Shore and 
W. L. Millett, Lawrence, Lowell and 
Southern New Hampshire. I met 
Mark Levine, Charlie Silver, Ed. 
Weinstein, Henry Wolfers and J. J. 
McHugh. Mac is a new man on sup- 
plies traveling West Massachusetts. 
Oh, ves, Milhender has Maurice I. 
Stepner,, who used to be with 
“Frankelite” in Cleveland. 


alone. 








Here is a manager who doesn’t want to be featured, but gets in with a group of his 


people. 


Albany, N. Y., on the left of the group. 


He is Earl E. Keefe, manager of the H. C. Roberts Electrical Supply Co., 


After him come Fred Stewart, Julia E. 


Kampfer, Dorothy M. Hofelich, Edward M. Cook, city salesman, Ellsworth Allen, and 


Jack Crossin. 


Ed Cook deserves special mention, as he came to the Albany branch 


without any electrical experience when it was opened just a year ago the day this 


picture was taken. 
P. Tusang, all road men. 


Below, left to right, are John D. Baker, G. P. Schrom and George 
We just had to get those cats in; they were raised by Mr. 
Keefe’s children, are named Jack and Julia, and can lick-any dog in the bleck. 
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New and Improved A, 


RENEWABLE FUSES 





Protection against damage to electrical 
circuits and equipment is provided depend- 


ably and at low cost by UNION Fuses. 


Long life is insured because the entire de- 
sign and construction of these fuses is so 
substantial that their performance is con- 
sistently dependable. 


Venting, an important consideration in 
fuse operation, is obtained and maintained 
by means of carefully proportioned longi- 
tudinal passages in the casing. This method 
positively prevents molten metal from get- 
ting into the threads of the caps, which 
might cause them to “freeze”. 


The fusible link is notched at both ends 
and held down by studs and washers. The 
studs thread directly into the knife-niade 
member and as threads are not exposed, 


Simplified Design and Rugged Construction Keep Them 
Usable Regardless of the Number of Blowouts 






















clogging by molten fuse metal is prevented. 
This construction also prevents loss or 
misplacement of nuts and bolts. 


The casing is made of extra heavy grey 
horn fibre to withstand the pressure de- 
veloped when the fuse is blown. The brass 
ends are permanently secured to the casing, 
and have full-sized openings that facilitate 
cleaning and inspection. 


Pamphlet 101 describes these and other 
advantageous features that will appeal to 
every user of fuses. 


CHICAGO FUSE MFG. Co. 


<> MANUFACTURERS N 
OF AY 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 
1519 West 15th Street 
CHICAGO, ILL. 
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Note the straight-line construction 
of the knife-blade assembly and 
the heavy fiore bar that rigidly 
holds the knife blades in perma- 
nent alignment. Take one of the 
new fuses and pull this assembly 
out— you'll appreciate at once the 4 
reason for the universal approval v4 


of UNION Renewable Fuses. 
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“Ross D’”’ Reports on 
Convention 
Dear Ed: 

Well, Ed you asked me to give 
my impressions of this convention or 
whateverinel they call it at Buffalo 
and while I ain’t in no Duke Smith’s 
class and am just a young fellow 
struggling to get along selling ad- 
vertising, will try and tell you what I 
saw and whom. 

In the tirst place I ain’t no terrible 
magazine writer like Fred Fullerton 
of New York called me, neither am I 
an asparagus nor any of the other 
names him and this Fred Chambers 
who sells glass called me either. I 
want to use this here more or less val- 
uable space denying them things Ed. 

Well as I was telling you, there 
was quite a crowd there all milling 
and around Mr. Statler’s 
hotel, meeting old friends and making 


around 
new ones, etc, There were very few 
manufacturers there almost one-half 
the crowd being jobbers. 

Met Mr. Brastow of Trumbull and 
Mr. Grier of Hubbell both of whom 
told me what a fine paper I was on 
the payroll of which of course I ad- 
mitted. Ike Elpas and his boss Mr. 
Gading who make these here Wagner 
quality fans milled around and around. 
Ike says he is going down to Texas 
right soon and if it keeps on getting 
as cold around Chicago as it is right 
now I think I will have to run down 
there and see the gang too. There 
were lots of ex-Texans at Buffalo, but 


Lou Philo of Houston was the only 
one I saw representing grandoldtexas. 
Quite a few of the Western Electric 
boys were there. All seemed to be 
having a good time. Perry Boole of 
G. G. Milwaukee, Jim Bateman of 
Ernes Cleveland and Art Collins of 
F'arnley, Indianapolis were right on 
the job as usual. Arnold Friend and 
Tom Bibber roamed up and down the 
lobby passing out cigars and hand- 
shakes (all I got from either of them 
was the latter, Ed.) 

Commercial, 


Fred Wollrich of ; 
Detroit was on the job every minute. 
He was the nicest Fred I met there. 
I wont say no more about two other 
Freds, Ed! 

Geo, Richards of Chicago was on 
the job as usual. I guess Geo. has at- 
tended conventions all over the 
country for years, Ed. and it doesn’t 
seem to wear on him one bit. Jim 
Kearney had his boss, Ex-Jupiter 
Matthews with him and both seemed 
to be having a good time, ete. Frank 
Rae who writes advertising or some- 
thing in Cleveland was on the job tell- 
ing stories as per usual. 

There was sure all kinds of jobbers 
there, Ed. all fine looking fellows, 
really Ed. they were the handsomest 
crowd of jobbers I ever saw gathered 
together in one place before. There 
was some some pretty homely manu- 
facturers representatives there like 
Wear of Wear-Smith, New York who 
bawled me out for not getting his 
name listed in the “Who’s Who” of 


the Daily, but that wasn’t my, fault 
Ed. as you know all the jobbers were 
goodlooking, tho’, Ed.! Well, Ed. I 
guess I have used up so much space 
now that I had better quit but I sure 
had a good time and so did everybody 
else and they ought to hold these 
meetings more often so we could see 
all our old friends once in a while. 
They sure do pick a mighty old place 
to hold these fall meetings, Ed. I 
understand a suggestion was made to 
hold one of ’em out on the Pacific 
Coast which was turned down on 
“account of the uncertain business con- 
ditions likely to occur in 1925, etc., 
but why not hold it in Atlanta, Dallas 
or Houston next year where at least. 


it is warmer, hey, Ed. 
* * * 


Carolina States Buys Southern 
Radio 

The Carolina States Electric Co., 
Charlotte, N. C., has purchased the 
stock and equipment of the Southern 
Radio Corporation of Charlotte, the 
price paid being approximately $50,- 
000, it is said. 

The radio broadcasting station 
WBT, on top of the Realty building, 
owned and operated by the Southern 
Radio Corporation was retained by 
F. M. Laxton, the president of the 
corporation. 

The Carolina State Electric Co. has 
also opened a branch warehouse in 
Spartanburg, S. C., to handle the 
business of South Carolina and west- - 
ern North Carolina. 




















Here is the happy and efficient group that is doing such a 
good job for the Fobes Supply Co., San Francisco, Calif. 
Mr. George Martin; Frank Morton; 
L. O’Leary; R. Me- 


left to right, back row: 
J. McCarty; W. Shafer; Walter Howell; 
Donald, assistant sales manager. 


Front row: 
Ed. Duggan; L. Saunders; Clyde Williams; R. Soulages; Milton 


Men, 


D. Driscoll; 





Gilbert, and Harold Hubbard. 
Margaret Plummer; Mrs. G. Gilmore; Mrs. Davies; Miss Bessie 
Kivett; Mrs. E. Helgeson; Miss Phyllis Maguire; Miss Belle 
Hurley; Miss Lavelle Farrington; Miss Ruth Clarkin; Miss Mary 
Mullin, and Miss Mabel Edmonds. 


Girls, left to right: Miss 


















December, 1925 THE JOBBER’SfAJSALESMAN 31 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Keefe Takes a Brodie 


"I'was a balmy summer's eve- 
ning” or it may have been a snappy 
fall morning for all the world knows, 
when Earl F, Keefe of the Roberts 
Electric Supply Co., Albany, N. Y., 
and his wife were returning to Al- 
bany from Syracuse. Earl was en- 
joying the ride hugely, if hugely is 
the proper term, for he was at peace 
with humanity. For years he had 
been able to hold his own against his 
hated rival, the Robertson-Cataract 
Electric Co., of Utica. And here, 
with Mrs. Keefe helplessly pinned 
to his side for the long ride, he could 
talk on and on of what he would do 
to them now and in the future. Bah! 
Bah! and hissing noises! Maybe 
Mrs. Keefe tried to change the sub- 
ject, maybe she prayed for relief. In 
any event it came—and boy, it came 
fast. 

The first signs of distress from 
Earl’s trusty iron steed was a slight 
shaking of the front wheels. In less 
delicate company we might liken the 
movement of shimmying. “Tut, tut,” 
said Earl ‘“‘and a couple of more tut, 
tuts.” But alas, his tuts came too 
late, for with one final wrench, the 
car took the bit in its mouth (to mix 
the metaphor beautifully) and pro- 
ceeded to chase an alluring butterfly 
over the hillside. Of course, Earl 
was “only going 30.” No one ever 
goes more than “30” on a broad high- 
way of white ribbon _ stretched 
straight ahead to home. Well, any- 
way, it wasn't long before the car, 
gasping for breath, very comfortably 
rolled over on its back called 
first resuscitation. It 
seems, however, that Earl was other- 
Mrs. Keefe, we are 
glad to report, escaped with only 


and 
for aid in 
wise occupied. 


minor bruises, but as for her better 
half- 
reel reveals. 
Waterville, N. Y., 
a town which George Bissell of the 
Electric 
pany, Utica, and his wife always pass 


well, let’s see what the next 


is the name of 


Robertson-Cataract Com 
through when going anywhere. How- 
ever, on this same balmy summer's 
evening or fall morning, which ever 
it was. George started to apply the 
brakes a half mile from town—as he 
was also going “30’’—and Mrs. Bis- 
sell ventured to ask “Why the break- 
ing of 


a life long rule?” George 


merely pointed to the approaching 


hill on the left on which Earl's auto 


was taking a sun bath. 





With his mind filled with thoughts 
of Carnegie medals making him 
round-shouldered long before 
time, George leaped from the car 
and rushed to the spinning wheels, 
amid the customary screams of the 
ladies present. He stopped for the 
moment to gaze at the wheels with 
some idea of playing a few dimes on 
number seven, but as they apparently 
had all the intention of following 
the theme of Tennyson’s little brook, 


his 


and going on forever, he abandoned 
the idea. 

Of course, at a time like this, the 
moving ad, while effective, could 
not possibly hold George’s attention 
forever, so letting his eyes roam 
around the scene of the wreck for 
further minor details he caught a 
glimpse of a man flat on his face on 
the other side of the car. 

“What are you looking at?” asked 
George with a natural curiosity as the 
man continued to stare at the earth 
beneath him, “What on earth, (by 
way of a pun) do you see?” 

Earl looked up, George fell back, 
Earl again sought the solace of the 
ground. “I don’t mind wrecking the 
car, or being late for the pay en- 


velope, but just to think,” writes, 


signs of 
“Just to 


Earl, with unmistakable 
tears on the letter head, 


think, I fell into the hands of my 
competitor at a time like that.” 

On the other hand, Earl wants the 
world to know that George did a 
mighty find job of rescuing him that 
morning for which he is sincerely 
grateful. 

* * * 
Josbers Prominent in Associ- 
ations 

H. T. Long, vice-president of the 
Carolina States Electric Co., Char- 
lotte, N. C., has been made treasurer 
of the Charlotte Traffic Association. 

M. S. Elgutter, sales manager of 
the Rex Electric, Inc., New Orleans, 
La., is on the Industrial Lighting 
Campaign committee of the New Or- 
leans Electric League. 

W. J. Rider, manager of the pow- 
er apparatus department of the South- 
ern New York Electrical Supply 
Corp., Binghamton, N. Y., has been 
elected to membership in the Exchange 
Club, Binghamton, N. Y. 


* * * 


Changes in Personnel 


L. G. Moore, Jr., of the Florida 


Electric Supply Co., Miami, Fla., has 
been transferred from the Tampa of- 
fice to manager of the Miami office. 
Mr. Moore is a Georgia Tech man 
and was formerly with the G. E. Co. 














Here is one of those different sales meetings held by Elliott-Lewis Electric Co., 
Philadelphia, Pa., where the boys get everything off their chests and help each other 
by comparing notes. Also the heads of the house learn from the men the whys and 
wherefores of conditions in the various territories. Front row, left to right: H. P. 
Laessle; C. H. Kimes; T. H. Lewis, vice-president; J. P. McIlhenny; K. A. Sand- 


man, and L. W. Workinger. 


Second row: G. C. Gramley; J, R. Canning; J. J. 


Valentine; E. R. Grant; H. M. Crozer; H. D. Stanton; J. A. Groetsch; A. F. Lip- 


pincott; W. H. Behrens, and W. H. Brown, 


Magee; H. G. Wilds, and Wm. Vogdes. 


Rear row: J. A. Weinberg, E. G. 
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Hints on Selling 





We believe that by mentioning here outstanding 
features of Matthews Products, it will help you to 
increase your sales. For instance, if one of your 
customers is in the market for Fuswitches you can 
sell him a larger order if you can tell him the supe- 
riority of Matthews Fuswitches. Remember, we 
are making it easy for you to sell Matthews Prod- 
ucts by full page advertisements in each issue of 
the following publications: Electrical World, 
Journal of A. I. E. E., Electric Light and Power, 
Journal of Electricity, Telephone Engineer, and 
Railway Signalling. 


MATTHEWS FUSWITCHES and 
DISCONNECTING SWITCHES 


The high rupturing capacity of Matthews Fuswitches has earned 
for them an enviable reputation with power companies everywhere. 
They permit rapid and safe inspection without service interruption. 
The boxes on the closed types are made of genuine Tidewater 
Cypress, “‘the Wood Eternal.’’ All mountings and bushings are 
wet process porcelain. Closed types Matthews Fuswitches are 
made in the following ratings: Type O. K., 7500 Volts, 100 Am- 
peres; Type H. Q., 7500 Volts, 200 Amperes; Open type, 15,000 
Volts, 100 Amperes. 


Matthews Fuswitches are easily converted into Disconnecting 
Switches by inserting a disconnect blade in place of the fuse cart- 
ridge. 


MATTHEWS SCRULIX ANCHORS 


They come assembled, in one piece, ready to install. Are equally 
efficient in the hardest kind of baked clay, sandy loam or swamp. 
They are easy to install; simply screw them down. And after they 
are installed they will hold tremendous strains without creeping 
or crawling. There is a size of Matthews Scrulix Anchor for every 
anchoring need. 


Other Matthews Products 


Matthews Slack Puller Matthews Guy Clamps 
Matthews Adjustable Reel Matthews Teleheight 


Matthews Telefault 
Matthews Lamp Guards as sii ee Portable 


Matthews Cable Clamps 


W.N. MATTHEWS CORPORATION 
3712 Forest Park Blvd., St. Louis, U. S. A. 
Better Design — Better Service — Better Results 


Since 1899 














Type H Q Matthews 
Fuswitch 
200 volts 7500 amperes 





Matthews Holdfast Lamp 
Guard 





Matthews Handy 
Holdfast Portable 
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MATTHEWS PRODUCTS 




















Matthews 
Scrulix 
Anchor 
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ROMEX 


Complies with Underwriters 
Laboratories Requirements 


NDER date of November 4th, 1925, 

The Electrical Council of Underwrit- 
ers’ Laboratories accepted the recommen- 
dation of the Laboratories engineering staff 
that a notice be issued to the industry ad- 
vising that ROMEX Cable had been exam- 
ined and tested and found to comply with 
Underwriters’ Laboratories’ tentative speci- 
fications for Non-metallic Sheathed Cables. 


Such notice, in the usual card form, was 
accordingly published on November 11th. 


ROME WIRE COMPANY 
ROME, N.Y. 








On the opposite page is a tabulation of Underwriters’ Laboratories test require- 
ments for loom and armored cable, together with a tabulation of their very exact- 
ing requirements for Non-metallic Sheathed Cables. 
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Insulation Test A 


A Comparison of 
Underwriters’ Laboratories Requirements 
for Loom, Armored Cable and ROMEX 


















































Moisture Test 














































































































A Voltage Condition Loom | Be ag | ROMEX 
Test for oan | | 
Insulation | When Dry ||\° fae" | 1,000 V. | 10,000 V. 
Between 
Conductors | After 24 Hrs. NoRequire- No Require- | 
in Water ments ments | 10,000 Vv. 
Insulation Test B 
Voltage Test | Condition Loom —— | ROMEX 
for Insulation 
Between Con- No Require- 
hen D 00 V. 
ductors and a arvanter ments | — 10,000 V. 
Grounded % 
° After 2 Hrs. |} NoRequire- | No Require- 
Object in Water ments ments 10,000 V. 
Tension Test 
Armored ROMEX 
A Test of a 3 ft. Length Loom Cable 
to Determine Ability to 
Withstand Strains Pounds Pull | Pounds Pull | Pounds Pull 
200 300* | 300 
Elongation Test 
A Test of a 3 ft. Length rae — ‘-ROMEX 
to be Certain Material ne 
will not Stretch Max. Stretch | Max. Stretch | Max. Stretch 
Too Much 3.3 Inches| 3 Inches | 3 Inches 
Crushing Test 
ae Armored 
A Test to Learn Ability Loom Cable | ROMEX 
of Material to Withstand sn | es 
Heavy Crushing Loads ? Se ae | 
idl . 5 300 Lbs. | 300 Lbs. 
Flame Test 
A Test to Learn if —_— —— | ROMEX 
Material Will Withstand | — | 
Flame and Will Not No. Expos'rs | No Require- | No. Expos’rs 
Carry Fire 5-15 Secs.| ments 5-15 Secs. 





























Armored | 
Conditi L ROMEX 
Test to Learn wear 6 “ee Cable 
the Ability of At Norma! || Max. Absorp. | NoRequire- | Max. Absorp. 
Protective | Temperature 10% ments 10% 
Coverings : 
After Heating vt : 
to Resist to 160° F. for|| No Reauire- | No manna 10% 
Moisture One hour —- = 
UnderVarious [4 fer Freez'g oe rg 
Conditions | for Period of | NoReauite- | NoRequire- 10% 
Tne: Beene ments ments 
Flexibility Test 
A Test to De-| Condition Loom — ROMEX 
termine the 
Ability of At Normal || Radius Bend Radius Bend Radius Bend 
Material tO |Temperature |} }2Inch |1'%Inches| 5 Inch* 
Stand Bending 
without Crack | After Freez’g || No Require- No Require- Sacks* 
or Break for Two Hrs. ments | ments ¥s Inc 
Heating Test 
A Test to Determine Loom — ROMEX 


Ability of Material to 
Withstand High Temper- 











15 Minutes at | NoRequire- | One Hour at 























ature Without Damage 160° F. | ments 160° F. 
Freezing Test 
A Test to Learn if Mate- Loom Armored ROMEX 
e Cable 
rial Cracks, Breaks or 
Opens Up when Bent on | NoRequire- | NoRequire- | Radius Bend 
Short Radii after Freezing ments ments 3 Inch* 
Overload Test 
A Test to Determine Racin —- ROMEX 





Ability of Material to 
Withstand Heavy 
Overloads 








*Flat armored cable such as ‘‘ Ovalflex’’ is required to stand only a 150 Ib. 


pull in tension test. 





NoRequire- | NoRequire- | 300% Ov'rl'd 


ments 


ments 


for 4 Hours 





*This radius for No. 14/2 RomeX— other sizes must withstand bends on 


proportionately short radii. 


Note that ROMEX Passes All Tests for Loom and Armored Cable 





as well as Many Far More Exaéting Tests 
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Duke” Discovers Philadelphia 

Well, when I got back to New York, 
some of the bills I had run was be- 
ginning to come in, so I says I’ll hop 
over to Philadelphia and find out why 
Washington crossed the Delaware. 
Here’s the truth, Phil. He made that 
cold, wet ride because even then there 
was so darned many pretty girls in 
Philly, and him being a handsome 
general they would gang around him 
and he couldn’t keep his mind on the 
war, so he left. All I’ve got to say is 
if he was here today and walked up 
Market street, he would be A. W. O. 
L.. for a month. And the funny part 
of it is there’s 807 beauty parlors 
and hairdressers in the classified tele- 
phone directory—if you don’t believe 
it, count ’em. 

The first Philadelphia jobber I 
caught in was G. H. Miller, general 
manager at H. C. Roberts. You re- 
member he used to run Tel-Electric 
He said the 
game is too far away here for him to 


down at Houston, Tex. 


get away from business for a real 
hunting trip and they won't let him 
kill policemen in Philly, consequently 
he hasn’t fired his gun since he left 
the south. 

This company has a house organ 
called “Roberts News.” It’s so clever 
I feel like tearing up all back num- 
bers of ““Duke’s Mixture.” H. I. Me- 
Connell and J. E. Curtis are the edi- 
tors and their motto is: “Let no guilty 


joke escape.” 





SALESMAN OF THE 


The new Roberts branch at Reading 
is being managed by the popular Sam 
Goforth, a Roberts man for many long 
years. Another promotion is that of 
“Doc” Conley from the store to the 
territory of V. H. Floyd, who has gone 
to the Reading house. Ed. Muldowney 
succeeds Doc in the store. Ed is the 
fellow who showed up at the Roberts 
Halloween Masquerade disguised as 
an order. He was nearly killed in the 
rush. 


Sales manager Propert at Frank H. 
Stewart’s place announces the promo- 
tion of Russell Conrad from city sales- 
man to the eastern shore (Maryland) 
territory. Marion L. Arnold 
George (Hop) Spangler recently 
joined the married army. W. C. Rodg- 


and 


ers is now a captain of infantry by 
virtue of a fine baby girl. They say 
he is selling stuff like mad since she 
came. Both Arnold and Spangler are 
radio specialists recently acquired by 
the company. Fred Wielisner toured 








JOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUSTRY.” 


around Canada in September and ts 
still talking about the charming 
French girls up there. Lester Schlegel 
lias made himself solid with his Penn- 
sylvania Dutch through 
personality and the fact that he does 
part of his selling in their language. 
Over at the John Y. Parke Co. Fred 
Kiefer, sales manager, has a new man 
in the city. He is H. Allen, covering 
the south and west, also Chester and 
Bloomington. Also there is A, Dal- 
rymple, who came to Parke only a 


customers 


few weeks ago without any selling ex- 
perience. He knew appliances, how- 
ever, and just plunged in, doing a 
good job and qualifying as a specialty 
man. Here’s a good one. I’ve heard of 
lots of electrical men going to banks 
(for capital, etc.) but Fred Kiefer is 
the only one I remember who left a 
bank job for the electrical business. 
Not so terribly long ago, either. 
Everybody happy at the Elliott- 
Lewis Electrical Co. The first day 
I called the board of directors had 
just made C. A. Dougherty a mem- 
ber of the firm by electing him secre- 
tary. C. A. is a graduate of the Uni 
versity of Pennsylvania and has been 
with the company 10 years. He came 
there in charge of the accounting de- 
partment and was made general man- 
ager in 1918. J. P. McIlhenny, sales 
manager, believes in sales meetings 
where the men present their problems 
and opinions instead of just listening. 
They held one of these on October 24. 











The small picture at the top shows R. F. Power, manager 
Philadelphia Electric Co. (Supply Dept.), taken at the side 
of the automobile of the treasurer H. C. Lucas, during the 
Supply Department’s outing on September 15. 
department of approximately 90 employees was at this affair 
and each one was personally interested in the activities of the 
The opening attraction was the annual baseball game be- 
tween the office and the warehouse, which was won by the former, 
giving them possession of the silver cup fur the coming year. 


day. 





The entire 


address. 


lowed. 











During the balance of the afternoon many unique sports were 
held which were of such a nature that each one present par- 
ticipated in them with enthusiasm. 
Club House at 7:00 P. M. and Manager Power made a short 
After dinner prizes were presented to the winners 
of the various events and as a finish to the day a dance fol- 
This dinner was held at the club grounds of the Phila- 
delphia Electric Co., Lynn Boulevard, Upper Darby, Pa. 


Dinner was served in the 
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HOW GOES THE NATIONAL INDUSTRIAL 
LIGHTING ACTIVITY? 


MANY REQUESTS FOR HELP AND WIDE USE OF BENJAMIN 
TIE-IN CAMPAIGN INDICATES THAT IT IS GOING GOOD 


At the half-way the National Indus- 
trial Lighting activity of the National 
Electric Light Association is gathering 
speed and running strong. 

More local activities are under way 
and already the actual new business 
closed has reached substantial propor- 
tions. Under the impetus developed 
by the widespread publicity of the na- 
tional campaign, backed up by the ac- 
tivities in local communities, electric 
light and power companies, jobbers 
and contractors have been making 
many favorable contacts. 

For our own part, we have been 
gratified at receiving many opportuni- 
ties to be of help to the electric light- 
ing companies, to jobbers and contrac- 
tors. A good many lhghting companies 
have secured the Benjamin Indus- 
trial Lighting Campaign Plan Book. 
Some have used our direct selling ma- 
terial to supplement the work of the 
Industrial Lighting Committee. Some 
have made up their own material, 
based upon the suggestions made in 
our plan book. Some are actually rec- 
ommending Benjamin material. Oth- 
ers are recommending something else. 
The main thing is that we are actually 
helping to sell the big idea of better 
industrial lighting. 

It may be interesting in this con- 
nection to give a few illustrations of 
the way it has worked out in some 
places. Our idea in doing this is to 
make it clear that we will be glad to 
do the same for anyone similarly 
situated. 

We received a list of approximately 
3,500 names of industrial plants in 
New Jersey. To this list we sent a 
letter explaining the need for better 
lighting, the Industrial Lighting activ- 
ity and the desirability of receiving 
the representatives of the lighting 
company and giving them an oppor- 
tunity to cooperate in securing this 
better lighting. 


We did the same thing with the 
laundries in the eight principal cities 
in New Jersey. Our own salesmen 
have sent us the names of a number 
of industrial plants, to which letters 
and other literature has been sent, all 
urging cooperation with the local 
electrical interests. Whenever lists of 
industrials have come from lighting 
companies, jobbers or contractors we 
have put on the same intensive follow- 
up, all with the end of bringing the 
local electrical interests into the pic- 
ture, however. 

We have reprinted the Massachu- 
setts Lighting Code and are making 
a distribution of this wherever it can 
be used effectively. 

The Canfield Electric Company, of 
Kingston, N. Y., have assigned one 
week to be a special “Benjamin Re- 
flector Week.” We are actively co- 
operating with them, taking care of 
stationery, printing, mailing, etc. 

But, be that as it may, as the phil- 
osopher has said, we believe we are 
doing a good job as far as it goes. But 
the best that we can do goes not far 
enough. The lighting company, the 
jobber and the contractor, as well as 
ourselves, are spending money and 
time on literature and mailing. But 
that’s only the shadow boxing before 
the fight. It’s only warming up before 
the scrimmage. You won't have your 
little right mitt held up nor will you 
carry the ball across the line unless 
you follow up the mail with direct con- 
tacts and get the signatures on the 
dotted line. Our nice, snappy letters 
might give some executive a good 
many ideas for his own correspon 
dence, and our nice, colored folders and 
broadsides might make fine practice 
cut-outs for the kiddies, but they won’t 
result in better industrial lighting un- 


less the executive is seen and sold after 
his attention has been secured and in- 
terest aroused. 








The moral is: Write him often but 
give him lots of personal attention if 
you want to get acquainted with his 
signature. © © © 


A NEW BENJAMIN 
REFLECTOR BOOKLET 


One of the most interesting little 


books we have published in a long time 
is entitled “The Reflector.” It is done 
in three colors and takes the reader 
step by step by word and pictures 
through the process of making the re- 
flector shapes, preparing, applying and 
firing the Crystal porcelain enamel sur- 
face, with a sketchy description of in- 
spection, stocking, packing and distrib- 
uting facilities. 

We believe it is just what the jobbers’ 
salesman would like to have, both for 
his personal use and to leave with 
his customers. It’s a lively story of 
“Where, How and Why,” that answers 
the big question as to why these re- 
flectors are worth the money. 

We will be glad to supply you with 


copies. 
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The Benjamin Reflector 








AN UNUSUALLY FINE AND STRIKING BUILD- 
ING ILLUMINATION AT NEWARK, N. J. 


Electrical Contractor Takes Advantage of Architectural Fea- 
ture to Do a Remarkable Lighting Installation 


The accompanying illustration shows 
a most interesting example of unusual 
building 
that of the Firemen’s Insurance Com- 
pany Building at Newark, N. J. 


illumination for a entrance, 





Fe 


Beach Electric Company, of 149 Acad- 
emy Street, Newark, N. J., and sold 
through the Western Electric Company, 
Newark. Mr. S. Beach and Mr. N. 
Leader of the Beach Electric Company, 


The Firemen’s Insurance Company Building, Newark, N. J. 


Back of the colonnade, in the archi- 
trave is a cove in which are installed 
bowl reflector 


sockets, No. 6173, each equipped with a 


thirty-five Benjamin 


with Mr. J. C. Kenely of the Western 


Electric Company, and Mr. Ferguson, 
our own representative, worked together 
to secure this splendid result. 





Night Illumination, with Benjamin Reflectors of 
The Firemen’s Insurance Company Building 


300-watt Mazda “C” clear lamp. The 
units are banked close together, five in a 
row, between each column. 


The installation was made by the 





Here is a case where the electrical 


contractor has gone out of the usual 
into the extraordinary and made use of 
a typical architectural treatment to give 











this building an outstanding distinction 
and beauty. The Beach Electric Com- 
pany is to be congratulated. The in- 
stallation has attracted a great deal of 
favorable attention and the Firemen’s 
Insurance Company is enthusiastic over 
the striking effect produced. 
oo > 


OUT-GUESSING ! 


In one of the most talked of football 
games this year, Illinois vs. Pennsyl- 
vania, Coach Zuppke used one of the 
oldest business, war, and football tac- 
tics known, to win a splendid victory 
for Illinois. 

The Illinois team out-guessed Penn- 
sylvania. Illinois, by shifts, made 
Pennsylvania believe the play was going 
to one side, and they were prepared, but, 
lo and behold! when the ball was 
snapped the Illinois backs did not do 
what was considered the obvious thing 
to do, and go around the strong side, 
where Pennsylvania was ready. No; the 





play went over to the weak side—caught 
Pennsylvania by surprise and ‘“Red” 
Grange ran for a touchdown. Illinois 


was away to a good lead and before 
Pennsylvania had figured out a defense 
for this one play, Illinois had scored 
enough points to win the game. 

So it is with business. You must 
out-guess your competitor; win your 
game in a good, clean, honest effort and 
you will find the crowd, your customers, 
are with you and will cheer for you. A 
good list of satisfied customers cheering 
for you is better advertising than any- 
one can buy with money. 


o © 


BIG DOINGS DOWN 
DIXIE WAY 


Recently acquired by new interests, the 
Virginia Railway & Power Company, in 
consolidation with the Spottsylvania 
Power Company becomes the Virginia 
Electric & Power Company, with an 
authorized capital of $15,000,000, ac- 
cording to an amended charter which 
has been approved by the State Corpora- 
tion Commission. Mr. Luke C. Bradley 
is named as president and Mr. A. H. 
Hermann as secretary of the new com- 
pany. 

® ¢ 

A transmission line from Roanoke 
Rapids, N. C., through Southern Vir- 
ginia to connect at Suffolk with the 
company’s Richmond-Norfolk line, has 
just been opened. The Virginia Railway 
& Power Co. last year purchased prac- 
tically all the stock of the Roanoke 
Rapids Power Company at a cost of 
approximately $1,000,000, and recently 
acquired electric plants operated by the 
communities of Weldon, N. C., and Hol- 
land, Va. 
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Showing Installation on the Curves 


The accompanying illustrations present 
an interesting study of the night illum- 
ination of the race track at the Garden 
State Fair Grounds at Bridgeton, N. J. 

3enjamin elliptical angle reflectors, 
No. 5838, with 1000-watt Mazda lamps 
are used. The units are spaced 60 feet 
apart, suspended from three-eighth inch 
steel cable by Western Electric No. 8900 
cable clamps and Benjamin No. 6049 
suspension fittings. The proper angle 
was secured by the use of a 45 degree 
pipe elbow. 

On the straightaway the poles are 
spaced 160 feet, and 60 feet on the 
curves and pole guyed. 

To avoid glare in the eyes of the 
spectators the lamps are hung on the in- 
side of the track where it passes the 
grandstand. 

The night illumination has been very 
good and the results highly satisfactory. 
In the night view shown here the 
corona effect is due to a dense fog 
coming up during the time exposure. 

The installation was planned and 
made by the Lyons Electric Appliance 


Company, of Bridgeton, N. J., to whom 
we are indebted for the photographs and 


information. 


MORE POWER T0 
THEM 


The superpower companies under Mr. 
Samuel Insull and associates now serve 


A Typical Suspension 
a large part of Indiana. The Interstate 


Public Service Company has acquired 
the Indiana Power Company. 


The prop- 





Night Illumination with Benjamin Elliptical Angle Reflectors of Race Track 


at Garden State Fair Grounds at Bridgeton, N. J. 














The Straightaway and in Front of the Grandstand 


A FINE JOB OF RACE TRACK AND FAIR 
GROUND ILLUMINATION 


erties are interconnected and are also 
tied up with light and power interests 
in Illinois, Kentucky, Ohio, and Mich- 
Public 


Company now serves directly or in- 


igan. The Interstate Service 
directly 196 Indiana cities and towns, 
with one or more classes of public util- 


ity service. 


THEY PLAY 
“GOOD” GOLF! 


The quotations are ours: 


It appears that not so long ago, at 
the Excelsior Springs convention of the 
Valley 


world’s most 


Club, two of the 
aspirin 


Missouri 
golfers, Fred 
Eiseman of Revere Electric, an! Clar- 
ence Harlow, sales manager of the cen- 
tral district of Benjamin, essayed the 
royal game in competition with Simon- 
son of Illinois Electric and Art Lubeck 
of Hart & Hegeman. 


Lubeck plays a wild game, shooting a 
wicked out when he isn’t poling a wide 
left-hook, if you know what we mean. 
Eiseman does very well, as he is only 
playing a short time, but he plays the 
bushes off the fairway pretty strong, as 
he says there are more balls to be found 
there than on the fair green. 
is a long hitter, but puts them in the 
next county. 


Simonson 


Harlow drives, approaches, 
runs up and holes out with a left- 
handed jigger. So you can see what 
kind of a game it was. Over three 
days’ play one side, the other one, was 
four dollars to the bad. 


In the prize handicap contest the 
gifts ran from 30 to 36 strokes each, 
but in spite of that they were not in 
the running with Glenn Briggs, of 
Harvey Hubbell, who carried off the 


silver trophy. 


Yes, we'll say they are “good” golfers. 
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MOVES AND COUNTERMOVES 


Enlarging and Relocating the Benjamin Sales Personnel 


We are pleased to announce in a sort 
of broadside fashion a number of addi- 
tions and some changes as well as other 
comment relating to our sales organiza- 
tion. 

First of all, Miles F. 
job again, and the Pacific Coast terri- 
tory is humming with activity. Miles, 
who as is well known, has been Pacific 
Coast Manager for a number of years, 
summering up in the high 


Steel is on the 


has been 


Sierras. He is feeling fine and full of 
the old original pep. 
In the divisional territory on the 


Pacific Coast some changes have taken 
place. T. W. 
representative for the Northwest with 
offices at 422 L. C. Smith Building, 
Seattle, Wash. T. F. McDonough, for- 
merly of the Northwest District, has 
gone to Los Angeles, where, with G. J. 
Thom, who is working on radio, he has 
headquarters at 600 I. W. Hellman 
Building, and handles Benjamin business 
in Southern California. J. H. Mayo, 
who formerly represented us in South- 
representing 


Carlson is now resident 


ern California, is now 
Listenwalter & Gough, Inc. in that ter- 
ritory. 
Ackerman = will 
Benjamin in Utah, Idaho and eastern 
Nevada, with headquarters at 216 
Southwest Temple St., Salt Lake City, 
Utah. 
Merritt L. 
Baltimore, has transferred his 
Birmingham, Ala., 
getting closer to the big developments 
Wright, Mr. 


Baltimore. 


Raymond represent 


Tice, who had headquar- 
ters in 
main activities to 
in that region. J. B. 
Tice’s assistant, remains at 
While Mr. Tice will be 
around the Birmingham district, he will 
keep in close touch with the eastern part 


more active 


of the district. 
L. W. Lawrence will assist Mr. Pat- 
rick in the New England states, taking 
the place of W. G. Church. 
Howard M. Paul will 


assist Mr. 





| ess 


“*Tiny’”’ Tice leaves for Birmingham 


and Points South 


Xo 


Ferguson in Syracuse. He may be 
reached at 303 Stinard Ave. 

W. Warren Miller will help Mr. 
Ostrom in the Pittsburgh territory. 
His present address is P. O. Box 1055, 
Pittsburgh, Pa. 

A. H. Brooke will have head- 
quarters at the New York office 
working exclusively on radio. 

In the Central office territory, 
out of Chicago, N. C. Warner 
and H. R. Heitzman will devote 
themselves to radio, while Oliver 
C. Westberg will handle the general 
line, and F. C. Unger is specializing on 
H. H. Hauge has estab- 
lished his address at 607 Third Ave, 
Wauwatosa, Wis. 

Raymond Ackerman, who _ is 
Benjamin in Utah, 
eastern Nevada, is an old timer in the 


, 


panel boards. 


repre- 
senting Idaho and 
electrical business. He was with the 
Western Electric Company as far back 
as twenty years ago, and has a thorough 
knowledge of the entire electrical sup- 
ply business. 


¢ @ ¢ 


KEEPING EVERLAST- 
INGLY AT IT— 
THAT’S US 


Purchasing agents of industrial plants 
expect advertising to keep them posted. 
It is their duty to purchase all the ma- 
terials, equipment and supplies required 
to conduct the business. This must be 
done as quickly and as economically as 
That is, the class of goods ob- 
tained such that are best 
adapted to the needs at hand, and at a 
favorable cost and proper delivery. 

In order to keep posted 
on the best sources of sup- 


possible. 
must be 


ply, the purchasing agent 
naturally turns to the ad- 
vertisements in the trade 


journals which apply to his 
business and the cat- 
alogs which are sent 
for his file. From 
these advertisements 
he subconsciously 
selects the concerns 
which he believes 
will best serve him 
when he is in the 
market for goods of 
their manufacture. 
Benjamin is ad- 
vertising every month 
in the leading trade 
journals, reaching 
purchasing agents in 

















Miles Steel Returns to the 
San Francisco Office 


every line of industry. We have sent 
out catalogs, and are still sending them. 
It will pay you to identify yourself as 
being in a position to supply Benjamin 
equipment. 


Leland W. Lawrence, whom we noted 
in another place, has come with the 
Benjamin organization, is a university 
graduate, having attended the University 
of New Hampshire for two years and 
completed his course at Lafayette Col- 
lege in 1924, after which he attended the 
Sangamo Meter School at Springfield, 
Ill. 

Mr. Lawrence was head of the Meter 
Department of the Braintree Electric 
Light & Power Company of Braintree, 
Mass., for two years. He left this com- 
pany to accept a position as salesman 
with Benjamin, and will work with Mr. 
Patrick in the New England territory. 











The New York Office Congratulates the 
Advertising Department 
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Maybe Me. will write us the dope en 
these “different” sales conferences. 
He himself has covered all the E-L 
territory and knows the game well. 


It seems Elliott-Lewis has had an 
epidemic of marriages. Miss Selinger 
is leaving to marry C. J. Brown who 
was formerly head of the radio de- 
partment. He is now with M. B. 
Sleeper. The point is they are the 
fifth couple to marry as a result of 
working together at E-L. They will 
be spliced in the famous chapel ai 
Valley Forge where Washington 
camped that terrible winter. Horac: 
G. Wilds slipped off to New York 
City (Little Church Around the Cor- 
ner) and married Miss Ethel Jackson, 
a “non-electrical.” But here’s the hot 
one, Phil. Can you picture a beautiful 
girl from Atlantic City marrying 4 
Scotch credit manager? Well, she did 

‘Miss Helen Waugh fell for Archie 
Morton of E-L. Every time she asks 
for 50 bucks he'll look her up in 
Dun’s. 

Elliott-Lewis has three new sales- 
men. Wm. Vogdes had no previous 
electrical experience but is doing fine 
specializing on Ives trains, Xmas tree 
outfits, ete. Later he will spread out. 
kK. A. Sandmann was so good on Vic- 
trolas and such that E-L got him to 
sell radio to the music trade. Howard 
P. Laessle returns to the company to 
sell radio after a long absence. 

Rumsey Electric Co. has a mighty 
busy store and of course now and then 
a fellow will have to wait, say a 
couple of minutes or more. Anyhew 
none of them ever gets impatient and 
here’s why. The boys have a trained 
Maltese cat that does nothing but 
walk up and down the counter and 
play with the customers who are wait- 
ing. . Soon as a fellow is addressed by 
one of the salesman Miss Cat quits 
him cold and looks around to see if 
any more are waiting. How’s that? 

Colonial Electric Co. is comfortably 
settled in its new home at 242 North 
Tenth street, four floors and basement. 
A new fixture showroom has been 
added to display the Moe-Bridges line. 
Ed Turner is married but I never 
would of found it out from him, he 
was holding out on us, but E. J. Coyle, 


the president, gave him away. 
7 * * 


Wooley Forms Bowling 
Club 
The L. A. Wooley, Inc., Buffalo, 
N. Y., has re-organized its bowling 
club for the season and the following 
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Some interesting portraits gathered at the Sibley-Pitman Electric Corp., New 


York, N. Y. 


Bronx branch. 


Upper row, left to right, are: Eddie Moore, Rodgers Yackel. manager, 
and George Babcock, Brooklyn branch. F 
Brooklyn, and “Jocko,” followed by J. F. 
Lower row: Charlie Desch. H. R. (Dick) Jones, G. R. Hopkins (all 


Next is Miss “Duke” Dugan, also of 
(Jack) Parks, manager of the new 


with the Brooklyn branch), and H. G. Savage, the Premier Cleaner representative. 
Then come Jas. V. Fuller, R. E. Williams and Y. M. Jensen of the New York house. 
Mr. Jensen is manager of the radio department, while Merrs. Fuller and Williams 


are radio specialists. . 





elected: E. Forster, 
manager; A Bushnell, secretary, and 
R. Haynes, treasurer. The first game 
will be held December 5. This is the 
one time when the male employes get 
together for a good time. 


officers were 


Se FF @ 


Jobber Salesmen Hear Power 
Sales Program 

At a recent meeting of the sales- 
men of the Pacific States Electric 
Co., the details of the power sales 
program of the Pacific Gas and 
Electric Co. and the Great Western 
Power Co., were explained in de- 
tail. E. F. Perkins, Hugh M. 
Crawford, F. H. Woodward, and 
John W. Wrenn spoke for the power 
companies. P. H. Booth of the 
Edison Electric Appliance Co., also 
addressed the meeting. 


* * 


Jobbers Co-Operate in League 
Jobbers of Washington, D. C., are 
co-operating with the Electric League 
of that city in its advertising pro- 
gram. An electrical page appears in 
the Sunday edition of the Washington 
Post for the purpose of familiarizing 
the people with the League, its object 
and its service. The Carroll Elec. Co., 
Doubleday-Hill Elec. Co., National 
Elec’l. Supply Co., and H. C. Roberts 
Elec. Supply Co. are interested. 


Delinquent Accounts Show 
Little Improvement 

The accompanying tabulation shows 
the number of delinquent accounts re- 
ported during September and October 
of this year as compared with Sep- 
tember and October of last year, to the 
National Electrical Credit Association 
by member manufacturers and jobbers 
together with the total amounts and 
the average amounts of the delinquen- 


cies. 

Branch Number of 

and Accounts Total Average 
Month Reported Amount Amount 
Central Division 

September, 1924.. 971 $106,842.84 $110.08 
September, 1925.. 822 102,825.97 124.48 
October, 1924. 882 95,059.06 107.78 
October, 1925.. 927 | 117,285.23 126.46 
New York Division 

September, 1924.. 338 55,652.00 165.00 
September, 1925.. 241 30,150.00 125.00 
October, 1924.. 300 34,083.00 113.00 
October, 1925.. 311 89,307.00 126.00 
Middle and Southern 

Atlantic States 

Division 

September, 1924.. 243 28,231.73 116.18 
September, 1925.. 215 28,689.06 133.44 
October, 1924. 217 23,777.28 109.57 
October, 1925.. 279 22,024.57 78.94 
New England Division 

September, 1924 62 6,385.51 102.88 
September, 1925.. 104 4,560.73 43.85 
October, 1924. 65 8,788.38 135.20 
October, 1925... 61 8,965.32 65.00 
Pacific Coast Division 

September, 1924.. 25 3,137.67 125.50 
September, 1925.. 18 1,349.85 74.99 
October, 1924. 45 5,578.65 128.97 
October, 1925... 19 1,524.00 80.21 
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H. Seivers, who for three 


Russell 
years was with the Western Electric 


Co., San Francisco, Calif., has been 
employed as a salesman by the Uni- 
versal Electric Co, in that city. 
William Kirkwood 
ployed in the shipping department 


has been em- 
and city sales by Julius Andrae & 
Sons Co., Mason City, Ia. 

The Reiman Wholesale Electric Co., 
Los Angeles, Calif., has employed 
John E. 
Martin Michael has been trans- 


Hutton as an outside sales- 
man. 
ferred from the stores department to 
salesman for the Tresno territory. E. 
Nellor Robert Martin 
new salesmen with this company. 

H. F. 


Central Electric Co., Chicago, is now 


and are two 


Gonly, formerly with the 
with the Graham-Reynolds Electric 
Co., Los Angeles, Calif. 

Ed. Reilley and John Sheldon have 
added to the 
force of the Lindley Electric Supply 
Co., Philadelphia, Pa. 


A. G. Silber is now covering the 


been present counter 


South Jersey territory for the Rumsey 
Electric Co., Philadelphia, Pa. C. A. 
Dillon 


pany. 


is no longer with this com- 


The Parr Electric Co., Inc., New 
York City, has employed two new men 
in the person of John I, Field, for- 
merly with the Morganite Brush Co., 
and Hallock H. McCormick who has 
joined the Jersey City house as coun- 
terman. 

Newton T. Smith em- 
ployed as radio specialist by the 
Capital Electric Co., Salt Lake City, 
Utah. 

The Peabody Electric Co., Musk- 
ogee, Okla., has assigned a territory 
to R. B. Wright, a new salesman with 


has been 


his company. 

L. T. Cornick is a new 
with the Tuscola Radio Supply Sta- 
tion, Tuscola, II. 


salesman 


Three new store salesmen have been 
taken on by the National Electrical 
Supply Co., Washington, D. C. 

L. S. Smith has been added to the 
radio department of the Gee Electric 
Co., Wheeling, W. Va. 

The Charleston Electrical Supply 
Co., Charleston, W. Va., has employed 
= Mr 
Johnson will make his headquarters 
near Pittsfield. 

The Southwest General Electric 
Co., Oklahoma City, Okla., has em- 
ployed A. T. Groom in the radio sales 


Johnson as a salesman. 


department. 
H. A. Leonard put 
charge of the fixture department of 


has been in 
the Dauphin Electric Supplies Co., 
Harrisburg, Pa. 

Albert Quirk has been added to the 


shipping and receiving department 01 
the Greenfield Electrical Co., Balti 
more, Md. 

L. J. Lyons and H, A. Cox are two 
new salesmen employed by the Com 
mercial Electric Supply Co., Detroit 
Mich. F. 
to the city sales department. 

Edward Bantz is a new counterman 
with the Robertson-Cataract Electric 
Co., Utica, N. Y. 

E. A. Contile is now with the Ack 
erman Electrical Supply Co., Grand 
Rapids, Mich., in the capacity 
salesman. M. Yonkers, M. 
and Elmer Zimmerman are three new 


Parmalee has been added 


ot 


Rozema 


countermen with this company. 
* * * 


Roberts Branch Opened 
On November 2, the H. C. Roberts 
Electric Supply Co., Inc., opened its 
new 24 Wall St., 
Binghamton, N. Y., under the man- 


branch house at 


agement of H. J. Lavner. This com 
pany now has seven houses, the other 


six being located in the following 
cities: Albany, N. Y.; Baltimore, 
Md.; Philadelphia, Pa.; Reading, 


Pa.; Syracuse, N. Y., and Washing 
ton. DD. . 


* * * 


Eastern Electric Makes Suc- 


cessful Drive 
The Eastern Electric Supply Co., 
Portland, Me., has just completed a 
successful 30 day campaign on wash 
ing machine sales which resulted in 
orders for 50 whirlpool washers. 





This is a baker’s dozen of “Red Seal” girls who formed a most interesting feature of the recent exposition 
exhibit of the Manhattan Electrical Supply Co., St. Louis. 





They are all Manhattan girls too. 
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EverEADY Columbia Dry Batteries 
are staples. That means that you 
save your main selling effort for 
the merchandise that needs atten- 
tion. This policy is especially effec- 
tive after you have started your 
trade right by getting them to stand- 
ardize on Eveready Columbias. 


“A year ago we bought dry cells 
a dozen at atime,” says the Schweig- 
Engel Corporation, St. Louis, Mo., 
‘‘and carried practically every make 
on the market. Since concentrat- 
ing on Eveready Columbias we find 


Quick-turning staples 


that our sales on dry cells alone will 
run one hundred per week during 
the radio season.” 

The salesman who sold this pol- 
icy to Schweig-Engel made that 
company’s battery business a source 
of profit to itself and to himself 
too. Tell your trade that Eveready 
Columbia Dry Batteries offer the 
assurance of fast-moving stock. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 
COLUMBIA 





Dry Batteries . 


-they last longer 
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Christmas Plan Outlined 


The Society for Electrical Develop- 


ment is offering a plan whereby 


electrical men and women in every 
community may take the lead in a 
nation-wide sales and _ good-will 
Christmas program. 

The program is divided into two dis- 
tinct parts, the one being to promote 
electrical gifts and the other to pro- 
mote community electrical Christmas 
trees. The first is a merchandising 
campaign, and the second is primarily 
a good-will campaign. 

Featuring the merchandising cam- 
paign is a wonderful window display. 
Tony Sarg, an artist of national repu- 
tation, was commissioned to make the 
painting. He has interpreted the idea 
of electrical gifts in an extremely 
original appealing way. This 
noted artist, whose illustrations in the 
Saturday Evening Post and other na- 
magazines have appealed to 
irillions of people, has been equally 


successful in getting over the message 


and 


tional 





An effective window display used by a dealer as a tie-up with a “consumer desire” 
campaign carried on by national advertising. 





“For Joyous Surprises Give Some- 
thing Electrical.” 

A campaign to sell “Electrical Gifts 
for Christmas” must be co-operative 
te be really effective. The real prob- 
lem is to get the public to thinking in 
terms of “electrical gifts,’ and this 
can ke done if every electrical com- 
pany in the community co-operates 




















HE MARRIED DURING INVENTORY 














through newspaper advertising, win- 
dow displays and other publicity me- 
diums to sell the idea. Every company 
will get a share of the business which 
would otherwise go to other lines of 
trade. Electrically lighted Christmas 
trees offer an unparalleled opportun- 
ity, both for building business and 
good-will. It appeals to the public 
and conveys the message “Do It Elec- 
trically” in a most impressive manner. 

The feature of the Christmas Good- 
Will campaign is a full-page news- 
paper advertisement showing the 
National Christmas Tree which was 
planted near the White House in 
Washington last year, and which was 
lighted on Christmas Eve when 
President Coolidge pressed the button. 
Space is provided in the advertisement 
for calling attention to the local com 
munity Christmas tree so that the 
public may appreciate that it is a part 
of a national demonstration. Th: 
message is suitable to be signed by an 
electrical league, a group of electrical 
companies or an individual concern. 
It is designed to appear in the news 


papers on December 24. 
* * # 


Klose Enlarges Quarters 
Announcement is made by the R. I 
Klose Electric Co., Kalamazoo, Mich. 
that it has just secured 5,000 sq. ft 
as an addition to its present ware 
house. 




















December, 1925 THE JOBBER’SfJJSALESMAN 45 






































FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


MULTIPLY YOUR SALES OPPORTUNITIES 


with the 


JEWEL, 


ELECTRIC VACUUM CLEANER 
Was $55.00 — Retails Now for $39.75 


The JEWEL was reduced from $55.00 to $39.75 to answer a 
demand among average dealers for a quality cleaner priced low 
enough to enable them to build a store trade and eliminate 
home demonstration. 





































While but one in ten dealers has the sales organi- 
zation to merchandise high-priced cleaners—all 
can handle a machine like the JEWEL, which 
sells in volume from the floor without sales effort 


FEATURES 


ol tite or expense. 
Bigger, Better The JEWEL offers you an opportunity to sell 
nine times as many dealers on the idea of han- 

Cleaner dling vacuum cleaners as you otherwise would. 


The JEWEL is designed for the jobbing trade. 
It is not handled under its own name 
or any other name by direct-to-the-con- 
sumer mail order houses. It is ad- 
vertised to the electrical, hardware, 
department store and other retailers 
who are requested to buy their 


JEWELS from their jobber. 


Get 100% results by offering the 
JEWEL to your trade. Ask 
your company to send for a 
sample JEWEL for inspection 
and comparison, and be sure to 
feature it in your 1926 catalogue. 
Copy, layout and cuts will be 
supplied promptly for any amount 
of space that may be allotted to 
us. 


Oversize 1-5 H.P. motor— 
AIR COOLED. 


Non-cramping Pistol Grip 
handle with convenient push 
button switch. 


Full 14-inch Streamlined alu- 
minum nozzle. 


Long nozzle points to get 
into corners and out-of-the- 
way places. 

Special adjustment on rear 
roller to raise or lower nozzle 
for different rug nap thick- 
nesses. 

Finest aluminum castings. 


Double, detachable, self- 
cleaning brush. 


All plugs and fittings are 
standard and are approved 
by the Underwriters’ Lab- 
oratories. 


Guaranteed for 2 Years 


Write, wire or phone 


pe ee 


CLEMENTS MFG. CO.  “Tacnee 


625 Fulton Street, Chicago, III. Monroe 6606 
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ANOTHER BIGSELLER 


The Hemco Tube Vitalizer has been 
generally accepted by consumer, deal- 
er and jobber alike. Its ability to re- 
thoriate as effectively as any rejuvena- 
tor on the market and its low selling 
price of $2.85, have made it a favor- 
ite instantly. 


The Hemco Vitalizer brings old 
tubes to new efficiency, increases vol- 
ume and distance, and helps bring the 
effective life up to the filament life. 


Of highest quality— its low price is 
made possible by an entirely new idea 
in construction and quantity produc- 
tion. 

Like all other Hemco products, the vitalizer 


is sold through legitimate channels only. Lib- 
eral discounts to both jobbers and dealers. 

Easy to sell—for who wouldn’t pay the price 
of one good tube for a device to increase the 
life of all the tubes? Guaranteed to give sat- 
isfaction. 


Operates on either A. C. or D. C. circuit. 


im 




















GEORGE RICHARDS & COMPANY pwc. 
557-Wesr MonrRo™ STREET- CHIcaGo, /LLINOIS. 


You, too, Can Increase Your 
Sales by pushing HEMCO Plugs 


Month after month and year after year, the sale 
of Hemco products increases. 


Many millions of Hemco plugs have passed over 
the dealers’ counters and are in use today. 


Yet, only a small percentage of potential sales have 
been made. Every home can use SEVERAL plugs— 
in the kitchen, the bedroom, the dining room, the 
basement—in wall, ceiling or base board outlet— 
anywhere—for few hemes have as many outlets as 
are actually needed. 


National advertising in Liberty and the Saturday 
Evening Post are educating the consumer to demand 


HEMCO. 


Remember to ask about Hemco plugs on every call. 
Your dealers must have them in stock to supply the 
demand being created by our selling efforts. 


By pushing Hemco Plugs, you, too, can increase 
your sales. 
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4 E M CO Plug Sales 


Over October of Last Year 


44449944 


These 5 models meet every need 











HEMCO TWIN.-LITE 


60c List 











HEMCO TRIP-LITE 
$1.00 List 















Hemco Twin-Lite 


The Hemco Twin-Lite is a double 
outlet plug of small size and high 
capacity. Designed to fit under 


shades. 


Made for socket connection of 
light and electric iron, heater, per- 
colator, toaster, or grill in the kit- 
chen; of light and washer or ironer 
in the basement; of floor lamp or 
boudoir lamp in the bedroom, of 
floor lamp, a bridge iamp, electric 
phonograph or radio set in the par- 
lor or sitting room, or any connec- 
tion where an extra outlet is needed. 


Formerly sold at 75c—now 60c. 


Hemco Trip-Lite 


The Hemco Trip-Lite is a three 
outlet plug. The outlets are spe- 
cially threaded to take standard 


screw or clamp type shade holder. 


Made for socket connection of 
light, percolator and toaster in the 
kitchen; of light, washer and ironer 
in the basement; or any connection 


where three outlets are desired. 


sold at $1.10—now 


Formerly 


$1.00 








| 





| 











HEMCO TACH.-LITE 
60c List 








HEMCO TEE-PRONG 


50c List 


HEMCO TEE.TITE 
60c List 


GEORGE RICHARDS & COMPANY we. 
557-Wesr MonrRo™E STREET- CHcaGo,/LLINOI/S. 


Hemco Tach-Lite 


The Hemco Tach-Lite is the side 
outlet plug. Allows lamp to be used 
in a vertical position. The outlets 
are threaded to take any standard 
screw or clamp type shade holder. 


Made for socket connection of 
light and any other connection de- 
sired. It differs from the Twin- 
Lite in that one outlet hangs ver- 
tically, so that a shade can be at- 
tached over the light. 


Formerly sold at 75c—now 60c. 


Hemco Tee-Prong 


The Hemco Tee-Prong is a plug 
for flush (wall) receptacles. It 
provides two slotted outlets to take 
any standard parallel blade attach- 
ment caps. Very small in size and 
unobtrusive. 


Made for baseboard connection 
of lamp and heater in the sitting 
room; for toaster or grill and perco- 
lator in the kitchen; for piano light 
in piano room; for floor lamp and 
boudoir lamp in the bedroom, or 
any connection where an extra out- 
let is needed from the baseboard 
receptacle. 


List price, 50c. 


Hemco Tee-Lite 


The Hemco Tee-Lite is similar in 
design to the Tee-Prong, except that 
standard screw shell outlets are 
provided instead of slots. Takes any 
standard attachment plugs. 


Applicable to same connections 
as the Tee-Prong above. 


Formerly sold at 75c—now 60c. 
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Introducing the Contract 


(Lamp Specialists—Please Read) 
“The contract—I’d like to read 
that over before going ahead. Just 


leave me a copy and come around to- 
morrow or next day and we'll see 
about this lamp business.” 

“But Mr. Stollman, you don’t think 
a big company like ours would try to 
slip anything over on you, do you?” 

“Give me the contract and come 
back not; it’s all the to 
me.” 

The solicitor peeled the copies of 
the contract from a bundle laying on 


or same 


the counter, picked up his advertising 


matter which cluttered over eight 
feet of counter and accompanied by 
his partner departed. 

At the hotel that 


younger man _ casually 


the 
his 


evening, 
asked 
friend if he had any ideas as to why 
Stollman 


“Sure. 


wasn't closed. 
The big stiff is stubborn 
and wants lots of attention,” replied 
Handsome Clarence, the Lamp Man. 
“T'll sign him up tomorrow.” 

“No. He’s 


just a careful business man and I 


Your idea is all wet. 


think would be a good credit risk. 


You flashed the contracts on him late 
in your talk and scared him out of 
the deal,’’ calmly said Salesman. 
“Can I talk to you a bit about sell- 
I have travelled with you for a 
week now and in spite of your repu- 
tation I think you are a poor closer. 
Today, with Stollman, you had many 
to close but instead you 
stopped your talk, pulled out a hand- 
kerchief and remarked, ‘How hot it 
‘is, here.” Once you dragged us across 
the street to buy root beers; not be- 
cause Stollman wanted a root beer, 
but simply because you 
think of anything else to do.’ 


ing? 


chances 


couldn’t 


“A’right. What is the real way? 
Show me how to close ’em, snappy 
like and so they want more. I’m your 
little Jap schoolboy, Plees-s-s-.” 
Handsome Clarence said this in good 
grace and with an apparent desire 
to know a better way. 


“Good,” from Salesman. “To- 
morrow we tackle the new hardware 
store on Front street. I'll sell. You 


listen. My plan will be as follows: 
In the first place the word ‘contract’ 
To 


most people it brings to mind en- 


will not be mentioned by me. 


tanglements; the signing away of 
everything they own. Silly, I know, 
but a fact. Even with men who han- 
dle contracts daily, the word is a 
menace. To the little fellow it is a 
slicker proposition to be wary of. 
Use the expression, ‘our agreement’ 
or ‘consignment authority,’ although 
that is a mouthful. 

“Very early in the talk I shall 
bring some paper, perhaps an en- 
velope stuffer, from my brief case. 
At the same time, but not so as to 
attract attention, I shall lay the ex- 
act number of copies of the ‘agree- 
ment’ on the counter, neatly piled to- 
gether. No peeling from a roll; 
these will have been prepared before- 
hand. As I talk on, the envelope 
stuffer or whatever it was, will be 
replaced leaving only the forms. 
When the advertising copy for the 
coming season has been shown, it too 
is taken away, leaving nothing to 
detract from the ‘agreement.’ Al- 
ways, his eyes must be on those forms 
and his ears listening to the sales 
talk. He is gradually getting used to 
them being in the scenery. 

“Suddenly swinging the talk to 








An illuminated Liberty Bell, as high 
as a six-story building, designed by the 
Westinghouse Lamp Co., and contain- 
ing 20,000 lamps, is to be erected on 
South Broad street, Philadelphia, Pa.. 
as a feature of the Sesque-Centennial 
next year. The lights represent a half 
a million candle power, and the bell 
will be visible from either end of the 
thoroughfare, a distance of more than 
four miles. The bell, which is about 
fifty feet in diameter, will be supported 
by a_ beautiful white colonial arch, 
within which will be concealed a 20 
ton steel arch, necessary to support the 
weight of the bell, which will have a 
steel skeleton framework also.—P § A. 
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EDISON 


MAZDA 





What kind of year have 


your Agents hadr 


Edison Mazpa Lamp Agents 
who have taken advantage of 
the sales assistance available to 
them have advanced—have had 
increased business in theirwhole 
line of merchandise. 


The entire weight of Edison 
Mazpa Lamp publicity —ad- 
vertising and sales helps—has 
always been thrown to the sup- 
port of the Edison Mazpa Lamp 
Agent. 


His emblem—the beautiful 














Parrish design—has been broad- 
cast as the mark of a reliable 
store. It has become even more 
than that. 


It is the mark of a success fiel 
store. 


If you are a distributor of 
Edison Mazpa Lamps, you have 
contributed to that success. And 
whatever helps your Agents’ 
business is bound to help yours. 
Think of that in making your 
plans for next year. 


SON MAZDA LAMPS 


ENERAL ELECTRIC PRODUCT 
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It’s Worth While To 


DIG and FIND THE HIDDEN 


There is one most vital element in any 
good steel conduit, and it is hidden 
away beneath the zinc or enamel coat- 
The quality of the pipe from 
which conduit is made is very impor- 
The pipe must be RIGHT— it 
must be of high grade soft steel, so as 
thread and bend easily— it 
must be uniformly round and true to 


ing. 
tant. 
to cut, 


gauge—it must be scale free—it must 
be threaded to the proper standard. 


All this, and more, is found in 


“XDUCT and “ELECTRODUCT” 


National Tube Company pipe is used exclu- 
sively; this is the best pipe obtainable. It is 
Spellerized, a process giving resisting power 
against corrosion, especially in the form of 
pitting. No other make of pipe is so treated, 
for the process is a patented and exclusive fea- 
ture of National Tube production. 


Strip our conduits of their protective coatings, 
—if you can get the coatings off—and note the 
perfect tube which is the foundation of any 
really honest-to-goodness efficient conduit. 


Let us mail you samples. 


AMERICAN CIRCULARLOOM CO. 
90 West St. New York 


BOSTON PITTSBURGH CHICAGO ATLANTA LOS ANGELES PORTLAND 


QReULap ALSO MANUFACTURERS OF THE ORCUL 4, 
BEST <5 


NON-METALLIC FLEXIBLE (°F 
CONDUIT MADE & e % 
“LOOMFLEX” 2 8 





% 
3 
i) 
9 








| the ‘agreement’ I shall put my finge: 
on a certain clause and tell him that 
is the gist of the whole thing. This 
shows him that the papers are quit 
simple even if verbose. A moment 
later I'll draw out my fountain pen 
and state to the prospect, ‘You do 
business under the name, Heavy 
Hardware and not your own name. 
He will of course, answer affirma- 
tively, and I shall deliberately writ 
that on the top form. Just the top 
one; this mustn’t appear complicated, 
which it would if other copies were 
to be filled in now. 

“A little more chatter and then | 
show him where the discount is filled 
in, doing it at the time, and telling 
him how much better the consign- 
ment idea is, as it allows him to have 
a lamp department and at the same 
time have his capital for other de- 
partments. Like that old gag, ‘hav- 
ing your cake and eating it too.’ 

“A few more closing sentences to 
him then I shall spread the forms 
apart, carefully lining them up so 
that the signature line is straight 
across. The forms are familiar to 
him and he has seen the pen do its 
stuff. The forefinger of my left hand 
will point to the dotted line and | 
shall pass him the pen with my right 
hand, firmly saying, ‘Put your name 
right along there, Mr. Jones.’ 














“He'll sign.” 
* * * 


Cincinnati Active in Drive 

Progress in local cooperation wit! 
the Industrial Lighting Activity of 
the N. E. L. A. is reported from Cin- 


cinnati. 


A. L. Loughborough of the Western 
Electric Co., has this to say, “Cincin- 
nati is well organized to cooperate 
with the industrial lighting commit- 
tee. The Cincinnati Electric Club 
heads up this organization with the 
full co-operation of the central station. 
electric supply manufacturers, jobbers 
and contractors. 


“Letters, folders, newspaper ad- 
vertising and personal calls have been 
used with the following results to 
date: 

349 industrial calls have been made 
with 169 actual sales made totalling 
in value $42,000. 

800 KW has been added to the lod 
of the central station. 

30 engineering surveys have been 
made with 12 trial installations. 

At present 44 live prospects are 
being actively followed up.” 





December, 1925 THE JOBBER’SfAJ)SALESMAN 51 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


\ ai Z 


&f Sell YOUR OWN 
_ ' Lighting Unit 


The jobber and lighting contractor who can 
say to his customer 


— 


‘This is my own lighting unit” 


= 


enjoys a substantial advantage over compet- 
iters who handle units on which Le 
— there is a “demand” but G ££ 

e no profit. 


Bk | am 7” An exclusive line 
. “sy é a _& eee of lighting glassware lifts 
i i rare 9 & o 5 ’ you above such penny-shav- 
. i es GG : j ing competition and helps sales. 


To one jobber in a territory, we offer 
an exclusive line of commercial lighting glass- 
ware to fit whatever hanger you use. 


Those who have accepted our prosposition 
tell us they are now making more money on 
commercial lighting jobs—and getting more 
jobs. 


* al IT COSTS YOU NOTHING 
: TO INVESTIGATE 


4 
‘ 
i 
i 
\ 
i 
| 
| 
i 
4 
e 


| Yon: 


| CONSOLIDATED LAMP & GLASS CO. 


Coraopolis, Pa. 


‘|CORRA CASED GLASS 








52 THE JOBBER'S[AJSALESMAN 











AUUUIUTL AAA MAL 











Boost Your Sales with ABolites 


(Porcelain-Enameled Steel Reflectors) 





TYPE BF TYPE BW 


Then, too, you'll find these two One-Piece 





Types—though none-interchangeable—are often 


TYPE BS called for by your customers. Type BF is the 
Always in big demand Formed Neck Unit. Type BW is the Ventilated 
for local lighting at this One Fusce Uast, 


time of year. Same re- 
flector combines to make 
up the ABolite units be- 





TYPE BH TYPE BSC 
For Commercial Outlet-Box Shade- TYPE BV 
Brass Shade-Holders. Holder Unit with Key- Ventilated Type Two- 
A Pendant Unit. less Sign Receptacle. Piece Detachable Unit. 


SCREW-NECK ABOLITES 











TYPE BCT 
TYPE TB Standard 
This Reflector, Outlet-B o x T h r eaded Threaded 
Type TB, combines Cover Shade- Type Drawn S h ade-Holder 
with the Screw-Neck Holder with Copper Hold- attached to 
Holders shown to Keyless Sign er. Keyless Re- Outlet Box 
form— Receptacle. ceptacle. Cover. 


ET all that Deep Bowl business the Indus- 
trial Lighting Campaign is bringing to your 
territory. 


The 9 Holder Types and the Interchangeable 
Detachable features of ABolites make even the 
filling of rush orders easy and quick. 


Catalog 178-A is a Real ‘‘Profit Guide’’ 


A B PRODUCTS DIVISION 
THE NATIONAL SCREW & MFG. CO. 
2440 East 75th Street 
CLEVELAND, OHIO 








A a 





| ers Trust Bldg. 
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“Remembering Me” 


I am the one that counts. I am 
the first consideration and the last. 
Without me you are nothing. Re- 
member me and success is yours. 
Forget me and failure will be writ- 
ten after your name. I am the one 


| that counts. I am your customer. 


Remember me always. I am not 
interested in you. I am _ interested 
only in myself. You, however, should 
be greatly interested in me. I care 
little or nothing about your viewpoint. 
for yours is that of the seller. You 
should care a great deal about my 
viewpoint, for it is that of the buyer. 
I have the last word. I hold the 
pocketbook. 


Remember, there are thousands of 
others besides you after the contents 
of this pocketbook, and there isn’t 
enough herein, and never will be 
enough, to go ’round. 

Remember this: No matter what 
you have to sell, all the pocketbooks 
of all your customers are just like 
mine. 

Remember, you can’t secure my 
viewpoint in your conference rooms, 
nor is it to be found in the average of 
the opinions of your board of direc- 
tors. I do not think as you think, 
nor do I act from the cause from 
which you believe I act. 

The only way to find out how to 
create within me a desire to buy what 
you have to sell, be it something sold 
at a price running into four figures 
or more, or something which sells for 
a bus fare or less, is to come to me 
and find out why I will buy and then 
act accordingly, if you are to profit. 

When you have come to me, and 
tens or hundreds like me,,you will 
have secured the buyer’s viewpoint: 
and, when your salesmen put this 
viewpoint back of their selling and 
when you put this viewpoint back of 
your advertising, you'll force me to 
open my pocketbook. 

Remember me, for I am vour cus 
tomer. The last word is mine. The 
pocketbook is mine. I am the on 
that counts.—Cold Facts. 


+ ** * 


Noble Is Philadelphia Manager 
for Signal Engineering 
The Signal Engineering & Manu 
facturing Co., 583 Canal St., New 
York, has appointed C. H. Nobl 
manager of its Philadelphia offic: 
with headquarters at room 305 Bank 
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F for no other reason, 
ask us to send you a 
new M-B Safety Holder 
so you will be able to 
compare it with other 
Commercial Holders 
you know. 


Wemake some pretty strong 
claims for it. We idieve it is 

safer, better looking, easier to in- 
stall, more convenient and more 
economical to maintain. And the price 
is lower than that of many old-fashioned, 
screw type holders! 


The M-B Safety Holder is a product of genuine 
merit, backed by a consistent advertising pro- 
gram. 


This combination keeps our Factory running 
day and night to fill the resulting orders! 


Because of these facts, we believe you will find 
our Sales Proposition on the M-B Safety Holder 


well worth looking into. 


We invite the man responsible for increasing 
the sales ofany Electrical Jobber to use the above 
coupon or his letterhead in asking for an M-B 
Safety Holder for comparison’s sake. 


MOE-BRIDGES COMPANY 
FaGory and Main Offices: MILWAUKEE 
Branches: NEW YORK —DETROIT — MINNEAPOLIS —SAN FRANCISCO—LOS ANGELES 





'(OEZBRIDGEC 


p Residential & Commercial cf, 
Lighting Equipment. 
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Making Motor Sales a 


Staple Business 


(Continued from page 8) 


tation in the territory, and backed by 
a factory service and renewal parts 
stock. This is worth money to the 
buyer-——sell the idea. 

It is presumed 
buyer is offered a 
service, in the fact that he can look 
to one reliable source for the motor 
control, pulleys, switches, fuses, and 
all of the material required for a mo- 
This is worthy of 
the buyer’s consideration. 

The point to be illustrated is that 


that the motor 


complete motor 


tor installation. 


the motor salesman is selling his pros- 
pect a high grade piece of electrical 
backed by dependable 

insured against 


equipment, 


service, and shut- 
downs by a stock of renewal parts. 

The buyer is making a good busi- 
ness investment in equipment that is 
designed to last for years in service. 
If this idea is sold there is no neces- 
sity for cutting prices to secure sales 
on motors. Many salesmen, being 
short on real sales ammunition, deal 
in trivial design points having no real 
appeal to the buyer. They fry to sell 
the motor because it has vellow paint, 
swiss cheese bearings, and red spa- 
ehetti on the leads. Deal in common 
horse sense, sell your motor to fulfill 
the purpose for which a customer is 
motor. The order is 


buying his 


vours, 


The Value of the Jobber in 
Motor Sales 
The jobber’s salesman calls on pos 
sible motor prospects daily that can- 
not be economically reached by the 
He 
lay his ground work trip after trip, 


motor manufacturer direct. can 
vet be repaid for his efforts by the 
supply business incident to his calls. 
The 


tween the jobber and the electrical 


very nature of the relation be- 
dealer makes him the logical supplier 
of motors, if equipped to properly 
handle the business. 

The jobber’s salesman sells wiring 
material and the customer takes full 
responsibility from that point on, A 
motor sale involves equipment that at- 
taches a responsibility to the seller. 
The apparatus must serve the cus- 
tomer’s requirements, and remain in 
service without interruption. This re- 
quires intelligence in selling on the 
part of the jobber’s salesman and an 
interest in the equipment long after 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


the sale. After all a satisfied cus- 
tomer offers good sales help on suc- 
Some jobber’s 
photograph their typical motor jobs 


ceeding transactions. 


as sales information and help on other 
prospects. 

The jobber’s salesman offers the 
logical solution of economical motor 
sales if he equips himself to properly 
sell motors and control. In many or- 
ganizations he is doing a fine job. 
Motors mean much to the jobber. 





Makmg the Most of 
Electrical Homes 


(Continued from page 10) 


that will prove of real value. If 
they were not being shown through 
in this way, they would not be so 
likely to ask these questions or to 


make the suggestions. The result is 


that when all the ideas that have been « 


gathered are brought together and in- 
that 
home will be a better one than those 


corporated in the new home, 
that have gone before. 
Incidentally a lot of mighty good 
sales arguments can also be found in 
this The strong and the 


weak points are brought out. 


very way. 
Electrical homes have paid in the 
but if 
they been made to pay to the extent 


past, rarely, ever, have 
they should, and this is very largely 
because the people who have been 
paying’ the expense of the home have 
utilized to the full all the 
possibilities the home offers. 

the to: it, 

some time in mixing with those who 
to at, the 


people ask, demonstrate the appli- 


not sales 


Bring people spend 


come answer questions 


ances to them, explain all the elec 
trical features and above everything 
else listen to what the people have 
to say and the value of the home 
can be increased many fold. It is 
just a case of making it just a little 
bigger feature from a sales point of 
view than it has ever been before. 
This does not mean that any attempt 
should be made to secure actual or- 
ders there. It does mean that every 
one connected with it should learn 
just as much from it as it is possible 
to learn. 





Interstate in New Building 


The Interstate Electric Co., New 
Orleans, La., has secured a new build- 
ing on Magazine Street, between 
Girod and Capdeville, in the whole- 


sale district, which will be occupied 


in November. 


This building, with three floors, 
provides as much space as the six 
floors and warehouse of the quarters 
now occupied. The new building 
will place the company in better posi- 
tion than ever to give exceptional 
service to dealers, it is stated. 

a a 


Hottois on Staff of 
Worthington 
W. H. Hottois, widely 
among League members in Cleve- 
land, now 
the George Worthington Co., jobbing 


known 


is on the sales force of 
house. 


Hottois for 
salesman for the Luetkemeyer Co. He 


several years was a 
later became sales manager of the 


Elliott Electric Co. 














“On your mark, get set, go!” The Syracuse, New York, men of the Robertson 


Cataract Electric Co., all ready to dash for business. 


Rear row, left to right; George 


Konrad, Bill Rowe, Lyle Spiess, Larry Gray, George Rice, Ed Babcock, A. J. Brown- 
ing, manager; A. Dodd, Jim McGuire, C. W. Sharkey, Chas, Fellows, Bill Reid, and 


Riley De Lano, 


Front row, left to right: Tony Cicconi, Jake Burghard, M. B. 


Arnold, W. Schug, Homer Day, “Red” Creamer, Tom Ranger, J. E. Taylor, B. L. 
Hanley, Guy Carleton, Ed Kopp, and George Halliday. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER |... WSinnlw 








Motor leads of 400,000 C.M. 
Wire to 200 horse power 440 
volt motor for running am- 
monia compressor. First two 
leads freshly taped, third lead 
was taped 6 years ago. 





n 
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HighTension Joints | 
Made Permanently Safe 


Dirt, oil, moisture, heat and cold cannot destroy the 
insulating and holding qualities of Firestone Friction Tape. 
In dielectric properties, adhesion, tensile strength and 
durability, it conforms to standards more rigid than those 
of the Government and the largest electrical manufacturers 
in the industry. Its easy application makes it the choice 
of electricians, mechanics and all small and large users 
everywhere. 


Sold in bulk or in the new handsome display carton, 
Firestone Friction Tape is a steady reliable builder of 
profits and prestige. Write for discounts, prices and speci- 
fications. Address the nearest Firestone Branch or the 
Home Office at Akron, Ohio. 


Firesione™ 


FRICTION TAPE 





aE 


Quality 
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Electric Illumination and Dog 
Racing 

Electricity has been responsible for 
a number of important factors in the 
various activities of today, but one of 
the most unique and novel of them all 
is its recent use made in Cincinnati, O., 
for lighting an oval race track to per- 
mit of dog racing in the evening. 

This race track, which is efficiently 


Wed 





Illuminated Race Track 


lighted, is unusual in construction be- 
cause it is of oval shape, whereas most 
of the previous dog races have been 
keld on straight courses. In order to 
facilitate racing on such a track, O. P. 
Smith, of the Erlanger Kennel Club, 
designed and constructed a mechanical 
rabbit that keeps in front of the dogs 
at all times. 

The most important factor in the 
design of the illumination for this 
track was the fact that the dogs follow 
the rabbit by sight, and not by scent. 
It was therefore necessary to have the 
lighting of such form that it will en- 
able the dogs to do this unhampered 
by the glare of light, or by shadows. 
Flood lighting was first thought of as 
the solution to the problem, with a 
flood of light following the dogs 
around the track. The failure of this 
plan is attributed to the fact that the 
lightning all over the track was not 
even enough to get the best results, 
and, in addition, it produced shadows. 

The present plan was conceived by 
E. Heurkamp, of the Johnson Electric 
Supply Co., Cincinnati, and J. E. Car- 
lisle, electrical engineers in charge. 

The track is 14 mile long and 29 ft. 
6 in. wide. Around the inner rail, 2x4 
planks are spaced at intervals of 21 
feet. These were brought to an abso- 
lute level by means of a surveyor’s in- 
strument placed in the center of the 
track. 
goosenecks bent out of 1-in. gal- 
vanized pipe, bringing the total height 
of the reflector 11 feet 6 inches from 
the race track and extending 4 feet 
the After the re- 


Fastened to these 2x4’s are 


from inner rail. 


flectors were in place they were also 
leveled by a surveyor’s instrument. 
The first problem to solve was the 
elimination of glare from the specta- 
tors. On the straightway facing the 
grandstand. thése_ reflectors were 
placed in an absolutely horizontal 
position with relation to the uprights. 
However, this did not cover the com- 
plete track evenly. Therefore, at the 
finish and- for a space of 200 feet in 


front of the grandstand are 5 rows ° 


of reflectors strung across the track, 
this building up a very high intensity 
at the finishing tape. At the beginning 
of the first turn, the reflectors, which 
are of the Westinghouse type, were 
tilted in order to get a wider spread 
and at the same time eliminate glare. 
This tilting was started gradually un- 
til, on the far side of the track, an 
angle for about 45 degrees was made 
in relation to the upright. The total 
number of reflectors around the track 
is 78-500 watt R.L.M. and 2-1000 
watt R.L.M. placed at the entrance to 
the kennels. At this point the train- 
ers catch the dogs and need a great 
deal of light. An intensity of 20 foot- 
candles is reached on the track, while 


-at the finish we have about 30-40 foot- 


candles. 

The excellent results obtained in 
this lighting installation are bound to 
give rise to the speculations as to pro- 
moting other sports in the evening, 
particularly horse racing. However, 
in the latter case a bigger problem in 
regard to shadows would have to be 
overcome before it would be possible 
tc obtain any good results. 


N. E. L. A. Convention 
Arranged 

The forty-ninth convention of the 
N. E. L. A. will be held on Young’s 
million dollar pier, Atlantic City, 
Monday, May 17, to Friday, May 21, 
inclusive. Contracts have been signed 
and general plans for the convention 
completed. 

A manufacturers’ exhibition will be 
held in connection with the conven- 
tion. The exhibit will be on the mil- 
lion dollar pier, as in previous years, 
and it is anticipated that more space 
than ever will be devoted to the ex- 
hibits. The exhibition committee is 
now at work on floor space plans and 
general arrangements and will be pre- 
pared to make definite announcements 
in the near future. 


Lighting Campaign Gathers 
Momentum 


Reports from all sections of the 
country indicate that the Industrial 
Lighting Activity is showing results 
of a most satisfactory nature. It is 
said that in New Jersey $13,000 
worth of business has been obained. 
In Cincinnati, 22 sales, made in one 
week, amounted to $2,942. A com- 
plete organization of the Industrial 
Lighting Activity on the Pacific Coast 
has been affected. 

In addition to the schedule of ad- 
vertising appearing in the Plan Book 
there was another page advertise- 
ment in the November 21 issue of the 
Literary Digest. 








This group of portable searchlights ready to sweep the skies in search for air- 
planes, represent over five billion candle power.—P. & A 
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A New Fast-Selling Lighting Specialty 
Added To Wakefield Line 



































JOBBERS & DEALERS 


who are on the lookout for where, stays put, 
fast-moving lighting special- 
ties will instantly see the tre- 
mendous sales possibilities 


of Attachette. 








Attachette—the new Wakefield 
clamping bracket which attaches 
anywhere, anyway — fills that 
“long felt want’’ for a good-look- 
ing clamping light that goes any- 
and 
though it really belongs on the 
furniture to which it is attached. 


looks as 


2 


Finishes 


Old Ivory 
Rich Bronze 



























Wakefield products. 








ASH in on Attachette’s merchandising program. 
See the dominating 4-color ads in “Electrical Mer- 
chandising.”” See and judge the “‘automatic sales- 
lady” yourself. Every dealer in electric lamps and 
lighting specialties will know and want Attachette within 
sixty days. If you don’t get the orders, somebody else 
will. 


ATTACHETTE IS A “R ” PRODUCT 





THE F. W. WAKEFIELD BRASS 





This self-selling display unit, complete with 
2 Attachettes in Old Ivory Finish and 2:in 
Rich Bronze Finish, ‘“‘sets the dealer up’’ 
in the Attachette business on an investment 
of only $11.88. The “automatic sales- 
lady’’ does everything except operate the 
cash register and wrap up the goods. 
Rapid re-orders—fast turn-over—and the 
same comfortable margins you enjoy on all 


PANY, Vermilion, Ohio 
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Giving the Electrical 
Contractor Credit 


(Continued from page 12) 


of the man who does not know his cost, 
and who bids blindly upon the work, 
secure in the knowledge that no mat- 
ter what price he gets it at he will 
be able to secure his materials from 
some jobber, serenely hopeful that he 
may make a profit somehow, and bliss- 
fully conscious that he has nothing 
to lose if he can’t pay the jobber. If 
his estimated price is too high, he is 
not a factor, but if it is too low he 
gets the job and that piece of work 
is done at a loss without the industry 
being any the richer, and those elec- 
trical contractors who are conscien- 
tiously striving to build their business 
efficiently are robbed of that oppor- 
tunity for business. 

Ignorance of the cost of business 
operations stands in the way of prog- 
ress of men in every industry more 
than any other one thing. It is fool- 
hardy for a man to sell his business 
service blindly at the price he thinks 
other men are asking without know- 
ing the relations of his own cost to 
For the percentage of 
those “other men” 


those prices. 
successes among 
who are setting his prices is pitiably 
small. Yet the with 
man may enter the electrical contract- 


ease which a 
ing business encourages every day 
men unequipped with any knowledge 
of costs or business experience set- 
ting themselves up as electrical con- 
tractors and securing credit and en- 
couragement to go out and bid blindly 
on contracting work,—undermining 
the business of those sound concerns 
who have equipped themselves to serve 
efficiently and profitably and develop 
sound distribution credits. 

These inexperienced men entering 
the contracting field naturally first 
turn their attention to the simplest 
type of wiring. We have only to look 
today to the house wiring of this coun- 
try which is almost entirely in the 
hands of so-called curbstoners, few of 
whom are making more than a bare 
living out of their work, and whose 
lack of credit standing is responsible 
for much of the jobber’s complaints, 
to see the effect of this kind of com- 
petition. electrical contractors 
who know their actual cost of opera- 


Few 


tion can attempt this type of wiring 
in the face of such competition, and 
millions of dollars of this business 
will continue to be done with no per- 


manent profit to the industry until 


THE 


those contractors who handle this type 
of work are developed to know their 
costs and charge accordingly, and the 
way is made more difficult for the 
ignorant and destructive competitor to 
enter this field. 

Eight through — the 
cooperation of the Electrical Credit 
the Electrical Supply 
Association, and other fac- 
tors in the industry, there was devel- 


years ago, 
Association, 
Jobbers 


oped after months of careful study, 
the Standard Accounting System for 
electrical contractors and_ retailers. 
During the seven years that this sys- 
tem has been in use now 800 systems 
have been put into operation. The 
number has increased rapidly during 
the last year or two. Years of study 
and use of this system by hundreds of 
users has proved its value as a prac- 
tical accounting system to meet the 
particular needs of the electrical con- 
tractors and retailers. 

The growing use of the Standard 
Accounting System has developed very 
interesting experience. Several years 
ago the Association of Electragists 
felt that perhaps there were many 
electrical contractors who 
needed a simple. elementary account- 
ing system, and therefore the Associa- 
tion developed its Simple Business 
Record for such contractors. 


small 


Several hundred of these business 
sold to smaller 
contractors, but more and more our 
experience is showing that these users 
soon discover that such a_ business 
record, although it gives them an ac- 
curate set of figures, does not give 
them the information they are seeking. 


records have been 


The mere producing of a precise 
and correct financial statement is not 
the end of accounting. The prime 
purpose of an accounting system is 
to furnish to the management of the 
business certain information which is 
essential to the proper operation of 
the business. The real function of 
accounting is to show the relation 
cost, expenses, charges, and gross and 
net profit bear to sales. What was 
the turnover of stock and capital, how 
the business stands in relation to its 
debtors and creditors, what is the re- 
lation between net income and capital 
invested, and finally how all these 
things compare with similar periods 
in preceding years. 

Today. we realize more and more 
that wherever possible even the com- 
paratively small electrical contractor 
and dealer should be enecuraged to 


JOBBER IS THE MOST IMPORTANT MAN IN 


THE INDUSTRY.’ 


install the Standard Cost Accountin: 
System, and little by little develo) 
its use until he gains the very impor 
tant information he needs in the guid 
ance of his business, A good account 
ing system is to the manager of 
business what a chart is to the captain 
of a ship. 

We do not advise any man to in 
stall the Standard Accounting System 
who does not employ a_ bookkeeper. 
I would not advise a man doing « 
business of less than $1,000 a mont) 
installing the Standard Accounting 
System. 

But our experience has been that 
many times the small contractor whio 
has never kept an accurate accounting 
system, who has never employed a 
bookkeeper and who has struggled 
along with a small business for some 
years, has suddenly seen a new growth 
in his business and taken an entire} 
different position as a business man 
in his community when he has em 
ployed a competent bookkeeper and 
installed the Standard Accounting 
System, and for the first time has 
begun to know the facts regarding 
the operation of his business and how 
to make a real profit. 

The mere act of keeping an accu- 
rate record of all the figures in a set 
of books will not furnish this infor- 
mation, unless these figures are set 
up in an intelligent statement which 
may be analyzed by the business man 
agers. We have recently added to the 
Standard Accounting System several 
important forms for arriving at this 
analysis of the figures on the books. 
These forms include an analysis of 
overhead expense, a profit and _ loss 
statement and a cumulative statement 
for arriving at overhead ratios. 
This latter statement is of peculiar 
value and I would urge that every 
credit man here familiarize himself 
with this statement and urge the keep 
ing of it by all of your customers, even 
though they do not actually use the 
Standard Accounting System. 

Markups on future business must 
include reasonable allowances for fu 
ture overhead. Future overhead must 
therefore be predicted as closely as 
possible, and a ratio between over 
head and some other element of th 
business must be made use of. Ho. 
shall a man determine what his over 
head is today when his volume of bus: 
ness. and to some extent his expenses 
are fluctuating from month to month” 

Under any, but very abnormal co1 
ditions, a close approximation to tl! 
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Selling Miles 


Ried pas ata aaa es os ~ 


a esha ais 
Raber eis 


c 


| -Bythe Foot! \~ 


Improved Design— 
_ Lower “Price— 

_ Frésh cAdver 

tising Helps 


These ads in Industrial Management, 
Factory, Industrial Power, Industrial 
Engineer, Iron Trade Review, Elec- 
trical Record, The Iron Age, and Iron 
& Steel Engineer are announcing the 


HE new C-H Space Heater serves a ready made Oe eee eivcc ur the nee low 


market with a better product at a lower price. price. Users are finding new applica- 

tions for space heaters every day. Be 

t The demand for Space Heaters has grown con- ready to share in the profits from this 
stantly. Users are discovering new applications every campaign. 


day for this clean, safe, convenient form of heat. Its 

industrial applications are endless—it is ideal for crane 

cabs, sprinkler system valve houses, drying rooms 

and ovens, for foot warmers, heating detached build- 

ings, garages and watchmen’s houses, and for hun- 
. dreds of other proven uses. 


Space Heaters are, moreover, an ideal central sta- 
tion load—non-inductive and free from sudden start- 
ing peaks. And, while the original cost of a space 
heater is negligible compared with that of a washing 
machine, let us say, the average yearly revenue to 
the central station is twelve times as great. 


Recommend them—sell them! 


Carry a sample and show this Space Heater to the 
purchasing agent of every central station on whom you 
call. They’ ll buy it because it’s a power user and a 
money maker. 





THE CUTLER-HAMMER MFG. CO. 
Works: Milwaukee and New York 
Branch Offices: 








The new C-H Space Heater has the 


Space heaters are unique in putting just the 


right quantityof heat just where it’s wanted. New York: 8 W. 40th Street Boston: 52 Chauncy St. heating coil completely imbedded in an 

; Just two feet long and easily installed, they par ly Sterna Ave. rg poe hag 7 ya ee 2 Idg improved refractory material which 
| may be used singly, in pairs or in groups, Philadelphia: Com’wealth Bldg. Buffalo: 358 Ellicott Sq. Bldg. greatly increases its heating efficiency. 
according to the need. They are priced low, Cleveland: Guardian Bldg. Milwaukee: 530 Grand Ave. Refinements of design have made the 

have hundreds of uses, and are a profitable Cincinnati: 415 Dixie Term. Bldg. low price possible and make the new 

central station load. Sell them by the box. Inquiries from the Pacific Coast may be directed to the C-H Space Heater easier to install. 


H. B. Squires Co., Los Angeles, San Francisco, Portland, Seattle 
Northern Electric Co., Ltd., Canada 


CUTLER-HAMMER 
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contractor's actual overhead at the 
present time, and during the next few 
months, will be the average figure for 
the last twelve months to date. Such 
a figure, always including a whole 
year’s business will include the effects 
of all seasonal fluctuations, and being 
a figure for the last twelve months it 
is always up to date. 

These overhead ratios will seldom 
show any violent fluctuations. After 
the record has been kept for a few 
months the general trend of the ratios 
will be apparent at a glance, showing 
plainly whether the overhead is in- 
creasing, decreasing or remaining sta- 
tionary in proportion. 

The Standard Accounting System 
was prepared to meet the require- 
ments of the contractor who does no 
retailing, the dealer who does no con- 
tracting and the _ contractor-dealer 
conducting both classes of business. 
It is highly important, however, where 
both classes of operation are con- 
ducted, that the proprietor know the 
result of each department separately 
that he may ascertain 
whether each department is standing 
on its own feet and producing a profit, 
or whether, perhaps one department is 
carrying the other. 


in order 


To aid in ascertaining these facts 
the analysis of overhead expense 
statements and the profit and loss 
statement were added to the Standard 
Accounting Sytem for the department- 
The prob- 
lem in setting up the figures in these 
statements is to distribute overhead 
expense accounts in their proper pro- 
the respective depart- 
ments, and for this purpose a simple 
allocation plan has been. worked out, 
and more and more of. the electrical 
contractors and dealers are being en- 
couraged to departmentalize their busi- 
ness. 

Years of experience with the users 
of the Standard Accounting System 
brought us in many letters and in- 
quiries regarding various accounting 
problems and perplexities which the 
electragists were meeting. 

As a result of this, the Association 
of Electragists has this year prepared 
a “Manual of Accounting Practice” 
which has been designed for a two- 
fold purpose. 

In the first place, it gives to the 
user, or the prospective user. of the 
Standard System complete and de- 
tailed information for the operation of 
the System. It is written in such lan- 


alization of the business. 


portions to 


guage that the ordinary bookkeeper 
or accountant for the electragist may 
clearly understand each separate step 
and operation involved in the Stand- 
ard Accounting System. 

At the same time it has gone into 
explanation of many of the accounting 
problems which all electrical con- 
tractors and dealers meet regardless 
of the type of accounting system 
which they are using, and the Ac- 
counting Manual therefore becomes a 
reference book of value to every elec- 
tragist who has good accounting in- 
stalled in his business. 

Distribution of this Manual of Ac- 
counting Practice should reach to 
every electrical contractor who is re- 
ceiving credit from the electrical sup- 
ply jobber, and who comes in contact 
with the jobber’s credit man. 

Borrowing credit from the supply 
jobber is like borrowing money from 
a bank, and should have the same rea- 
sonable safeguards. 
expect to approach his bank for a loan 
of $500, or even less, to use in his 
business without being prepared to 
present a financial statement of his 
business operations and his business 
conditions, and the bank would not 
loan that $500 until it had assured 
itself that the business could make 
profitable use of that loan, and be 
certain of returning the principal with 
interest to the bank. 

And yet every day electrical con- 
tractors walks into the supply jobber 
and ask to borrow credit of $500 and 
more without being called upon to 
show a satisfactory financial state- 
ment. 

No sounder or more healthy move- 
ment could be undertaken by the elec- 
trical credit men than to make the 
extension of credit to prospective 
customers of the jobber based upon 
the ability of the electrical contractor 
to prove that he has adequate account- 
ing in operation in his business, and 
is able to present a clear cut state- 
ment of his financial position. 

Let me suggest, gentlemen, that 
every electrical credit man hand to a 
prospective contractor customer a 
copy of the “Manual of Accounting 
Practice,” and let me urge you to in- 
sist with every one of your customers 
whose credit is precarious, or who is 
put on a C. O. D. basis, that his abil- 
ity to get a new credit line will depend 
upon his installing the Standard 
Accounting System. Such a. step, 
gentlemen, would be an important 


No man would _ 


contribution toward the establishment 
of sounder credits. 


Additional Electrical Leagues 
Formed 


G. E. Jaquet of The Society for 
Electrical Development met with the 
electrical fraternity of Binghamton, 
Johnson City, and Endicott, at Bing 
hamton on October 29th, at which tim: 
steps were taken to form an Electrica! 
League to serve the cities named. An 
organization committee was appointed 
and plans made to formally launcl 
the League on November 9th. 

Mr. Jaquet also addressed a meet 
ing of the electrical men of Elmira. 
N. Y. on October 30th and definit: 
steps were taken to organize an Elec 
trical League in Elmira, The move 
ment has the active support of all loca! 
electrical interests and it is proposed 
to proceed without delay with the 
working out of the details. 

The Electrical Association of Read 
ing, Pa. held a re-organization meeting 
at the Chamber of Commerce, Novem 
ber 12th, at which time, Mr. Jaquet 
of the Society addressed the gathering 
on the aims and practical plans for 
carrying on local co-operative business 
development work through a League. 
An organization committee was ap 
pointed to revise the Constitution and 
By-Laws and draw up a definite plan 
for reorganization, which will be pre 
sented at a meeting to be held on 
November 24th. Much interest was 
shown in the movement and all of 
those present promised to attend th: 
next meeting and be prepared to pa) 
ensuing dues for the fiscal year. 

The local electrical fraternity wil! 
participate in a Community Electrica! 
Exhibition to be held November 14t! 
to 21st inclusive and the League wil! 
have an exhibit booth designed to in 
terpret the service of the League to 
the community. 

Consideration is also being given t° 
participation in a number of busines: 
building plans including the Industri 





Lighting Contest, Christmas Can 
paign, and Red Seal Plan. 
* * * 
Requa Enlarges Quarters 


The Requa Electrical Supply Co., 
Rochester, N. Y., has enlarged it: 
quarters by moving its office to the sec 
ond floor of its building. The ad 
ditional space which was made avail 
able by this change on the main floor 
has been converted into a very attra: 
tive fixture room. 
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‘*The Jefferson —" 


_ Hy chandising of illuminating decorated glassware 
. —an idea that offers the jobber unusual oppor- 
¥ tunities for additional profit. 





The Jefferson Sampler is a business-builder 
as well. Those hundreds of new dealer ac- 
counts which heretofore have been just out of 
the reach of the jobber can now be brought into 
the fold—with profit to both dealer and jobber. 


You will want to be the first to benefit by this 
new merchandising plan in your territory. If 
you have not received full particulars we urge 
you to write us immediately. 





Che Jefferson Glass Company 
Follansbee West Virginia 


“ghe SEFFERSON QUALITY LINE OF BOUDOIRS on2 TORCHIER! 


C for the Vobbers trade 
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Men You Should Know 


(Continued from page 21) 


In 1907 he started Jones-Beach 


& Co., in Philadelphia, of which C. 


KX. Ludovici is now president. Mr. 
with Mr. Latham 
for 18 years and worked up to the 
of New 
York. In appointing Mr, Ludovici to 
the Philadelphia 
company, Mr. Latham again acted on 


Ludovici has been 


position sales manager in 


presidency of the 


his principle of pushing men who can 
assume responsibility and make a place 
for themselves in his organization. 

In these days Mr. Latham has come 
to the point where it is not necessary 
for him to devote all his time to his 
business since he has built up an or- 
ganization of men who 
tent to handle it. 
takes occasions during the year to 
He 


spends about three months in Florida 


are compe- 


He therefore now 
enjoy the fruits of his labors. 


and some time ago acquired property 
at Cora Gables, a suburb of Miami. 
However, in view of the unheard of 
developments in Florida real estate 
it is questionable how long he will 
maintain his holdings that, according 
to reports, should be worth. a couple 


He 


in a beautiful apartment in Brooklyn 


of kings’ ransoms. now resides 
Heights and owns a summer home at 
Plainfield, N. J. 

Mr. Latham is a great traveler. He 


has done most of South America. as 








William Berniger of the Gertler Electric 
Co., New York, who took Mr. Baxter’s 


place as head of the shipping department 
when the latter was promoted to cover the 
Bronx territory. 
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stated before, and has been in other 
It is his intention to go 
“settles 
Friends accuse him of being 


countries. 
around the world before he 
down.” 
the most ambitious “mover” that they 
ever knew and claim that for him to 
live in one place for two years would 
be establishing a record. They are 
stretching it a point there, however, 
for he was once known to remain in 
one place four years, for he was the 
Mayor of Dunellen, N. J. for that 
length of time—1914-'18. 

During his sojourn in the Middle 
West, Mr. Latham met and married 
Jessie M. Cook. She has been 
trusted partner in all things, except 
that, for the last 20 years she had not 
been able to sell him on the idea of 
having his picture taken. The splen- 
did likeness on the page preceding 
this sketch will, therefore, be 
what of a surprise to her, and if we 


his 


some- 


are not mistaken will be used as a sort 
of political cudgel to get her to con 
sent to go around the world with him. 

They have had three sons born to 
them. Leslie E., who is secretary of 
the company as mentioned; Earl B., 
who is also employed by E. B. Latham 
& Co., and Samuel J., who is a stu- 
dent at Colgate. 

Mr. 
very keen and far sighted in the mat- 
ter of the invest- 
ments of all kinds and his judgment 
is often sought by men who are out- 
side of the electrical industry. This 
is due not only to the fact that he is 
keen, but also to the fact that he is at 
all times approachable and his office 
an open house. There is nothing “‘up- 
stage” about Mr. Latham. 


Latham is considered to be 


relative value of 


Meeting the Price 
Argument 
(Continued from page 18) 

2. We will guarantee not to over- 
charge you. Our price clerks are in- 
structed to issue invoices strictly in 
accordance with price-book quota- 
tions. This will relieve you of all 
but a casual glance at our invoices. 
It will relieve you of a lot of time 
you now spend checking prices, in- 
terviewing many salesmen, drawing 
many checks, and keeping in touch 
with the inside men of many supply 
houses. The time thus _ released 
would be very valuable to you for 
chasing new business, taking care of 
your collections, making plans for 
sales activities and campaigns, dress- 
ing your window, studying your mer- 











w. © He 


Duffy is a great booster. 
holds forth in the store of the Electrical 
Supply Co., New Orleans, and boosts his 


work, his house and they do say he’s 
strong for THe JoBBER’s SALESMAN, 





chandising problems, and_ the like, 
your success being measured by your 
activities along these lines. 

3. We will guarantee to give you 
better service than you get from the 
large number of houses from which 
you now buy. No house that receives 
a very small share of a man’s busi- 
ness can afford to grant unusual fav- 
ors for the accomodation of such a 
customer. On the other hand, with 
a large amount of business at stake 
we would be particularly anxious to 
please you. We would not turn down 
any reasonable request for extraor 
dinary service or assistance. 

4. We will guarantee you the 
benefit of the expert advice and as 
sistance of our sales manager and 
credit man, both of whom will gladl\ 
help you at any time. 

The Successful Salesman _ thouglit 
it advisable to show his notes to the 
sales manager, who was so pleased 
with them that he went out with th: 
salesman and together they succeede:! 
in lining up several desirable but 
heretofore obstinate prospects. 





Wesco Announces Removal 

The Wesco Supply Co., St. Loui-. 
Mo., announces the removal of its S'. 
Louis plant to 200 S. Seventh S' 
The new quarters have been d 
signed to permit of maximum di: 
tribution efficiency. 
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Day-Fan Motors are 
becoming as well- 
known as Day-Fan 
Fans. These motors 
are especially con- 
structed to give relia- 
ble, day-to-day service 
without interruption. 


They are popularly 
used on pumping sys- 
tems, _ refrigerators, 
washing machines, and 
all other appliances 
that use fractional 
horse-power motors. 


‘Se 





Day-Fan Motors 




















The Dayton Fan & Motor Company 
Dayton, Ohio 
For More Than 36 Years 


Manufacturers of High- 
Grade Electrical Apparatus. 
















Day-Fan Radios 


This is the famous Day- 
Fan Radio that has won 
recognition from coast to 
coast as one of the leading 
sets offered in radio. 





This set is so perfectly 
made that a single dial gets 
broadcasting stations with 
the same numbers that ap- 
pear in the newspapers. 
This mechanical feature, 
together with the fact that 
Day-Fans possess an un- 
equalled beauty and clar- 
ity of tone, is the reason 
for the huge demand that 
has grown up for the set. 
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In 1925 this national 
campaign taught the 
public, the architect 
and the builder to pay 
for a quality wiring 
system < < < < 


IRING SYSTEM 


—for lifetime SCroice 














MERCHANDISE DIVISION 
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For 1926 a still 
greater Campaign is 
planned to give the 
contractor better 


witing jobs ~ at 
bigger profits << 


IRING SYSTEM 


~ for lifetime SCVVICE 





ee 
@Bwinunc system BD np fe 


~for hfetime service 





GENERAL ELECTRIC 


ELECTRIC 


BRIDGEPORT, CONNECTICUT 
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Hard Luck Sam 


(Continued from page 14) 


knocked them both down. Doc never 
wasted a second—he crawled through 
the mud to the kid, took the two-bits 
away from him and told him to beat 
it. 


liver him and his stuff free. 


Then he made the taxi driver de- 
On top 
of that he told the taxi company it 
was his kid and collected damages for 
both. 

Doc hasn’t spent a nickel on any- 
one but himself since Lee handed his 
sword to Grant. He’s the only guy I 
ever saw with crust enough to carry 
his own doughnuts into Thompson’s 
restaurant, dunk ’em in Thompson’s 


coffee, then walk up to the cashier 
with a five-cent check and velp_be- 
cause the water wasn’t ice-cold. 


Why, he even reads the electric meter 
in his house eyery morning and eve- 
ning, and makes the Missus account 
for the juice she’s used during the 
dav. 

Yes, Doe is the tightest and cagiest 
article around our corners. He gets 
his share of the big jobs at figures 
that don’t increase his popularity, and 
the worst of it is he don’t lose. He 
ain’t never bought an Eversharp, but 
what he can do to a job with a stub 
of a pencil and the bottom of a car- 
ton is a crime, You may wonder 
after all I’ve told you why the rest 
of the gang always had him with them 
Well, in the first 
place, he’s a curiosity—they ruined 
the die making him and there ain’t 
another such in this man’s world, any- 
where. 


as much as possible. 


In the second place. they want 
to keep an eye on him. (Second place 
first. ) 

That’s the reason they invite him to 
every meeting and lunch, and why 
they never stopped working until they 
got him to join the Electrical League. 
Getting that ten bucks from Doc was 
worse than poking butter down a wild- 
cat’s throat with a red-hot awl. At 
that, he never caved in until they gave 
him the job of putting new lights over 
the chairman’s desk, and the profit 
was $12.50. Laugh that off! 

The main reason for tolerating Doc 
was that the gang had swore for years 
that they would get something on him 
and break it off in him if it took ten 
a fortune to do it. Of 


course us jobbers was after his busi- 


vears and 
ness, so it wasn’t us but his fellow 
contractors who was after his scalp. 


So they kept right on kidding him 


SALESMAN OF THE 
along and making him think he was 
one of the gang, but all the while they 
was like buzzards waiting for a cow 
to die, and the longer they waited the 
more they promised themselves in the 
way of revenge. 

Now, in order to save the business 
the Old Man was squawking about I 
had to get under Doc’s hide in a hurry 
and in a new way. So when I heard 
about our Electrical League’s big feed 
and sing-song to be held at the Alber- 
marle, I beat everybody to Doc and 
made sure he would be my guest for 
the the meantime I 
stayed right with him on the order in 


evening. In 
question, and between my super-sales- 
manship and the stuff I fed him about 
how we would put it on at the big 
banquet, when the day of the blow- 
out arrived TI had him all set to give 
me the order the next day. 

Well, Doc and I arrived at the hotel 
long before mess-call and every time 
anyone would try to steal him from 
me I’d shake my horns and paw the 
floor. Finally we put our hoofs under 
the table and of course you know how 
those banquets go without me telling 
you. Among other things they began 
selling tickets for a raffle on a Ford 
car, the drawing to be held right after 
the singing before the gang went home. 
Right there I had an idea. How I did 
it I don’t know, but I hypnotized Doc 
into buying a lot of chances. Some- 
thing for nothing was his dish, and 
I hinted that I had a lot of influence 
and—well “you know, Doc, you'll win 


it sure,’ and all that. Then when he 
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loosened up for a total of about $9.85 
I hopped in and made him a present 
of all my chances. 

Well, to make a long story short, 
after everything was over they shook 
the numbers up in a lamp carton and 
made the draw, and, by Golly! if they 
didn’t holler out Doc Calloway’s name 
as winner of the Ford car, I’m a Sene- 
gambian Fish-hound! I was so dog- 
gone tickled I nearly tore the roof 
off and all them other rounders just 
yelled and stamped and cheered and 
carried Doc around the dining-room 
till the management complained. And 
Doc’s face! You'd of thought he'd 
been promised the wiring of Madison 
Square Garden without putting in a 
bid! He just blushed and wiggled 
and choked till I began to worry for 
fear he’d have a stroke and I would 
lose my order. 

Finally the chairman says Doe’s car 
is down in front of the hotel and let’s 
escort him down there and he can 
drive it home. So we formed in a 
column of squads and away we went, 
around the mezzanine and down the 
stairs, scaring the daylights out of all 
the old ladies and lovemakers. Out in 
front we goes, then they called for 
Doc to come forward,:and, of course. 
I went, too. As I went through the 
crowd with him, I give all the also 
rans the merry ha-ha for all I was 
worth, thinking of the sixty-five hun 
dred dollar order. 

Well, Phil, Doc and I finally 
reached the curb, and there was the 
car, and then a yell went up that 











Here are the city salesmen of Western Electric Co., Inc., New York, N. Y., with 


J. F. Davis, sales manager of the New York house (Supply Dept.). 
Left to right, those standing are: 


taken on the roof at 401 Hudson street. 


This was 


E. P. McGrath; G. Sturcken; R. D. Heller; B. P. Martinson; B, D. Miles; S. H. 
Burr; R. S. Perry; J. E. Lavens; J. J. Gaffney; A. B. Thomson; W. H. Hutchinson; 


L,-R. Foote; P..F. 
manager, and H. A. Cobaugh. 
C. S. Frost, and F. B, Wille. 


Diehl; C. R. Wharton; S. E, Ringgold; J. F. Davis, sales 
Front row: J. A. Ryan; I. H. Wills; F. S. Ruland; 
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hanks 
Clobbers 


Salesmen 


Che Inland Glass Company 

appreciates the efforts you have 

so carefully Directed towards 

an oe the sale of Inland Jlluminating 
, 5°) = Glassware during the pear which 
is just closing and takes this 
opportunity to wish vou and 
pours a Merry Christmas anda 


Happy and Prosperous New Vear 


Inland Glass Company 


Chicago, Illinois 
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brought all the cops and citizens for 
miles around. I took one look and 
tried to reach my knife, so I could 
cut my throat or open a vein in my 
arm, but the crush was so bad I was 
helpless. Phil, that Ford was a 1912 
model, and if you ever saw a baby- 
carriage after a 10-ton truck hit it, 
you know what this flivver looked like. 
Fenders all gone, no paint, no engine, 
and half a top! 

Doc took one look and went off like 
a Roman candle. He chose everybody 
in sight and the mayhem, arson and 
general mutilation he promised ‘em 
made my blood run cold. And, lo and 
behold, just as he was passing into the 
third stage up comes a cop (they had 
him framed, too,) and asks: ‘Whose 
car is this?” They all pointed to Doc, 
and help me Gawd, the cop 
pinches him for parking in front of a 
fire-plug. The is like a bad 
dream. 

My heart’s busted, Phil. I think 
I’ll quit my job and devote my life 
to fighting raffles and all games of 
chance! I can’t look anybody in the 
face, and I’m off those dirty bums 
who framed that thing and what’s 
more the very next time I meet the 
Old Man and he grins at me that way 
I’m going to hit him on the nose so 
hard his shoes’ll come untied. 

Yours for another war, 


so 


rest 


Sam. 


Lindley Acquires More Space 

The Lindley Electric Supply Co., 
Philadelphia, Pa., has added 1200 sq. 
ft. to its present building. It also 
has enlarged the second floor of the 
The September and Octo 
ber report of this company shows an 
increase of 65% 


structure. 


in business over the 
same months of last year. 








Business must be good in Michigan if 
the satisfied expressions on these men of 
the C. J. Litscher Electric Co., Grand 
Rapids, is any criterion. Left to right: 
O. J. Connell, salesman; S. C. Mac Neil, 
vice-president and _ treasurer; R. E. 
Dresser, salesman, and B. O. Burlingame, 
manager radio department. 





The Industry that Moved 
Over Night 


(Continued from page 6) 
various owners later required. 
600—No. 5014 
Ware. 
2,750—16 in. Dome Reflectors. 
500—8 in. Deep Bowl Reflectors. 
600—Electric Appliance Co. Util- 
ities. 
150—Goodrich Kitchen Units. 
It must, indeed, be a most pleasant 
experience in the life of a jobber’s 


Jefferson Glass 





Old South Water Street 
salesman to secure an order of this 
pretentious character. Leo Ewert is 
grateful to Ed Pullen, the contractor, 
for the order and unstinted in his 
praise of Mr. Hagerman for his 
timely co-operation. Mr. Hagerman 
has less to say, feeling it is all in a 
day’s work, but has a “pat on the 
back” for his man for landing the 
order, 


All in all, everyone is so bashful 
about talking of themselves and the 
part they played in securing the busi- 
ness, that there is really very little to 
write about. 


Here is an order running between 
$8,000 and $10,000, which took 60 
days of intensive work to secure and 
now that it has been filled the attitude 
of those involved is that “we just 
landed a nice order.” Just a sort of 
“why not,” attitude, which, while 
commendable, is a “tough break’’ for 
the perspiring reporter. 





Northern Electric Advances 
Johnson . 

The Northern Electric Co., Mont- 
real, Canada, has appointed F. W. 
Johnson manager of its maritime dis- 
trict with headquarters at Halifax, 
N.S. He had been advertising man- 
ager of the company for some time 
previous to his new appointment. 
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Jobbers Active in Associations 

Geo. W. Bishop, treasurer and gen- 
eral manager of the Williamson Sup- 
ply Co., Williamson, W. Va., has 
been made a director of the William- 
son Jobbers and- Manufacturers As- 
sociation. 

Sidney Greenfield, president, 
Greenfield Electric Co., Baltimore, 
Md., attended the Kiwanis district 
convention, Oct. 22, 23, and 24, at 
Staunton, Va., as a delegate. 

A new director in the Los Angeles 
chapter of the Illuminating Engineer- 
ing Society is Mr. Oakford of the 
Graham-Reynolds Electric Co. 

Walter Wick of the Lindley Elec- 
tric Supply Co., Philadelphia, Pa., 
was elected president of the Lindley 
Business Men’s Association. 

E. C. Graham, president and gen- 
eral manager of the National Elec- 
trical Supply Co., Washington, D. C., 
has been appointed and elected pres- 
ident of the Board of Education, 
Washington, D. C. 

John T. Morgan, secretary and 
sales manager of the Charleston Elec- 
trical Supply Co., Charleston, W. Va.. 
has been elected president of the 
Charleston Chamber of Commerce. 

* * 


Schuster Has Cincinnati 
Branch 


The Schuster Electric Co., 2169 
Spring Grove Ave., Cincinnati, O., has 
opened a branch wholesale electrical 
and radio store at 412 Elm St., Cin- 
cinnati, O. The new store comprises 
two floors 90 feet deep and 20 feet 
wide, including basement. 

Theo. J. Ludeke has been appointed 
store manager. Louis Eaton and Ear] 
Hutchinson have been employed as 
salesmen. 











“The last four-some of 1925.” 
Oblinger, president, Indianapolis Electric 
Supply Co.; “Max” Spaulding, Chicago 
manager, Trumbull Elec. Mfg. Co.; Harry 


“Percy” 


Rasmussen, secretary-treasurer, Indian- 
apolis Elec. Supply Co., and Fred Weaver, 
Chicago manager, Rome Wire Co., at the 
Olympia Fields Country Club. Wonder 
what the “gent” in the background with 
the overcoat and ear-muffs thinks of ’em. 
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See What You Get 


Retail Pric 


10 No. 500 Htr. Conn. Plug $4.5 

6 No. 510Sw’dConn. Plug 4.5 

10 No. 110 App. Cord Switch 5 
10 No. 380 Triolet 

3-Way Tap 6 

25 No. 420 Attach. Plug 6 

10 No. 220 2- Way Tap a 

9 

(8) 

6 


a 


oo 


10 No. 3603- Way Tap 
10 No. 340 3-Way Tap. *.. 1 
10 No. 240 2- Way -.Tap 


RSSSSRS & 


_ ooo, 


5:No. 600 Htr: Cord Set 6 
5 No. 610 Htr. Cord Set, 

switched 7 

30 No. P-1001 Push Plates 9 

30 No. T-1101 Toggle Plates 9 
10 No. R-1201 Receptacle 

Plates 3 

10 No. R-1202 Recep. Plts. 3 

5 No. P-1002 Push Plts. 3 

5 No. T-1102 Push Pts. 3 


Total Retail Price 
You Pay 


Your Profit $40 


8888 882 





38 
88s 













VA Mr. Jobber-- This is what we are telling 
your dealers this month! 








Vou to get acquainted with the 













lere's $4.0 Pron 


in our New ReYNoTE Masterpiece 
DISPLAY UNIT SAMPLER 


O introduce the remarkable new quick-selling, profit- 

making Reynolite Masterpiece Line of molded 
electrical convenience fittings, we have made up this 
special assortment of the most popular items. 


There’s Money In It For You 


The total retail value is $100. You pay $60. Your profit is $40. 





ATTRACTIVE counter display cartons—and these beautiful 
products sell themselves on sight. They are so obviously 
superior in every way to anything on the market. Com- 


pare them! 

And The Price Is No More! 
Don’t put it off another day—get your Display Unit Sampler NOW 
and see how quickly it turns into cash profits for you. 


JOBBERS and DISTRIBUTORS! 
The new Display Unit Sampler is being offered this month to over 
36,000 dealers by advertisement and direct mail. Your dealers will want 
it! Better order one yourself NOW. 


REYN LITE DIVISION 


TRACE MARK REG. U.S. PAT. OFF. 


REYNOLDS SPRING COMPANY 


JACKSON, MICH., U.S. A. 
NEW YORK CHICAGO PHILADELPHIA LOS ANGELES 
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Chance—A Small Word 
With a Big Meaning 


(Continued from page 22) 


He sauntered into the great build- 


ing as it were no more than a 
garage. Ignoring the elevator man’s 


announcement of “going-up,’ Ruddy 
bounded up the stairs two steps at a 
time. Comin down the large hall he 
hesitated just a second before the 
office door that had the awe-inspiring 
“President’s Office” lettered 
Turning the 


phrase: 
on its frosted glass. 
knob, he passed in and was imme- 
diately greeted by an elderly clerk 
who inquired the nature of his busi- 
ness. 

Ruddy quickly explained that he 
was a salesman carrying electric 
things and would like to see the presi- 
dent as he had an important proposi- 
This clerk, a veteran in the 


Ruddy 


tion. 
concern’s service, was, as 
afterwards learned, a bit deaf. 

It happened at the time that the 
concern was receiving bids for the in- 
stallation of huge electric signs for 
all their stores, and the clerk, mistak- 
ing Ruddy’s remark about electric 
things for electric signs, hurriedly 
ushered the somewhat surprised sales- 
man into the president’s private cham- 
ber. 

Although Ruddy dashed into the 
building determined to push his way 
into the very office of the president, 
yet he was considerably taken back at 
the dispatch with which the very much 
sought-for-thing happened. He began 
wiping the cold sweat from his highly- 
colored brow. Intuitively he felt 
something was wrong. It did not 
dawn on him just what was wrong 
until he was in the office five minutes, 
during which time the hard-of-hearing 
clerk was telling the president’s secre- 
tary that he was another one of those 
electric sign salesmen come to bid on 
the contract for the signs. It was 
easy for Ruddy to overhear this, for 
the secretary had to yelt to the old 
clerk to make himself understood. 
From what Ruddy could gather by 
piecing together some of the remarks 
dropped, the highest bidder was to get 
the contract Saturday. 

After collecting all this information 
Ruddy realized that he gained the 
sanctum sanctorium of the president 
by virtue of the clerk’s deafness. His 
first thought was to make a right- 
about-face and depart with alacrity, 
but the president of the great con- 
cern beckoned a critical finger at him 





to advance inside the rail. This 
changed the entire course of his train 
of thoughts. Ruddy advancing, deter- 
mined to make the best of his predica- 
ment. A seat was drawn for him, 
while his huge satchel was brusquely 
removed from his hand. 

“Young man,” broadsided the presi- 
dent, eying Ruddy keenly, “let’s get 
to business. You were sent here on 
a certain specific mission by a certain 
concern. My time is valuable; your 
time is valuable. So we'll proceed to 
the meat of the matter.” 

This was a harsh sentence under the 
circumstances. Ruddy knew the man 
wasn't interested in his line. From 
the tidbits he picked up he knew the 
clerk and made a grievous mistake. 
He had no attempt to open his mouth, 
for he had really nothing to say on 
the evidence before him. Even if he 
had his lesson by heart, the president, 
in his desire to expedite the matter, 
would have frustrated him, for he 
drew a large piece of foolscap from 
an inner drawer, and began again: 
“First, you might as well know that 
we have three hundred stores running 
now and intend to expand until we 
reach five hundred. Second, what 
we want is an estimate on the cost of 
five hundred electric signs for these 
The signs are to go directly 
above the entrance. All our entrances 
are of course, uniform. The dimen- 
sions and other details will be found on 
this piece of paper. I have the fig- 
ures of twelve concerns already and 
intend to select the one next Saturday. 
The lowest bidder—standard house— 
who comes up to our own figures gets 
the contract. It’s a mighty big job 
for a young man like you to handle, 
but then young men are doing great 
work these days, so go to it—you may 
be the winner. There,.in a nutshell, 
vou have all the superficial details. 
Possibly you have come prepared to 
show me some figures. Well and good. 
I'll look them over. If not try and 
get vour figures in not later than next 
Saturday morning. By the way, I al- 
most forgot—what concern do you 
represent?” 

Ruddy had a well-earned repu- 
tation for being a quick thinker and a 
quick actor. After accidently getting 
into such a pickle and inadvertently 
forcing a big mogul to lay all his cards 
on the table he hadn’t the nerve to 
tell the president that it was all a 
mistake, that the deaf clerk had mis- 
understood his remarks. That, no 
doubt, would have been the proper 


stores. 
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thing to do, but Ruddy couldn’t see it 
that way. He thought such an ad- 
mission would get him the gate with- 
out any ceremony, so he decided to 
play his way out. In other words, he 
determined to assume the role of an 
electric sign salesman for the moment 
and go through a fake performance. 

With these thoughts in his mind he 
anticipated the president’s interroga- 
tion about his business connection. In 
fact, while the big man was giving the 
details Ruddy was trying to think of 
some electric sign company to attach 
himself to. So, without answering 
the question, he said, “I beg your 
pardon for a minute, but would you 
mind letting me look over the list of 
competitors who have already bid.” 

Without hesitation the president 
handed over the list. 


Ruddy had a two-fold purpose in 
making this stall. First, and foremost. 
he would have been caught cold for the 
name of his firm. Second, he re- 
membered meeting up with one Tom 
Cotter in a salesman’s club in Cleve- 
land one night several months back. 
He vaguely recollected that this 
Cotter fellow told several stories 
about his experiences as an electric 
sign salesman for a big Cleveland 
company. Ruddy was trying desper- 
ately hard to grasp the name of this 
company, but couldn’t remember it. 
However, he believed if he could con- 
centrate on the thing for a few mo- 
ments the name of the firm would 
come to him. Hence, his second 
reason for asking permission to peruse 
the list. 

Ruddy’s mind was working fast. 
Before consuming a minute at the 
paper, he was rewarded by the name 
of Cotter’s firm coming kerplunk to 
his memory. It was the Nonpareil 
Electric Sign Company. Hastily scan- 
ning the list Ruddy happily discovered 








To quote Dryden: “Sigh’d and looked and 
sigh’d again.” But you can’t blame Kirk. 
Everybody is gazing in the wrong direction 
but him. Left to right: M. F. Schaffer; 
G. H. Kirk; Dorothy Stoner; R. E. Baker, 
general manager, and Ben Swineford, all 
of The Electric Sales Co., Canton, O. 
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THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


NEW YORK 
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A WORD TO YOU SALESMEN 


Every salesman calling on Industrial 
Plants, or wherever motors are used 
knows that there is a real demand 
for motor starting switches which 
short circuit the fuses while the mo- 
tor is gaining speed. 


Wherever it is known, our-new “R. 
M.”” Type, Two Position Motor 
Starting Switch is rapidly supplant- 
ing the old type of switch, because: 

a. It is one-half the size of the 


old type. 


BOSTON 


Have you received 
your copy? 





b. It is the most rugged switch 
of its type on the market. 

c. The price is about one-half 
that of the old type. 


Industrial Plants need this switch, 
because it gives them the service 
which they require. 

The fact that it is only about one- 
half the price of others makes your 
sales a sure bet. 

Sales Data Bulletin No. 4, gives you 
large illustrations of this switch. 















CHICAGO SAN FRANCISCO 
JACKSONVILLE 
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that the Nonpareil’s bid was not 
listed. This gave him an idea that he 
calculated would allow him to gather 
himself together and gracefully take 
the air. 

Glancing over his shoulder, the 
president said: “The Elite people of 
New York have the call so far; their 
estimate is $48,800. If you are un- 
able to compete with them you're lost, 
for they have done some work for us 
and we have found it satisfactory.” 

The figures alone made Ruddy 
dizzy. Forty-eight dollars worth of 
business at the time would have made 
a hit with him. 

“Well,” he drawled, breathing easy 
at the prospect of soon getting out of 
the big fellow’s grasp, “my firm, the 
Nonpareil, of Cleveland, can go some 
under that figure—and I am sure you 
know the kind of work we turn out. I 
cannot give you an approximate figure 
until our chief engineer goes over the 
details, but I can assure you we can 
beat the Elite’s estimate.”’ 

“Good,” beamed the president, aris- 
ing; “We were wondering why the 
Nonpareil was not getting in on this 
big contract. Were you all asleep? 
Perhaps too busy.” 

“No, we were just muddled up on 


our road schedules.” 


They shook hands warmly and 
Ruddy was conveyed to the door 
where the hard-of-hearing clerk re- 
turned - his satchel with a_ smile. 
Ruddy surveyed the clerk with a look 
mingled with humor and anger. He 


had sweated painfully under the big 
man’s glare and all because this man 
next to him had a pair of bum ears. 
But, sympathy overcame him as _ he 
took his satchel. “Pretty heavy, don’t 
you think?” he said motioning to the 
bag. 

“Eh, eh, 
drink—during working hours.’ 

Ruddy laughed. Sure enough the 
fellow was hard of hearing. So, giv- 
ing the poor clerk a last glance Ruddy 


er—no, I never take a 


dashed down the stairs and out on the 
street breaking his sides laughing at 
the clerk misunderstanding him the 
second time. 

After regaining a moiety of his wits 
Ruddy leaned up against the granite 
side of another huge building a block 
above and kept scanning the sheet of 
paper containing the details of the 
five-figured contract that didn’t mean 
a darn to him. The best he could get 
out of the perusal was to mutter to 
himself something about life being a 
funny proposition. Here he was, a 


salesman looking for a few hundred 
dollars worth of business at the most, 
and, lo and behold, here was the 
nucleus of a tremendous order repos- 
ing supinely in his hand. Small 
wonder his laughing attracted the at- 
tention of the passersby. 

“It’s just like holding money that 
turns out to be counterfeit,’ he ejacu- 
lated, audibly enough for a policeman 


coming along to overhear. The 
minion of the law scrutinized the 
young man lounging against the 


building for a while, and, then, think- 
ing perhaps that all was not well, he 
advanced: ‘“‘Sniffin’ something,” said 
the officer. 

Ruddy grasped his meaning quickly, 
simultaneously coming out of the 
lethargy. He was forced by the re- 
mark to lighten up his visage with one 
of his smiles that helped earn for him 
the nickname. When he unburdened 
his mind to the policeman who listened 
attentively to tale, the latter 
stopped him as he was about to tear 


his 


up the paper, saving it was all a 
dream, 

“Don’t be a fool,” the policeman 
“You've got the best card 
After you play it then 
the if the card 
don’t clean up. Opportunity is knock- 
Go to it. You 
took a chance going into this place 


protested. 
to play vet. 
throw 


away paper 


ing at your door, boy. 


where you got that paper, vou say. 
Well, take another big chance and 
trv to sell the contract to the concern 
in Cleveland. You've got nothing to 
You don’t know why they didn’t 
Maybe 


the man commissioned to bid for them 


lose. 


send a representative here. 
is sick or something else probably 


happened to him; maybe he’s in jail. 


Maybe they'll be tickled to death to 
get it from you. You never can tell 
what’s on folk’s minds, You've got to 
get under the skin. I find it out 
in my business every day. Just like 
I thought you was one of them coke- 
eaters talking to the world at large.” 

To better impress Ruddy the officer 
gently thrust his club into the pit of 
the salesman’s stomach. “Don’t 
weaken there.” 

That vivid illustration had a re- 
juvenating effect on the salesman. 
“I’m going to take that advice, officer, 
and play the thing for a clean-up. If 
I make good I’m going to look you up. 
I’ve got your number.” 

The officer smiled benevolently at 
the quickly vanishing figure. 

Ruddy went at once to the nearest 
hotel and got the Nonpareil people on 
the long distance phone. They 
couldn’t quite grasp what he was driv- 
ing at, but asked him to come on to 
Cleveland if possible and place the 
matter before them. 


The following morning Ruddy, no 
longer carrying the satchel, entered 
the office of the Nonpareil company in 
Cleveland, and stated, as briefly as 
possible, what was on his mind. He 
withheld nothing except how he man 
aged to gain access to the president's 
private chamber. It wouldn’t do to let 
it be known that a_hard-of-hearing 
clerk was responsible. 

The Nonpareil people manifested a 
wholesome respect for the young man 
who could manuever so adroitly. They 
were greatly interested and promised 
Ruddy that they would have an esti- 
mate ready in the morning; they also 
led him to believe that they would be 
able to go under the Elite concern’s 











“Smile and the world smiles with you.” Here is a happy group of the Robertson- 
Cataract Electric Co., Rochester, N. Y. Upper row, left to right: J. Reese Place; 
Bertha Hammer; Jessie Hall; Katherine Kopke; Maud O’Connor; Flora Common; 


Hullena Hough, and W. G. Ready. 


Lower row: C. E. Schuster; E. W. Brown; 


F, N. Miller; J. C. Mock; Delma Marks, and Josephine Gleichauf. 
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It Pays To Use 


An Interchangeable Product 





PA-917 


TWO-SCREW CONNECTION 


All Arrow Porcelain Sockets have the two-screw fastening, which is 
doubly secure. There is no chance of jarring loose. Two-screw con- 
struction allows the use of the standard spring center contact insuring 
perfect lamp connection. It also permits the modern practice of 
identified terminals.as the current breaks on the center contact. The 
two-screw fastening is standard with a number of prominent manufac- 
turers which makes jobbers’ and dealers’ stocks interchangeable. 


ARROW PORCELAIN 


Arrow Porcelain is made of a special body mixture in the Arrow Porce- 
lain Plant, insuring a clear white and uniform surface. It is rich, 
lustrous and has a decidedly decorative appearance. 


ARROBELL SOCKETS 


Arrobell Sockets in pull, key, push thru and keyless types, with round 
frosted lamps, make complete fixtures in themselves which are par- 
ticularly attractive for bathrooms, kitchens, hallways, etc. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW | 


The complete line of Wiring Devices 























ARROW PORCELAIN SOCKETS 
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figures, but just how much they 
couldn’t say until they had a chance 
to cover all details. This was the 
news that most interested Ruddy. He 
had grave fears lest all would collapse 
on the two estimates. At any rate he 
arranged to spent a very enjoyable 
day. He went to the ball game, and 
in the evening the best show in town 
was none too good for him. 

Early the next morning he was 
back at the Nonpareil’s to devour the 
At a late session of the Non- 
pareil’s directors the night before 
they had come to the conclusion that 
the contract was a wonderful one 
coming in time to piece over a dull 
period. They decided that they could 
do the job for a sum between $45,500 
and $44,900, the difference to be set- 
tled as soon as one superficial detail 


news. 


was adjusted. 

Friday afternoon Ruddy was seated 
in a Pullman chair on a train en route 
to Chicago. A big black cigar had 
a place of prominence in and around 
his facial decorations. That night he 
put up at a better hotel than he ever 
had been in before. Bright and early 
Saturday morning he strolled into the 
sign company’s office again and, as be- 
fore, was met by the somewhat deaf 
clerk. The clerk 


however did not. He was of sober 


Ruddy laughed. 


mien, 

“Nobody,” he yelled at Ruddy, “can 
see the big man on Saturdays. You'll 
have to come Monday.” 

Ruddy 
awful time trying to make the clerk 
decided not to 


knew he would have an 
comprehend, so he 
valuable time. ‘Taking a cue 


what the fellow said the pre 


waste 
from 
vious time about not drinking during 
working Ruddy 
winked at the clerk, simultaneously 


hours smiled and 
extracting from his pocket a little 
bottle 
juice a brother salesman had handed 


a sample bottle of a new grape 


him on the train. It was wrapped up 
in silver leaf. “Here,” whispered 
Ruddy, proffering the bottle, ‘take 
this down in the cellar and have a 
good drink for yourself; but don’t let 
anyone see it.” 

The clerk didn’t 


what was said, but from the signifi- 


hear a word of 
cance of Ruddy’s gesticulations he be- 


came “‘wised-up” and grinned as he 
quickly dispatched the bottle in his hip 
pocket. 
Ruddy was escorted to the big man’s 


office and left there by the clerk who 


Not another word was said. 


hastily made a bee line to what Ruddy 





suspected was the shortest direction to 
the cellar. 

That very morning the Nonpareil’s 
bid was accepted, and work was 
shortly thereafter begun on the signs 
in the Cleveland workshops. Ruddy 
met the clerk as he was leaving the 
office after his morning’s interview. 
The fellow was forced to smile. 
“You're one of those smart Alec sales- 
men all right. I’ve always said that 
none of them would put anything over 
You're the first.”’ 

“Never mind,” reassured Ruddy, 
slipping a two dollar bill into his 
hand, “‘some people profit by the mis- 
takes others make. Take this and get 
yourself a good drink. You undoubt- 
edly know where to get it.” 

Back at the Nonpareil office Ruddy 
was looked upon as a hero. “We 
slipped up on that job,” said the sales 
manager, “and [I don’t think our man 
Cotter would have landed it. He was 
routed in the wrong direction. We 
owe a lot to you and we are going to 


on me. 


make a mighty enticing offer to have 
you sign up with us.” 
Ruddy was astonished at the 
amount of money he received as his 
portion of the deal, and was further 
surprised at the offer to work for the 
Nonpareil people. 

In answer to the sales manager’s 
flattering remark about the way he got 
the order, Ruddy said: “It was only 
chance. I was on the verge cf giving 
up and just took a desperate plunge.” 

“No matter,” 


was a creative 


was the retort, “there 
back of the 


plan you wanted to exhibit to the con- 


idea in 


cern, and its just such ideas as that 
that will aid you in fetching big busi- 
ness in here for us.”’ 

A happy sequel to the affair came 
Ruddy 
was back in Chicago and trailed his 
Seeing the ofh- 
cer coming along the same old beat, 


three or four months later. 


friend the policeman. 


Ruddy, looking very prosperous com- 
pared to his appearance the last time 
he was there cast himself up against 
the same granite wall again, his back 
towards the direction the policeman 
was coming. It was after business 
hours and the section was naturally 
quiet in comparison to its normal 
state during business hours. 

“Here, young man,” proclaimed the 
officer stepping up to Ruddy, ‘‘the boss 
gave orders to allow no lounging so 
you'll have to take yourself to one of 
the parks.” 

Ruddy turned around lighting up 


his face with his cheery grin. ““Don't 
you remember me, officer?” 

The officer scrutinized him closely, 
and, although he admitted being good 
at remembering faces he was clearly 
puzzled. 

“Someone I pulled I suppose,’ he 
added. 

“Yes,” Ruddy said, “someone you 
pulled out of a long sleep one day 
last summer and set on the road to big 
money. Do you remember giving a 
fellow advice here on this very spot 
to buck up and try to put through a 
deal on these people in the five and 
ten cent line down the street?” 

“Say, do I remember!’’ the officer 
“T got you now. Gosh, but 
Did you land him? 


laughed. 
yeu look great. 

Ruddy told the whole story as he 
accompanied the officer to his signal 


box. 
“And,” said the beaming sales- 
man,” I’m going to make up a little 


for the frailty of human nature. Here 
I don’t know if 
you have a family cr not. I suspect 
you have. I wanted to give you some- 
thing you could have and that would 


is a piece of paper. 


increase in value as the years went on. 

The peliceman opened up the paper 
and gasped. It was a share of stock 
of the five and ten cent concern and 
was listed on the market that day in 
four figures. He couldn’t say anything 
but grabbed the hand of the man who 
had made many thousands of dollars 
in a few months indirectly through his 


good advice. 











A few years ago a Fall picture of 
T. H. Brindley would show him crashing 
through the line of any opponent of the 
University of Wisconsin. Now he is carry- 
ing the ball for W. A. Roosevelt Co., 
La Crosse, Wis., as vice-president and gen- 
eral manager. 
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THE NEW HOME OF RACO PRODUCTS 





ANNOUNCING 


THE REMOVAL OF OUR GENERAL OFFICES 
AND FACTORIES TO THIS 


NEW BUILDING 


WHERE GREATLY INCREASED FACILITIES 
WILL ENABLE US TO BETTER MEET 
THE INCREASING DEMAND FOR 
RACO PRODUCTS 
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ROACH-APPLETON MFG. COMPANY 


3440 NORTH KIMBALL AVENUE 
CHICAGO, ILLINOIS 


POU WLMLL LL ALLL LLU LULA LLL LLL LLL 


HATTA ULELLULUvLLULLUNLLULULE 





BRANCHES 


Boston 
senesee Cleveland — 
SWITCH BOXES Detroit 


= Indianapolis 
5 OUTLET BOXES 





Los Angeles _ 
AND COVERS Miami ; 
= Minneapolis 
BAR HANGERS New York 
Philadelphi 
SET-UP BOXES / Pittsburg 
GROUND CLAMPS Portland 
Seattle 
Vicksburg 











IATA ALLL 








GOEL 





| 


LUI CULTURE 













76 THE JOBBER'SfAJSALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





EveryR. C. A. Merchant 


" 7 Realizes the Necessity of 
1 ‘| this New Filament Volt- 


e | meter that Plugs into the 
b ‘| Radiola Set. 


i | Set owners can control Rheostat adjust- 
hi fe ment with the aid of this 
ja - meter so as not to over- 
load tubes. 


The new Sterling Filament Volt- 
meter is designed expressly for 
Radiola 25 and 28. It is a meter 








that plugs into the set for con- 
trolling filament voltage. When 
a Radiola is sold to the customer 
the merchant will have no dif- 
ficulty in selling one of these 
voltmeters as well. 


It has the characteristic Sterling 
quality, well known accuracy and 
caretul calibration. It is a beau- 
tiful thing, too, and makes an im- 
pression with everyone who sees 
it. 








$7.50 List Price. 


Full nickel finish, silver etched 
dial with raised figures, put up 
in a handsome hinged box with 
go'd stamped lettering. 


THE STERLING MFG. CO. 
Cleveland, Ohio 


Filament 


Voltmeter 
No. R25-28 
































I. The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 





2. Itisthe only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 






3. Itis the only publication that is devoted exclu- 
sively to the business in which you are en- 
gaged. 






Why not take advantage of this helpful, interest- 
ing serviceP A dollar a year brings it. Subscribe 
now. 











The “Psycho-Lunarosity” of 
Salesmanship 
ae. ee 


ENTURIES ago learned men 

& discovered that the tides at sea 
were caused by the moon’s influence 
on water, and unto this day much of 
man’s seafaring activity is subservient 
to the moon. Farmers declare that the 
moon has a great influence upon crops 
—they say that root crops should be 
planted in the dark of the moon while 
those crops, the value of which is 
above the ground, as wheat and oats 
and corn, should be planted in the 
light of the moon. Now come the 
literary lights with the assertion that 
the moon wields a considerable influ- 
ence upon the products of the mind, 
the pencil and the typewriter, to say 
nothing of the eraser. It is said that 
the evaporation from the brain cells 
of writers is greater at the- full of the 
moon than at other times. If you wish 
the seed of literary endeavor or of 
plant life to grow quickly, sow as the 
moon is rising and reap when it’s full. 
The tides, the crops, and the wield- 
ers of that which is mightier than the 
sword haven’t anything on the man 
who carries an order book in one hand, 
a sample case in the other, and a 











itake cognizance of this great power. 


|}fountain pen in his vest pocket, for 


the moon exerts considerable influence 
upon him. This influence is called 
“psycho-lunarosity” which translated 
into ordinary English means, “the 
psychological effect of the moon upon 
the braincells, tongue wagging, and 
business getting ability of salesmen.” 
Every salesman who is honest with 
himself and who makes a reasonable 
effort to analyze causes and effects, 
will admit that there are certain days 
of the month on which he does busi- 
ness with greater ease than on other 
days. He may not know the exact 
cause—he may blame it on the rotten 
coffee served at the last hotel he stop- 
ped at, or think it is because he 
smoked one too many cigars before 
he retired the night before and could 
not sleep—but it is the effect of the 
moon upon his salesmanship and his 
prospect’s common sense—particularly 
the prospect. At least most salesmen 
admit that something has influenced 
the prospect when the transaction is 
not completed to the best interests of 
the salesman. The Einstein theory of 
relativity hasn’t a thing on psycho- 
lunarosity. And as soon as modern 
salesmanship and business methods 
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business will be better and easier, re- 
sulting im more satisfied customers and 
fewer discouraged salesmen. 

A‘ good almanac should be a part of 
the equipment of every salesman. Not 
only will it help him determine the 
day of the month when given the day 
of the week, or the day of the week 
when given the day of the month, but 
it will also enable him to determine 
the condition of the weather a day or 
two beforehand and to know when he 
should wear overshoes and when it is 
safe to leave his overcoat in the hotel 
lobby. Besides all of this, it will as- 
sist him to maintain a constant vigil 
over psycho-lunarosity and govern his 
business activities accordingly. 

When the moon is new, it is time to 
plant the germs of desire to purchase. 
Hence the salesman should make an 
honest endeavor to call on all of his 
customers when the moon is fresh, and 
explain the proposition. No effort 
should be made at this time to quote 
prices (if the seed of desire sprouts, 
the price will take care of itself). 

After a week of sowing the seed, 
the salesman should spend the follow- 
ing six or seven days re-calling on the 
trade to pick up the orders, which by 
this time should be ready, for, as the 
moon increases in fullness, the desire 
These first two 
the 


to possess increases. 


weeks of the lunar month are 








Here is A, J. Browning, manager of the 
Syracuse and Utica houses of the Robert- 
son-Cataract Electric Co., who deserves 
mention along with Bucky Harris and 
other young managers. Mr. Browning was 
formerly sales promotion manager at the 
Buffalo house. Al has been with the com- 
pany since his graduation, in 1922, from 
the Massachusetts Institute of Technology. 
He is proud of the fact that he started as 
shipping clerk and worked in almost every 
department. Needless to say, Al has been 
a subscriber to Tue Josper’s SALEsman 
almost from the first day he started in the 
jobbing business. We wish him every suc 
cess in his new work. 





most profitable from a selling stand- 
point. Many salesmen will admit that 
two weeks actual selling is more prof- 
itable than four weeks of mediocre 
selling. That’s why some salesmen 
work hard two weeks out of the month 
and then take it easy the remaining 
two weeks. 


When the moon has reached its ut- 
most capacity and begins to reduce, 
it is time to cease selling and start 
collecting. Collections come easier 
during a waning moon, because the 
moon’s influence is the same as it is 
in plant life—plant in the dark of the 
moon for root crops. Goodness 
knows some merchants have to dig 
like gophers to get the money to pay 
for goods previously purchased. How- 
ever, right here, let me say there is 
an exception to this rule; all sales- 
men dealing with undertaking sup- 
plies, sewer pipe and underground 
water and drain pipes, should sell in 
the dark of the moon and make their 
collections in the light of the moon. 


The first night of the new moon is 
especially auspicious for left-handed 
salesmen, for because of their left- 
handedness, they are more likely to 
view the new moon over their left 
shoulders than right-handed persons 
are, and receive the accompanying 
good luck. 

The more we delve into the psycho- 
lunarosity of salesmanship the more 
possibilities of influence we find. 
Among them are the eclipses of the 
moon. Beware of the eclipse. Never 
do business with any man on a day 
when an eclipse is due, for two rea- 
sons. first, because you have no way 
of ascertaining the exact effect the 
moon will have at that time upon 
man’s activities; and second, because 
numerous business eclipses follow a 
lunar eclipse. 


While all salesmen should govern 
their business activities according to 
the phases of the moon, they should 
be careful that they do not become 
moon-eyed while so doing. 

* * 


Jobbers Cited at Convention 

Five jobbers received public recog- 
nition before the recent convention of 
the E. S. J. A. at the Hotel Statler, 
Buffalo, N. Y., on November 19. 
William R. Herstein received the 
award for the most constructive work. 
Following are the citations: 

William R. Herstein, vice-president 
Wesco Supply Company, Memphis, 
Tenn., for many years has devoted 





much thought and time to the study 
and discussion of the problem of dis- 
tribution in the electrical industry. 
Through correspondence, in published 
articles, in conferences and in ad- 
dresses before various groups of elec- 
trical men he has worked to focus 
the attention of the industry on this 
vital economic issue in order to stimu- 
late intelligent interest and through 
analysis and argument to clarify the 
underlying principles on which en- 
lightened policy in the relations be- 
tween the various branches of the in- 
dustry must be predicated. Mr. 
Herstein’s long-continued service in 
this work was dramatically crystal- 
lized on October 1, 1924, when he 
presented before the annual conven- 
tion of the Association of Electragists 
International an address on “Distribu- 
tion from the the Standpoint of the 
Wholesaler” in which he discussed in 
detail the functional relationships of 
the electrical contractor-dealer and 
the jobber and the present conditions 
that surround them, with particular 
reference to the declared merchandis- 
ing policy of the electragists. 

John L. Buchanan, president Wesco 
Supply Company, St. Louis. during 
the year 1923 became impressed with 
the possibilities for effecting a prac- 
tical economy in the distribution of 
electrical supplies through _ better 
methods and standards of packing 
and carried out in his own business 
an analysis of unit quantities to deter- 
mine how best to serve the popular 


demand current 


as represented by 
orders. The results of the study were 
so interesting that in 1924 he extended 
the survey to embrace five jobbing 
houses in Chicago, two in St. Louis, 
two in Kansas City and three in 
Omaha. The investigation resulted in 
the development of new knowledge on 
the economies of standard units and 
their packing that made possible many 
improvements in wholesale practice 
which have been adopted and applied 
in manufacturers’ shipments to the 
jobbers. 

Robert H. Scott, assistant to the 
president Carter Electric Company, 
Atlanta, put into effect a system of 
sales co-ordination between the jobber 
and his customers that developed a 
remarkable degree of co-operation and 
an unusual amount of sales activity 
upon the part of the electrical con- 
tractor-dealer. The plan organized a 
sales program to embrace both the 
jobber and his local outlets. under the 
direction of the jobbers’ sales promo- 
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MAN-- 
OH MAN 





What a 


$$$ 
Maker! 


Yes Sir—Here’s ONE 


that will make your pockets 


iron 


“jingle again.” 


Just give this a thought—a 
standard 6 lb. 


nickel plated and carrying a 


iron, heavily 


for 
year sold at the lowest list 


written guarantee one 


price of any high grade iron. 


$3.50 


A ‘‘WOW”’ at this price 


and National Advertising to back 
it up. ‘“‘Boy’’—be on your toes 
when the bell rings, there sure 
*““NUF”’ will be a demand but as far 
as that’s concerned all SECURITY 
appliances are in demand right 
NOW, and if your house has been 
dead tell them about it. They 
want orders—tell them to stock 
the SECURITY LINE and YOU'LL 
GET THE ORDERS and that’s no 
kidding. 

Come on Jobbers, get in the 
SECURITY “Band Wagon” and 


ride to Sales expansion in 1926. 


SECURITY ELECTRIC MFG. CO. 
2935 Canton Street, Chicago 


Security 


HEATING APPLIANCES 























tion men, who set up a progressive 
schedule of advertising and selling 


|that tied up every dealer and con- 


tractor on a definite basis and made 


| him a participant in a broad campaign 
_of market building in which the manu- 


| in step. 


facturer, jobber and dealer were all 
The service was co-operative 


in character, but above all a demon- 


| stration of the broader function and 


opportunity that awaits the jobber 
who is willing to make a merchandis- 


_ing institution of his business rather 


than merely a combination of ware- 


| house and sales office. 


Sylvester C. Greusel, president GQ 


| Electric Company, Milwaukee, being 


convinced of the practical value and 
importance of establishing a more 
general use of the Associaticn of 


Electragists’ standard accounting sys- 
| tem for contractors and dealers, with 
'the co-operation of the jobbers of 
| Milwaukee established a fund to assist 


| and, 


the local contractor-dealers in instal- 
ling this accounting system, enlisted 
a large number of them in the move- 
ment, employed an accountant to 
supervise and audit their accounts 
supported by a campaign of 


_educational advertising, carried the 


_work along until, 


| 


| Electrical Supply Company, 


of the 
‘that they 


conscious of its 
value to them, the contractor-dealers 
themselves assumed the expense. As 
a result the prosperity and credit 
standing of the Milwaukee contractor- 
dealers has been greatly improved. 
William A, Requa, president Requa 
Roches- 
ter, N. Y., seeing the desirability of 
encouraging his contractor-dealer cus- 
tomers to attend the annual convention 
Association of Electragists, 
might be benefited by a 
broader viewpoint and become more 
prosperous, conceived the idea of as- 
suming responsibility as a jobber for 
financing the cost of the trip by insti- 
tuting a small monthly charge to the 


/customer’s account and impounding 


| the money to be paid over in time to 


meet the expenses of the convention. 
In this way he made it easy for addi- 
tional contractor-dealers to participate 


in the national association activities 


'and increased the number in attend- 


ance. 
* * * 
A Suggestion to the Salesman 
Thomas G. Grier, western manager, 
Harvey Hubbell Inc. has some sound 


|advice for salesmen in the following 
/comment. 


Early in my entrance into the elec- 


| trical field, an old salesman who had 





been a success advised a number of 
us in a convention to make the habit 
of remembering all those with whom 
we came in contact so that we could 
call them by name, but he added do 
not make the mistake in thinking that 
everyone will remember your name. 


Men may pride themselves on their 
memory, but as thy grow in responsi- 
bilities they forget names; especially, 
if they do not bring up associations 
that identify individuals. So never 
approach a man you know with the 
salutation, “You do not remember 
me?”, but rather say, “How do you 
do, Mr. Jones. I am John Smith of 
the X. Y. Z. Company.” In fact 
said the old timer never fail to men- 
tion your own name and your connec- 
tion. This said he is good convention 
advice and can be used at almost any- 
time. 


The man who thinks he is big 
enough to have everyone remember 
him is an egotist and not a salesman. 

* & & 


Southern New England Has 
Good Year 


The year 1925 has been one of ex- 
pansion for the Southern New Eng- 
land Electric Co., of Connecticut. 
Practically every department has 
shown a gratifying increase in busi- 
ness, according to President Joseph 
R. Spurr. Not content with increas- 
ing the business at the Hartford, New 
Haven, and Waterbury houses, it has 
been necessary to open a_ branch 
house at Bridgeport and plans are 
now completed to open a house at 
Stamford as soon as possible. Thus 
the company is beginning to realize 
the goal expressed in its slogan, “We 
Cover Connecticut.” 

Mr. Spurr keeps in intimate touch 
with affairs at all four houses. It is 
his belief that jobber’s salesmen can 
be most efficient and the trade best 
served by a jobber who does business 
enough to maintain local warehouse 
stocks at large business centers. The 
trade in Connecticut demands service 
and the Southern New England Elec- 
tric Co. answers that demand by hav- 
ing large and complete stocks at many 
shipping points in that relatively 
small state. 

Radio sales have been heavy, and 
only one line of sets and tubes is 
handled. -A radio service man, A. B. 
Brown, with headquarters at Hart- 
ford, spends practically all of his 
time assisting dealers in making serv- 
ice tests and small repairs. 
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°° DREADNAUCHT 
PORTABLE CORD 


y 
| , Dreadnaught Portable Cord is heavy, it's thick and it's 
' | tough. It weathers the hardest knocks, successfully. 
In construction work, in mines, in factories, every- 
where—wherever there's necessity for a_ rubber- 


covered portable cord “that can take it’ you'll find 


nimiiites Dreadnaught giving the best service. 


It's Right Dreadnaught can be kinked, it can be tied in knots, 
pounded, run over continuously and “rough housed” 
in general and yet be on the job delivering 100% 
service. 


Dreadnaught has a thick, tough rubber cover which 
has been applied under enormous pressure over the 
double twisted conductors. The conductors them- 
} selves are insulated with a 1/32 inch wall of high- 
| grade seiviceable rubber. One red to show polarity 


and the other black. 


For heavy duty work Dreadnaught 1s your quickest and best 
selling portable cord. 


INDIANA RUBBER & INSULATED WIRE Co. 





CHICAGO JONESBORO, INDIANA NEW YORK 
MARQUETTE BLDC. Kansas City, Mo., Wa'ter |. Ferguson & Co. THE THOMAS & BETTS CO. 
208 Baltimore Bidg. 63 Vesey St. 
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Picea 
CONDUIT 


you never get “kicks” about 

burred conduit ends, or dam- 
aged or enamel-choked threads 
when you're selling WEDGE- 
PROTECTED CONDUIT. The 
Wedge Thread Protectors — 
placed on the ends by the manu- 
facturer before enameling process 
—insure your customers’ threads 
being as perfect as when first cut. 


Used by 
Leading Manufacturers 


THE “HOW and WHY’ 


TheWedge Thread 
Protector consists 
of a slightly taper- 
ed metal cap with 
shoulder to protect 
first thread 


—and a specially 
formed paper cush- 
ion, placed on con- 
duit end. Overthis, 
the self-clamping 
cap is driven 


—by the manufact- 
urer when threads 
are cut, thus pro- 
tecting them dur- 
ing enameling and 
transit. 


Thus protected, it 
can be stacked ver- 
tically in stock- 
room, thus saving 
storage space for 
you and your cust- 
omer. 





wi eed: 
ee= 


Though easily ap- 
plied, it cannot be 
jarred loose or 
shaken off 


“—pbut is instantly 
released by a half- 
turn of a Stillson 


—revealing the 
threads as perfect 
as when first cut— 
ready for use 
without chasing. 


THE WEDGE THREAD 
PROTECTOR CO. 
1965 E. 66th St., CLEVELAND, 0. 
































“Duke” Smith Still Covering 
the East 
Dear Phil:— 

Well, I was just getting warmed up 
in Philadelphia when I remembered I 
had a date in New England to see how 
they were stacking up, so I left sooner 
than I expected, although I had made 
the rounds thoroughly. Before I left 
I went back to Western Electric to see 
A. L. Hallstrom. By the way, he has 


| been with the Philadelphia house 20 


| years, going some, eh? 





There wasn’t 
much news there, except that Andy 
Martin did a lot of swimming last 
summer. On the way out I saw Miss 
Elizabeth Wunderla, Western’s op- 
erator, and she asked me what Legion 
Post I belonged to. I told her Quentin 
Roosevelt, and she said: “I’m a mem- 
ber of Post 50, Philadelphia.” Yes, 
sir, she was a Yeomanette, and proved 
it with a wicked salute. 

I couldn’t head north without visit- 
ing Washington and Baltimore. I 


| wanted to get a look at the Washington 


| was lost on the World’s Series. 











ball park so I could see where my coin 
I must 
of walked under a ladder or some- 
thing, as I found the railroads all clut- 
tered up with football players and 
cheer-leaders, so I slept in my first up- 
per since July 27, 1916. How’s that 
for a record? The Jinx rolled right 
into Washington with me—we brought 
them an awful snow storm the night 0! 
October 30, but, thank Heaven, they’ll 
never know who caused it. 

The next day was Saturday, and 01 
my way to the jobbers I took a picture 
of the Capitol up Pennsylvania ave- 
Right away the old camera laid 
down like a tired mule—quit cold on 
Sure enough, I found out that 
Mr. Volstead was inside the Capitol 
when I took the picture. G-r-r-r‘r! I 
finally found a Ford service station 
and they fixed the camera, then I went 
over to H. C. Roberts Electrical Sup- 
ply Co., just in time to get in on a lot 
of fun. J. F. Myers, the manager, 
together with E. C. Lease, sales man- 
ager, and the rest of the boys were 
putting A. S. (Jack) Burns on the 
It seems Jack had the boss with 
him on a trip and the breaks were bad 
for a couple of days, and they showed 
me the letter Jack sent in. It had an 
order for about $3.65 in it, and all he 
said was: “Enclosed find orders— 
damned if I can!” Many a time you’ve 
felt that way, but not being a wise- 
cracker, you coudn’t think up nothing 
like that. Jack is also offering a re- 


nue. 


me, 


pan. 


ward for the name of the bird who 
write him up as “Fat” Burns in the 
Radio Section of a Washington paper. 
The girls were afraid of Jocko, so I 
gave the monk the air and got E. W. 
Gill to pose with them. (Somehow or 
other that don’t sound just right, and 
Gill is a big guy, too. Well, let it 
ride, I ain’t going back till January.) 

Had a nice visit with T. L. Town- 
send, vice-president of the National 
Electrical Supply Co. He showed me 
a handsome announcement where Na- 
tional is opening a branch house at 
3833 South Davie St., Greensboro, 


N.C. M. F. Donohoe, a 20 year man 


with the Washington house, is man- 
ager of the branch, while W. H. 
Brewer, who has handled the affected 
territory for several years, will carry 
on in the field. This reminds me that 
Mr. Townsend himself was about the 
first electrical salesman in North 
Carolina some 35 years ago. The com- 
pany has added four new store sales- 
Mrs. Killian deserves special 
mention because there’s not so many 
of the fair sex who know material and 
specialties. Mrs. K. had long experi- 
ence with central station and depart- 
ment store merchandising before 
landing with National. 

O. C. Eastburn, sales manager of 
Carroll Electric, gathered W. E. 
Moore, J. B. Rachner and R. E. Early 
and we all went out in the alley, to 
see if the camera was fixed or not. 
Mr, Early came to the company a few 
weeks ago. F.C. Cox was missing. 

Sales manager J. W. Reese, over at 
Doubleday-Hill, was just opening one 
of his informal Saturday sales meet- 
ings. They make ’em short, sweet and 
very mucly to the point and then they 
all make a wild break for the football 
game, like everyone else around these 
parts. This company and Carroll 
Electric are across the street from each 
other, and right next to Doubleday is 
a swell Fire Engine House. That 
ought to make it easy for them to fol- 
low the engines and sell new material 
for whatever place is burning. 


men, 


Baltimore was next on my mind, 
and, it being so close, I figured on 
spending bus fare. But the big stiff 
that drove the milk truck went and 
shoved off without me, after me slip- 
ping him cigars, ete. Oh, well, I 
would .like to of heard him when he 
came back after dark the next night 
and drove through all them broken 
bottles I scattered around his platform. 

Before I forget it, they have in 
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There is a Rome Wire for 
every industrial require- 
ment—from the bare trans- 
mission cables to the rubber 
covered wires for lower 
voltages. 


But back of each of these 


Rubber Covered Wires for Industry 


wires is the reputation of 
the Rome Wire Company 
and mills that include every 
manufacturing step f rom 
the rolling of the wire bar to 
the final operation on the 
finished product. 


ROME WIRE COMPANY 
Mills & Executive Offices: ROME. N. Y. 
Diamond Branch: Buffalo, N. Y. 


Chicago 
New York _ Boston — 14 E. Jackson Blvd. 
50 Church Street Little Building 
‘ Los Angeles 
Detroit Cleveland J. G. Pomeroy. Inc., 


25 Parsons Street 


1200 West 9th Street 


336 Azusa Street 


San Francisco: J. G. Pomeroy, Inc., 51. Federal St. 


2520 


_ ROME WIRE 
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Stranded Double Braid 
Rubber Covered Wire. 
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Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 


for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 
to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 





HEMINGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 











Baltimore the Maryland Institute of 
Electrical Jobbers, Inc., and, Phil, 


| you boys could take a few leaves out 


| of their book. 


| contractors. 


| day at the Southern Hotel. 


There’s nine of them 
in it, and it’s just for the general im- 
provement of the business in that ter- 
ritory by getting thoroughly ac- 
quainted with each other and with the 
One important thing it 
has done is to raise the credit standard 
and reduce losses and loose credit. 
The Institute meets every other Mon- 
The con- 


| tractors are invited every now and 


| then, and they reciprocate by inviting 
the jobbers to their meetings. 

Joe Cronin, sales manager of the 
H. C. Roberts Electric Supply Co., is 
president of the Institute. Henry A. 
Shepherd, of the Shepherd-Fluharty 
Electric Co., is vice-president. Sidney 
Greenfield, of the Greenfield Electric 


Co., is secretary-treasurer. You've 


| heard and read of all of these men 


many times and around the Maryland 
territory they are particularly well 
known and trusted. 

Vice-president M. J. Mullin at Lee 
Electric hospitable 
enough in spite of being snowed under, 
but for the life of him couldn’t dig up 
anything that sounded like news. I 


was certainly 


got to shake hands with Frank Gran- 
_ lund, too, so the visit was well worth 





while. 
On November 11, Armistice Day, 
they had to send reserves to the Balti- 


more Electrical Supply Co., because 
F. H. Johnson, sales manager, had a 
double celebration. He had been with 
the company just 20 years on that 
day. Laugh that off! M. I. Husted, 
the latest of Mr. Johnson’s assistants, 
has gone to the Jacksonville house. 
T. G. Hardesty, Jr., formerly with 
Carroll Electric, is established as pur- 
chasing agent of the above company. 
E. M. Wright wants to know the an- 
swer to this one: a Delaware cop 
pinching a Baltimore driver in the 
District of Columbia. Maybe I’ve got 
it twisted, but it’s a good gag anyhow. 

I found Sidney Greenfield, presi- 
dent of Greenfield Electric Co., chat- 
ting with two other famous characters. 
One of them was Jim Vaughan (nuff 
sed), and the other was W. O. Conley, 
who handles Banner lamps for the 
Allegheny division out of Philadel- 
phia. Sid Greenfield is the man who 
got the dealers to play golf with each 
other, and he has done a lot of other 
things to promote friendship among 
the electrical fraternity. He has re- 
cently taken on the Day-Fan radio 
line, and his business in general is 
good enough to require an assistant 
shipping clerk, Albert Quirk. H. F. 
De Moss is now a Greenfield execu- 
tive, vice-president, I think. 

Jim Vaughan has the same old musi- 
cal voice and his conversation remains 
interesting to the last word. W. O. 
Conley has been a grand-daddy since 























play. 


| 
“How they do it in Mexico City.” 
| ings in Mexico City. 


It is interesting to note the style of booth dis- 
The electrical show took place in one of the most beautiful government build- 
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-Unharmed by Sudden Jerks 
and Long Pulls 


Yo! Heave ho me hearties, heave ho; pull hard and strong and give not a thought to the 
rubber covered wire you're using as a rope. It’s “‘U. S."’ Royal Portable Cord and will with- 
stand the hardest tests of tensile strength. 





“U. S."’. Royal Portable Cord finds its greatest use on portable tools and machines where 
working conditions are far from ideal. Twisting, pounding, pulling or any sort of rough 
treatment fails to injure its working efficiency. 


“U. S.”” Royal Portable Cord will outwork and outlast any portable cord on the market. 
It’s construction makes this possible. Fine copper strands are covered with a cotton wrap 
over which is placed a 1/32” coating of rubber. The pair is twisted with a long staple cot- 
ton filler and covered with a thick wall of especially compounded, tough, non-absorbent 
gum rubber. 


“U. S.”" Royal Portable Cord is best to sell—it makes lasting friends and easy sales. Ask 
for full details of construction, folder and sample to help you sell. 





United States Rubber Company 


1790 BROADWAY NEW YORK CITY 

COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 
Atlanta Cleveland Minneapolis Rochester 
Baltimore Columbus New Orleans Salt Lake City 
Birmingham Denver New York San Francisco 
Boston Detroit Omaha Seattle 
Buffalo Houston Philadelphia Spokane 
Chicago Indianapolis Pittsburgh St. Louis 
Cincinnati Kansas City Portland, Ore. Syracuse 


Toledo 


Also Makers of “U. S.’? Paracore Wires and Cables 


AUGUST 
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Nowhan 


Electric Appliances 
are Christmas Season 
‘*WINNERS”’ 


Jobbers and Jobbers’ Salesman can “cash in Big” 
on these appliances for the Christmas season. 
They wiil be much in demand by both dealers 
and users. 


Here is a heater that 
gives MORE HEAT. 


The biggest value 
today—it has a 13” 
Reflector made of 


PURE copper and is 
heavily constructed. 
Dealers who want 
the best usually ask 
for “Northern.” 


ORDER NOW to 
cash in on Christ- 
mas Trade. 


















“Northern” 
The Better 
Pad. Known 
for its high 
quality and 
long service 
to all buyers. 
In demand at 
this time of 
the year. 


“Northern” Service Curling 
Irons are beautifully finished 
and are the pride of those 
who use them. Curling irons 
of this quality are always } 
appreciated gifts and dealers j 
are now in the mood to stock 

them. } 


I | 





It’s not new; five years of successful sales tells 
the story. It operates from regular lighting cir- 
cuits; weighs but 1% Ib. As durable as a reg- 
ular iron. Dealers know the value of this toy 
and are susceptible to quantity purchasing. 


Nowhem Liedrie Co. 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 





last summer (it was a girl, Phil), so 
I thought I could sell him some of my 
famous Essence of Monkey Glands. 


| But just to prove he didn’t need it, he 


hurdled the counter. W. O. is work- 
ing in concert with the Greenfield 


| company and doing a real job on 


Banner Mazda lamps. He’s the fel- 
low who makes the Nela Park outings 
a cross between joining the Elks and 
a free-for-all battle at Donnybrook 


Fair. 


I was lucky to catch the Shepherd- 


| Fluharty flock at home. J. G. Petrick, 


Jr., sales manager, has been in the 
electrical game in Baltimore since 
1913—was one of the partners in the 
old Chesapeake Electric. He was also 
a radio “gadget” in the Navy. He 


| came to the S-F organization from 


| Carroll Electric. 


| heating devices. 


The company has 
taken on four new lines, Appleton, Ilg 
fans, Bulldog switches and Simplex 
Walter Wynne is the 
new city salesman, specializing in in- 
dustrials. L. W. Alder and C. C. 
Vogel, Jr., alternate on trips. Charlie 
Vogel is widely known as a former 
Chicago Fuse man in Philadelphia. 
Young Al Gier, in the store, is a comer 
sure, if for no other reason than the 


way he meets everyone, customer, 


| salesman, friend or foe, as they come 
_in the door. Walter Schwer, Sterling 
| lamp representative, was present, but 
balked at posing for a speed picture 


with Alder breaking a 1000-watt lamp 
over his skull. 

It was a real pleasure to greet once 
more A. J. McCall, manager of West- 
ern Electric’s Baltimore house. I 
know you remember Mc’s famous 
“ringer” bowling team when he was 
manager at Columbus. Last time I 
was at Columbus they had won a sil- 
ver cup as big as a garbage can and 
the electrical gang was trying to 
poison him. Well, he has a fine crowd 
at Baltimore, and though the building 
isn’t as big as the one at 401 Hudson 


_ street, New York, the roof is just as 


good for pictures. All the boys are 
pretty good comedians on Saturday 


| P. M., but J. W. Crockett wins the 


paraffine pickaxe. He kept after C. H. 
Mohr till it developed into a regular 
Wallace Beery-Monte Blue scrap— 
when they finished all the gravel was 
in one corner. I paid my respects to 
everybody, girls and all, but when I 
took a picture of the warehouse boys, 
my knees beat six-eight. Phil, their 
driver, A. G. Jones, is nine feet high 
and built like a brick garage. 





I got a couple of pieces of unpleas- 
ant news in my mail at Baltimore, but 
I know everything will come out O. K. 
and you fellows will want to know 
about this. ‘Billie’? Bott, of Manhat 
tan, St. Louis, says the old warhors: 
Harry Hewitt, Manhattan’s Red Seal 
specialist, had to go to Christian Hos 
pital, Kansas City, for an operation. 
All the boys will pull for him, and be 
lieve me he won't stay down a minute 
longer than he has to. “Billie” writes 
the same old brilliant, classy letter sh: 
always did, Phil. She says Charli 
Cook tore the Buss lamp off the head 
of his bed one night in his sleep, put 
it to his ear and yelled: “For the 
tenth time I tell you we have no 
Radiola 25! Can’t you use a few 
heaters?” Well, the other letter I got 
was from Carter Electric Co., Atlanta, 
Ga., and it said sales manager J. J. 
Perry was undergoing an operation. 
too. J. J. is ace-high with all of us, 
and we want to be sure to congratulate 
him when he gets back on the job. 


* * * 


News From Matthews 


Word comes from the Matthews 
Electric Supply Co., Birmingham, 


Ala., that if its service has not been 
up to standard lately the alibi is in 
the fact that its “peppy” service 
manager, E. B. Grueword has been 
up in the air and its’ all about the ar 
rival of E. B., junior. 

J. Hamilton Kelly, who has been 
employed in the city sales department 
for two years, has recently been pro 
moted to manager of the department. 
Mr. Kelly has worked his way up wit: 
the organization and is capable ot 
handling the job. 

* * # 


Holt Makes Many Changes 


Announcement has just been made 
of extensive changes in the personne! 
of the Holt Electric Co., Jacksonville. 
Fla. The executives are now as fol 
lows: McPherson Holt, president; W 
G. Stedford, vice-president and treas 
urer; C. W. Wilson, secretary; O. C 
Furlong, sales manager, and J. O 
Lanham, Jr., purchasing agent. 

H. E. Waterhouse and H. G. Mong 
have resigned and are now with tl 
Florida Electrical Supply Co. 

The transfer of O. C. Furlong from 
the Miami branch to the headquarters 
at Jacksonville as manager of sales 
for the entire organization made the 
above changes possible. nl 
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Holding Their Own 


Where the holding is hard 


That Hubbard pole line hardware has become a vital 
element in the construction and maintenance of pole 
lines is evidenced by its universal usage wherever 
mechanical excellence and structural fitness is de- 
manded. 


The efficiency and permanence of pole line construc- 
tion oftentimes depends in largest measure on Guy 
Clamps, and their dependability, where abnormal 
loads are sustained, is a matter of first importance. 
Here is shown an installation of hot galvanized 


11,000 pound Hubbard Guy Clamps, holding their 


own where the holding is hard. 


The Hubbard Guy Clamp imparts that greater grip- 
ping power when you want it, and strength where 
you must have it, at points where failure means 
money. 


Why not standardize on Hubbard hardware? 


Peirce Construction Specialties and 
Hubbard Pole Line Hardware are 
carried in stock and sold exclusively 
through the leading Electrical Jobbers 





HubbDalid wacommny 


PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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Stewart on Old Mint Site 

The first public building to be 
erected by the United States Govern- 
ment was the birthplace of our na- 
tional coinage, the United States Mint. 
In reality it consisted of three build- 
ings or units. This 
structed in 1792 under the direction of 
President Washington, and was lo- 
cated in Philadelphia, Pa., which at 
that time was the capital. 


Mint was con- 


It is interesting to learn that oxen, 
horses and manual labor furnished all 
the power of the Mint prior to 1816, 
during which time it was protected by 
a lone watchman and a_ watchdog. 
Anthracite coal was used in the forges 
as early as 1793. 

In 1907, Frank H. Stewart of the 
Frank H. Stewart Electric Co., pur- 
chased the buildings and erected a 
modern six-story fireproof building, 
which is called the Old Mint Building. 
So far as is known this was the first 
time in the history of architecture that 
a new building was called an old one. 

A history of the first U. S. Mint has 
been compiled by Mr. Stewart which 
may be consulted in libraries and his- 


torical societies. 


Lectures on Lighting Issued 


The Industrial Lighting Committee 
has just issued a series of general 
lectures in an effort to better indus- 
trial lighting in factories. They are 
as follows: 

1—Radio Talk—Good Light—An 
Oil for Human Machines. 

2—Radio Talk—A New Thrill. 

3—Demonstration Lecture—Better 
Factory Lighting Pays. 

t—-Civic Club Talk—Business 
Facts of Factory Lighting. 

5—Leectures and Exhibitions— 





Graphic Lighting Charts. 
6—-Industrial Lighting 
What Price Light. 

These 
organizations working on the Indus- 
trial Lighting Activity. 

* * * 


Playlet— 


lectures are available for 


Issues New Catalog 
The Southland Electrical 
Co., Louisville, Ky., has just issued 


Supply 


its new catalog. 
* * * 


Universal Increases Warehouse 

The Universal Electric Co., San 
Francisco, Calif., has added 1500 ft. 
to its present warehouse. 














The building of the Berlin Electrical Service organization illuminated with flood 


lighting for advertising purposes. 


Germany has followed France in making use of 
electricity as an advertising medium:—Photo, Kadel & Herbert. 





G. Y. Allen Killed in Accident 


George Young Allen, who was 
among those killed in the railroad ac- 
cident, reported in another column 
November 12, was one of the rising 
figures of the radio industry. As 
technical assistant to the manager of 
the radio department of the Westing- 
house Electric and Manufacturing Co., 
he was directly concerned with many 
of the technical developments and 
commercial applications of 
particularly carrier current. 

Mr. Allen was born in Bernards- 
ville, N. J., in 1893, and graduated 
from Stevens Institute of Technology, 
Hoboken, in 1915 with a degree of 
M. E. He was engaged in research 
work for the Western Electric Co.. 
after graduation and at the outbreak 
of the war was made radio aide to the 
U. S. Navy Engineering Bureau. He 
entered the radio department of the 
Westinghouse company in 1919. 

Mr. Allen was a member of the In 
stitute of Radio Engineers, the Ameri 
can Institute of Electrical Engineers. 
the National Electric Light Associa- 
tion, and the Associated Manufac- 
turers of Electrical Supplies. 

When he met his death, he was 
returning from the Fourth Annual 
Radio Conference called at Washing 
ton by Secretary Hoover where he 
represented the Radio Manufacturing 
Industry in the design of the ‘technical 
features of the new radio law to be 
presented for congressional action by 
Secretary Hoover. 

“Mr. Allen’s death means a great 
loss to the Westinghouse Company’ 
said E. B. Mallory, manager of the 
Westinghouse radio de partment. 
“Brilliant as an engineer, indefatig 


radio, 


able as a worker, and charming per 
sonality, it will be impossible to re 
place him. His associates have been 
stunned by the news of his death, and 
expressions of grief are pouring in 
from his many friends. 
& -& * 
National Opens Greensboro 
Branch 
The National Electrical Supply Co.. 
Washington, D. C., has opened a 
branch at 333 S. Davis St., Greens 
boro, N. C. 
* * # 
Ludwig Hommel Issues 
Catalog 
The Ludwig Hommel & Co., Pitts 
burgh, Pa., has just issued its latest 
catalog, No. 466, on appliances, radio 
and meter service switches. 
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Feature 


Flood-O0-Lite Jr. 
and Color- Lites 





THE popular desire for 
beautiful attractive lighting 
effects in Christmas win- 
dows and interior displays 
presents almost unlimited 
opportunities for Jobbers’ 
Salesmen to book a good 
volume of sales during 
December on _ Flood-O- 
Lite Jr.—the Spot-Flood 
unit “That Sells”. 


The Color-Lite 





Color-Lite attachments for 
colorful lighting in show 
windows throughout the 
Holiday season will also 
be in good demand. It will 
prove profitable to feature 
both Flood-O-Lite Jr. and 
Color-Lites at this time. 


Reflector & 


Illuminating Co. 


Manufacturers and Engineers 


575 W. Washington Blvd. 
Chicago, Ill. 
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& | transmission 
' communication is possible. 


tember 25. 


BR | dent; R. 
WR i dent; C.F. 
| treasurer. 
of the Fort Wayne Radio Sales As- | 
Mr. Wusterfeld was form- | 





a 


Carrier Current Only Means of 
Communication Following 
Flood 


How communication with the out- 
side world was maintained by carrier 
current, a radio development, when a 
clcudburst and flood destroyed rail- 
road, telegraph and telephone lines at 
Wenatchee, Wash., has been made 
known in a report received by the 
General Electric Co. The carrier 
current telephone system was recently 
installed by the Puget Sound Power 
and Light Company on its high power 
electric transmission lines over the 
mountains from Seattle to Wenatchee. 
The storm did not injure the trans- 
mission lines, and it was by means of 
this new type of communication system 
that news of the disaster first reached 
the outside world. For several days 
the only messages from or to Wenat- 
chee were transmitted by this means. 


Carrier current for communication 


over electric power lines was first used | 


late in 1921, when the General Elec- 
tric Co. installed an outfit 
transmission lines of the Adirondack 


on the 


Power and Light Corporation. So 
successful was this trial of a 30-mile, 
23,000-volt line that a great many 
public utility companies in the country 
have since adopted it. The apparatus 
used is similar to a radio outfit, but 
instead of radiating waves through 


W | space in all directions, as from a 


broadcasting station, the currents are 
kept about the power lines, thus in- 


| suring privacy and direction of sig- 


nals. So long as there is a single 
current in operation, 
Ordinary 
telephone wires, many times smaller 
than high-power electric lines, are 


generally the first to suffer, as. was | 


the case at Wenatchee. 


* * * 


Independent Supply 
Incorporates 
The Independent Supply Co., Fort 


~| Wayne, Ind., was incorporated Sep- 


Following are the officers 
of the company: H. C. Wall, presi- 
W. Wusterfeld, vice-presi- 
Cornish, secretary- 
Mr. Wall is the president 


sociation. 
erly with the Manhattan Electric Sup- 
ply Co., Chicago, while Mr. Cornish 
was previously with the Wayne Radio 
Co. 
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RACINE 


Double Your 
SALES in 


1926 





“RELIANCE” 
AUTOMATIC TIME SWITCH 


And it’s the Repeat order of the 
“Reliance” Automatic Time Switch 
that will do it. 


There are no more dependable or 
more reliable switches made. The 
pene ge of construction, high 
quality materials and accuracy of 
manufacture have made these 
switches “stand out” in perform- 
ance and Service. Every switch 
is guaranteed for one year. Made 
in twelve different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. Approved by 
the National Board of Fire Under- 
writers. 


@ Usearee ry 


“RACINE” 


AUTOMATIC TIME SWITCH 


An 8-day switch made in two sizes 
10 and 20 amperes selling for $19.50 
and $23.00 list. Investigate our 
proposition, start the New Year 
right. 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1000 MEAD STREET 




























WISC. 
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A Radio Shortage 


There is no question but that radio 
and will continue to be a 
and 
most 


has been 
for some jobbers, 
for them of the 
lucrative lines which they handle. It 
seems strange, with this fact recog- 
nised generally for the past four or 
five years, that co-operative steps are 
not taken to handle the enormous de- 
mand for sets and tubes during the 
fall and early winter. Each year 
about the first of December the cry 
arises “We have the orders but can- 
not the material.” And, the 
following vear finds the same con- 
Whose 


“‘life-saver” 


most of one 


secure 


dition confronting the jobber. 
fault is it? 

Jobbers should bear in mind that 
manufacturers of any material must 
have some information, a great deal 
more substantial than “‘guess-work”’ 
upon which to base their production 
plans. The jobber is reluctant to 
place early orders of any considerable 
size with his manufacturer, at a 
time in July or August when they 
should be placed. These orders, to- 
gether with the manufacturer’s ac- 
cumulated knowledge of the industry 
and his own optimism or lack of it 
determines his regulation of produc- 
tion. 

The saturation point in radio is so 
far distant in the future that only 
the “calamity howler,” the dyed-in- 
the-wool pessimist dare voice the ex- 


pression above a whisper. A _ few 
years ago, manufacturers of watt- 
hour meters’ were _ entertaining 


thoughts of an approaching satura- 
tion point, their fears, which were 
scoffed at by public utilities and syn- 
dictates, proved groundless, and today 
their production, quite in keeping 
with the demand, exceeds the move- 
ment of meters of that period. 

Still it is found that a youthful in- 
dustry, as yet in the clothes of in- 
fancy is being labeled with a maturity 
growth before it has discarded its 
diapers. Men with vision, the seers 
of the future, appreciate to the full- 
est the wilderness which has only as 
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yet been pioneered. Radio has just 
established its outposts, and those of 
us in it today are merely Daniel 
Boone’s cutting the way to the fer- 
tile business ahead. 


Early in October, two of the big- 
gest jobbers in the middle west were 
left with profitable orders on their 
hands for radio merchandise which 
could not be handled within the time 
required to justify “jobber service.” 
Undoubtedly, it is neither stretching 
the imagination nor the facts to state 
that this condition holds true in other 
sections of the country. 


With the fullest appreciation of 
the necessity for rapid “turnover” in 
any business and particularly in the 
jobbing branch of the industry, it is 
by those concerned 
that consideration be given this prob- 
Every year there has been a 


recommended 


lem. 














Some radio fans may recall the mar-— 


velous automaton which could play a game 
of chess or checkers with expert skill and 
most of the time the uncanny piece of 
mechanism won. Now, with radio attract- 
ing the attention of nearly everybody, a 
modern version of this automaton has been 
constructed and will be shown during the 
radio shows in the exhibit of The Crosley 
Radio Corporation, of Cincinnati. Instead 


of playing checkers, this unique automaton 
will answer questions which are asked by 
those who visit the booth. The “Answer 
Man” is over six feet tall, with a head 
made of a Crosley “Musicone” reproducer 
—the face is painted on the paper cone. 





shortage of tubes. This year one 
jobber predicts the condition will 
exist the early part of December. 
Quite obviously, no one is going to 
purchase radio sets without tubes. It 
would be as ridiculous as purchasing 
a car, and storing it in one’s garage 
until delivery of the engine could be 
made. 

Good judgment is based on experi- 
ence, and experience is always a 
product of the past—not imagina- 
tion or future. The lesson has been 
learned in repetition a sufficient num 
ber of times to be considered the 
foundation of good judgment. 

If jobbers’ salesmen would reflect 
on their dealers’ demand and _ short- 
age for the previous year, if this in- 
formation were collected by the 
jobber, and if he would base his 
stock order on this advise plus a con- 
sideration of an increasing interest 
on the public’s part in radio, the 
manufacturers, buoyed up by this 
tangible display of confidence, would 
see that their production was com- 
mensurate with anticipated demand. 

ee * 


Jobbers Demand a Manu- 

facturers’ Policy 

By ALBERT B. AYRES, Eagle 

Radio Co. 

An interesting development now 
prevailing in the radio industry is the 
rapidly growing determination of the 
better class of jobbing houses to 
handle only the products of manu- 
facturers who have a stable merchan- 
dising policy. New models invariably 
attract a lively amount of interest 
and the question of discounts is al- 
ways a factor, but both of these 
phases in the business have been al 
most entirely subordinated to the 
more important query “what is th 
policy of your organization?” 

There is an old proverb that is a* 
infallible as the ancient law of th: 
Medes and the Persians, namely— 
“Only the fittest survive.” But the 
catch comes in your definition 0! 
“fittest.” Bill Kaiser, formerly of 
Berlin, thought that a great arm: 




















December, 1925 THE JOBBER’S({}SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 







Radiola 28, eight-tube 
uni -control Super- 
Heterodyne, extremely 
selective. It gives vol- 


Model 104 Loud an 
er (with an adapter), 
without batteries. With 
8 Radiotrons . $260 


Permanent 
features of 


the RCA line 


Unt-control 
ang super-heterodynes 


<M Power loudspeakers 


AC. drive 


tron. Without acces- 
sorties . $102.50 
With 5 Radiotrons 
° . $115 

These — backed by an advertising campaign greater 

than ever before —promise continuing profits in ra- 

dio to the merchants who qualify as Authorized RCA 


Dealers. 
RADIO CORPORATION OF AMERICA 


New York Chicago San Francisco 






Y Ds 





































Radiola Loudspeaker. 
Model 104, hasan 







volume and-ac 13 
delity. With i@has 25 
or 28, it operates” 
without 

60 cycle, 110.v B 
li ope circuit. all 
tu $245 









Radiola 25, a six- 
tube uni-conrrol Su- 
per-Heterodyne, that 
uses the new power 
tube. Ir has space in 
the cabinet for dry 
batteries, but can 

used (with an adapt- 
er) with Loudspeaker 
Model 104 without 
batteries. With 6 
Radiotrons . $165 
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New Radio Products, Illustrated 

























The National Carbon Co.,_Ince.. 
N. Y., announces a new “Eveready B” 
battery to be known as No. 779. This 
is designed particularly to fit the bat- 
tery compartments of certain types of 
“Operadio” and DeForest receivers. 
The voltage is 221, and dimensions 
41/,x81,x7% in. The new battery per- 
mits the use of the largest size cells 
possible in the battery compartments 
of the sets referred to. 








The Federal Radio Corp.. division 
of the Federal Telephone & Telegraph 
Co., Buffalo N. Y., is introducing a 
line of “Ortho-sonic” raido sets. The 
C-35 shown above has a seven tube 
receiver, tuned radio frequency, which 
may be used with either wet or dry 
tubes. The “High-boy” cabinet is fin- 
ished in two-tone walnut with inlay 
work. In all, eight distinct models are 
being offered. 








Above is shown the new Sterling 
tube reactivator, a product of the 
Sterling Mfg. Co., 2831 Prospect Ave., 
Cleveland, O. By burning the fila- 
ment for a very short time at a high 
temperature, followed by a lower tem- 
perature for a longer period, the tube 





is revived. Here is shown the “Uni- 
versal” tube tester, a product of the 
same company. This instrument re- 
veals the true conditions within the 
tubes. It also tests “A” and “B” 
batteries, transformers, sockets and 
circuits. 








The National Co., Cambridge, Mass., 
is manufacturing a new “Velvet” ver- 


nier condenser and dial. It has a 
grounded rotor and shielded stator. 
The rotor is of aluminum with the 
grounded end plates of special alloy. 
The stator is supported by three 
pieces of the best radion hard rubber. 
It may be used for panel or table 
mounting. 








The Remo Corp., Meriden, Conn., 
is manufacturing the “Remo” trumpet 
shown above. It has a 141% in. bell 
and is finished in mahogany and black 
with antique gold relief. The horn is 
a selected moulded composition, 








The Belden Mfg. Co., 2300 S, West- 


- ern Ave., Chicago, has developed the 


high frequency Litz wire shown 
above for winding vario couplers, 
radio-frequency transformers, etc. 








The “Wirt” radio lightning arrester, 
air gap type, is a product of the 
Wirt Co., Philadelphia, Pa. It is 
made of “Bakelite” and brass, pro- 
vided with petticoat to insure ample 
insulation, with a bracket provided for 
rigid fastening. Terminals are extra 
heavy and so designed that the aerial 
wire leading into the set may be con- 
nected to the arrester without cutting 
the wire. 
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accommodate t 





The Bradley-Amplifier is equipped with sockets that will 
he new UX tubes as well as the old tubes. No 
adapters are required for using any type of UX tube. 
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Retail Pricein U.S.A. - 
Retail Price in Canada 





$15.00 
- $21.00 












For a Reliable Resistance Amplifier 
and Make An Extra Radio Profit 


TREMENDOUS demand has been created by 
A radio feature writers in radio magazines for resis- 
tance amplifiers to replace transformer amplifiers 
in radio receivers. The idea of the resistance amplifier 
has already been sold tothe radio public. You can get the 
benefit and make an immediate profit by meeting this 


demand with the Bradley-Amplifier. 


The Bradley-Amplifier is a development of the Allen- 
Bradley Company, known the world over for superfine 
radio products. This new unit is perfect in appearance 
and performance, and with the strong Allen-Bradley guar- 
antee behind it, is the best and most profitable radio 


accessory for the dealer this season. 


Send for complete descriptive matter, today. 


SELL THE ( 


Bradley-Amplifier 


Resistance-Coupled 
PERFECT AUDIO AMPLIFIER 
> ¢ 
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‘’ The Heart 

of the 
Bradley- 
Amplifier 


UCKED away 

within the pol- 
ished bakelite base 
of the Bradley-Am- 
plifier are six incon- 
spicuous,solid mold- 
ed resistance units 
known as Bradley- 
units. 


The Bradleyunit is 
the heart of the 
Bradley- Amplifier 
because it alone can 
amplify the incom- 
ing tone frequencies 
without distortion. 
It replaces the ordi- 
nary bulky audio- 
frequency trans- 
former and elimi- 
nates the most 
frequent cause of 
distortion in a radio 
receiver. The Brad- 
leyunit cannot de- 
teriorate or change 
with age. 


ALLEN-BRADLEY CO. 


492 Clinton St. 


Milwaukee, Wisconsin 


Please send us your latest sales literature 
on the Bradley-Amplifier. We want to make 


an extra radio profit this season. 
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Tube Servicing 
Equipment— 
1926 Sales Items 


That Sell the Year Thru 
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tubes, jplate cu 
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Li. 
No. 49, Pe Price 






a 
No, 399 $8.59 “Se tubes 






Or 
$10,99""*!! tubes 





TUBE REACTIVATOR 







Renews worn out _fila- 
ments of all thoriated 
tubes. Also valuable for 
matching tubes in set. 
The meter tells when re- 
activation is necessary 
and shows amount of im- 
provement of tubes after 
treatment. 


List Price, $12.50 












THE STERLING MFG. CO. 


OHIO 
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and a_ nation rigidly disciplined 
made him fittest, but Belgium held 
him up and he’s had to change his 
viewpoint as well as his residence. 
Further back than Bill, Goliath’s ego 
made him think’ that a tin suit, 
a huge sword and an army would 
| put him at the top of the world, but 
a small boy with a sling shot knocked 
Goliath out. David and Belgium are 
symbolic of something deeper and 
unfailingly stronger than mere force. 


I do not believe the “fittest” in the 
radio industry means the firm now 
making the biggest noise. When you 
come down to brass tacks, it’s the 
radio buyer who will make the final 
decision. A man, purchasing well- 
known radio equipment that doesn’t 
give him entire satisfaction becomes 
a knocker, and a hard knocker, for 
the firm that has taken his money 
without giving him just return. Again, 
the man victimized by the lure of 
gigantic sales, is bound to tell his 
experience to his neighbors, his club 
members, the chaps he meets every 
day while commuting, and his _busi- 
ness associates. 


On the other hand, the man who 
gets into his home a receiver that 
gives unadulterated pleasure to him- 
self and family is a booster. Ile 
shows off his instrument, actually 
demonstrates it to dozens of prospec- 
tive buyers. He is the chap who de- 
cides on the fittest and his decision 
will go to the firm giving him the 
best service. 

Jobbers and dealers are finding it 
| more and more confusing every day 

to determine which lines they will 
feature. Considering the fact that 
| there are many radio receivers built 
| which can be classed as grade A ma- 
| terial, the problem is a big one. 
Hereafter the dealers and jobbers 
must be guided in their selection of 
_radio by the policy of the firm. 
the quality of their products, their 
ability to keep up production and 
last, but by no means least, the sta- 
bility of their merchandise. 

In today’s unsettled and chaotic 
market the standard of any manu- 
facturing organization must have a 
good clean-cut merchandising sched- 
ule. Then, only through the whole- 
hearted co-operation of the jobber 
and dealer can we hope to accomplish 
real worth while results in getting 
to the public an article capable of 
giving it the greatest amount of 
happiness and satisfaction. 











Se ee 


oe 


Nepetrge 








3 
bs 
Ki 
> 











December, 1925 


THE JOBBER’S(fJSALESMAN 






93 





~ 


recieral 


ll 


Ortho Son ( 





“ROUNDED. ON THE BELIEF THAT THE SALESMAN -OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


ewing to the Line! 


Federal’s Merchandising Policy has not 
been altered or modified in any way 


The Federal Merchandising Policy, an- 
nounced to the trade last August, has proved 
very successful. So liberal are its provisions, 
so complete its protection, that Wholesalers 
and Retailers alike have heartily endorsed it. 
It has not been altered or modified in any way. 


In the matter of territories, for instance, 
everyone is given an opportunity to profit to 
the fullest extent. Only one Wholesaler in 
each general marketing district is permitted 
to distribute Federal Ortho-sonic Receivers. 
This territorial arrangement allows each 
Wholesaler to realize to the full on the con- 
structive effort he puts forth. 


So, too, are Federal Retailers protected 
against excessive competition. The merchants 
sold in any one community are limited to a 
number commensurate with the characteris- 


tics of that locality, and the character of the 
stores. This policy gives Federal Retailers the 
greatest opportunity for profit and expansion. 


And just as Federal Wholesalers and Retail- 
ers are given complete protection, other pro- 
visions of our policy work for their welfare. 
They are allowed liberal discounts. They are 
backed up with an aggressive, powerful adver- 
tising campaign, and with selling helps that 
will bring business to them. 


The new Ortho-sonic Radio Receivers meet 
every public demand. In addition to distance- 
getting ability and precise selectivity, the 
Ortho-sonic receivers produce that lifelike 
tone that every radio prospect seeks. 


If you haven’t read the details of this un- 
usual proposition, so ideal from your stand- 
point, write us for a copy. 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR ct Buffalo 


Federal 


ortho-sonic 


Radio 


“Rivaled only by Reality” 
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Why 


EAGLE 


Neutrodyne 
Owners 


say 
they have 
the best 
Receiver 

on the market 








If You Sell 
the EAGLE 
You will Know 
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EAGLE RADIO CO. 


16 Boyden Place 
NEWARK, N. J. 
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The Northwest Is Out for a 
Radio Record 

The Northwest Radio Trade As- 
sociation, with headquarters at 515 
Tribune Annex, Minneapolis, is 
thoroughly sold on the proposition 
that when the smoke clears away for 
1925, the largest percentage of in- 
crease in radio sales in any section 
of the country will have occurred in 
the Northwest in 1925. They are 
backing this statement not only be- 
cause of general conditions now pre- 
vailing in that section but because they 
have also made one of the first and 


apparently one of the most thorough 
surveys of the radio situation ever 
carried out for a specified section of 
the country. 

The general conditions that make 
radio so full of opportunity for 
jobber and dealer alike are these: 

Ist. Largest sales of crops for 25 
years in 1924. Wonderful prospects 
for 1925 crops at present writing. 

2nd. More building operations in 
progress than any time in the last 
four years. Industrial expansion 
greater at present moment than any 
time since the war. 


Estimate On 1925 Nortuwestr Rapio Business 





Potential Radio Set Market to Arrive 


Population Total at 33144% Saturation on Entire Coun- 
State 1925 Farms try and city population 
eT else Se 646,806 57,677 48,120 
No. Dakota .... 686,424 77,690 45,761 y : 
So. Dakota 0... 666,380 74,687 44,425 ws Depa —_ 
Minnesota ....................-. 2,568,550 178,478 170,908 ee - J iri 
Wis. (27 counties)........ 664,008 55,388 44,267 eee eS ae 
Mich. (16 counties) ........ 310,000 25,882 20,666 ole < 
Iowa (42 counties)........ 855,383 71,277 57,022 : 
Wyo. (15 counties)........ 290,000 24,166 19,333 

6,682,501 565,090 445,497 


1. 200,000 radio sets already in use in 
the Northwestern territory. 

1,554,070 homes in the Northwest at 
average of 4.8 persons to family. 


8. 18% Saturation now reached in com- 
bined city and country. 
4. 18% Average Saturation estimated 


for cities in Northwest. 


5. 8% Average Saturation estimated for 
all farms in Northwest. 


6. 868,725 radio listeners at 18% Satura- 
tion. 

7. 2,227,500. radio listeners possible at 
38% Y Saturation. 

8. 75.8% of Twin City radio jobbers 
business now going into country ter- 
ritory. 

9. 50%of the larger Twin City radio 
jobbers have discontinued parts. 
200,000 homes in radius of 50 miles 
of Twin Cities, 

11. 26,000,000 total homes in U. S. 

12. 15,000,000 automobiles in U. S.—57% 
Saturation. 

18. 10,000,000 phonographs in U. S.—38% 
Saturation. 

14. 18,000,000 homes wired for electricity 
in U. S.—_50% Saturation, 

15. 4,000,000 radio sets in U. S.—16% 
Saturation. 

16. 75% of sets sold are manufactured 
sets. 

17. 16% of Farm homes wired for elec- 
tricity. 

18. 245,497 sets will be sold here in 1925, 
to reach a 8314% Satura- 
tion at average of $85.00, 
complete ...................-....----B20,867,245.00 

19. 200,000 sets now in use 


will buy an average of 
$40.00 more in 1925 on A. 
B. & C. batteries, tubes, 
loud speakers, phones, ra- 
dio magazines, replace- 
ment of sets, ete.............. 8,000,000.00 


Total fot-1006.%..........-..3 


3rd. Advertising budgets of radio 
manufacturers, jobbers and dealers 
will increase more than 200 percent 
over last year. Extremely low radio 
sales for this territory in past leaves 
practically a virgin field. 

4th. The new 5,000-watt cooper- 
atively supported Gold Medal Station 
WCCO by stepping up the quality of 
broadcasting will create a big demand 
for radio sets of quality. 

5th. The increased average radio 
sale due to more buying of complete 
sets is jumping up the sales totals. 
Farmers are buying more sets than 
parts. 

6th. A _ well-organized Northwest 
Radio Trade Association of long 
standing is creating interest through 
every available channel of publicity. 

The estimate of actual business ex- 
pected, as made after the above-men- 
tioned survey, is contained in the 
table below, which is highly interest- 
ing and instructive. More thorough 
analytical work like this is needed in 
the merchandising end of the radio 
business. When a group of competi- 
tive men can bring themselves to- 
gether as a group with associated in- 
terests, and then lay out a program 
for themselves of what to do and 
how to do it as extensive as this esti- 
mate shows, then they are going to 
be hard to beat and stand a good 
show of making good on their prog- 
nostications. 








December, 1925 











THE JOBBER'SMJSALESMAN 





95 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE jOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





— 


Simplify andi 
radio reception with 








mprove 


Balkite 





Radio Power Units 






Balkite Battery Charger 
This popular battery charger is en- 
tirely noiseless and can be used 
while the radio set is in operation. 
If your battery should be low you 
merely turn on the charger and 
operate the set. Charging rate 2.5 
amperes. Operates from 110-120 
AC 60 cycle current. Special model 
for 50 cycles. Also for 25-40 cycles 
with 1.5 ampere charging rate. 
Price $19.50 West of Rockies, $20 
In Canada, $27.50 


Balkite Trickle Charger 
Chai both 4 and 6 volt radio 
“A” batteries at about .5 amperes. 
Usable in 3 ways: (1) Asa regular 
c a low capacity stora 
battery for sets now using dry cells. 
2) ith storage battery sets of 
‘ew tu Furnishes more current 
than used by 6 dry cell or 2 storage 
battery tubes, so that if used dur- 
ing operation it need be used at no 
other time. (3) As a “trickle” or 
continuous char for sets of as 
many as 8 dry cell or storage bat- 
tery tubes. Size 5% in. long, 2% 
in. wide, 5in. high. Operates from 
110-120 AC 60 cycle current. 
Special model for 50 cycles. 
Low-capacity batteries especially 
adapted for use with this charger 
with sets now using dry cells are be- 
ing offered by practically all leading 
battery manufacturers this fall. 
Reputable manufacturers are 
offering this for use with 
this special switches which 
turn on Balkite “B” and turn off 
the charger when you turn on your 
set. This makes the current supply 
for both “A” and “B” circuits 
automatic in operation. 


Price $10 West of Rockies, $10.50 
In Canada, $15 


BALKITE BATTERY CHARGER - 


ALL BALKITE RADIO POWER UNITS ARE TESTED AND LISTED 





Balkite Radio Power Units simplify and improve 
radio reception. They reduce the amount of at- 
tention you must give your set. With their use 
your current supply is always exactly what is re- 
quired for each circuit. 


For the “A” circuit there are the Balkite 
Chargers. The advantages of the popular Balkite 
Battery Charger are obvious. Entirely noiseless, 
it can be used while the set is in operation. 


For sets of smaller“A” current requirements—any dry 
cell set or storage battery sets of few tubes—there is the 
Balkite Trickle Charger. With a low capacity storage 
battery it enables owners of sets now using dry cells to 
make a most economical installation. 


For the “B” circuit there is Balkite “B”—the outstand- 
ing development in radio. It eliminates “B” batteries 
entirely and supplies plate current from the light socket. 
Specially designed for sets of 6 tubes or less. For sets of 
6 tubes or more there is Balkite “B” II, the same pop- 
ular model offered last year. 


Notseless—No bulbs—Permanent 


All Balkite Radio Power Units are based on the same 
principle. All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out of order. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to wear out or replace. They require no 
other attention than the infrequent addition of water. 
They do not interfere with your set or your neighbor’s. 
Their current consumption is remarkably low. They 
require no changes or additions to your set. 


An “A” battery, a Balkite Charger and a Balkite “B” 
constitute a complete, trouble-free radio power equip- 
ment, one that is economical, unfailing in operation, 
and eliminates the possibility of run-down batteries. 
Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 

North Chicago, Illinois 


FAN STEEL 


Balkite 


Radio PowerUnits 


BALKITE TRICKLE CHARGER - 


BALKITE “B” - 


AS STANDARD BY THE UNDERWRITERS’ LABORATORIES 








._ 


Balkite “*B’’ 
Eliminates “‘B” batteries. Supplies 
plate current from the light socket. 
Operates with either storage bat- 
tery or dry cell tubes. Keeps “B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 

late current supply is never low. 

quires no changes or additions 
to your set. No bulbs — nothing to 
wear out or replace. Requires no 
attention other than adding water 
twice a year. 

A new model, designed to serve 
any set requiring not more than 20 
milli s at 90 volts—practi- 
cally all sets of 5 tubes or less, and 
most 6 tube sets. Size 84 in. long, 
8 in. high, 34 in. wide. Occupies 
a t same space as 45 volt dry 
“B” battery. Operates from 110- 
120 AC 60 cycle current. Special 
model for 50 cycles. 


Price $35 
In Canada, $49.50 





Balkite “*B’’ II 
The most outstanding develop- 
ment in radio last season. Same as 
the new Balkite “B’’ but will fit any 
set including those of 8 tubes or 
more. Current capacity 40 milli- 


Its. Size 9 in. high, 
6% in. wide,7% in. deep. Operates 
from 110-120 AC 60 cycle current. 
Special model for 50 cycles. 
Price $55 
In Canada, $75 


= 
The Unipower, manufacturea 
by the Gould ms Battery 


Company, is equi, with a spe- 
cial Balkite Radio } Power Unit. 








BALKITE “B” It 2 
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BECAUSE IT'S 


Easy toUse 


THAT'S the beauty about Kester 
Radio Solder—its easy to sell 
because it is ready tor use. It 
“Reauires Only Heat.”’ 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


Oia aa) 


s OER 


APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 






















Radio Book Worth Having 

“Radio Sets That Jack and Dad 
Built—and How They Built Them” is 
the title of a 48-page booklet pub- 
lished by the Hard Rubber Manufac- 
turers Division of The Rubber Asso- 
ciation of America, Inc. 

Written by M. S. Sleeper, Editor 
of Radio Engmeering and a recognized 
set building expert, the booklet de- 
and illustrates five standard 
It tells how Jack inocu- 


scribes 
“hook-ups.” 


lates his skeptical Dad with the “radio 
bug” by making a crystal set. Dad’s 


interest is aroused, he and Jack build 
first an Ambassador set, next an RX-1, 
then a Browning-Drake “Five” with 
a three-step resistance amplifier, and 
with their fina] 8-tube “Cotton” Su- 
per-hetrodyne win the prize in a radio 
set building contest. 

Besides the 
diagrams and step-by-step assembly 
instructions for each set, the booklet 
is profusely illustrated with photo- 
graphs of the different sets and con- 


wiring and schematic 


tains many helpful suggestions regard- 
ing antenna and grounds, installations, 
maintenance, and the care and use of 
dry cell and storage batteries and cur- 
rent tap devices. 

The booklet can be purchased from 
loeal radio dealers for 25 cents a copy 
or direct from The Rubber Asosciation 


of America, Inc., 250 West 57th 
Street, New York City. 
* * # 


“Plain Talk’? Makes Con- 


vention a Success 
(Continued from page 11) 


they most certainly do, then no five 
or 10 per cent is going to turn them 
away from the jobber, and no holding 
company executive is going to stand or 
would wish to stand in their way. Kut 
one thing the jobber should do—the 
jobber executive; do not leave it to 
the sales force—that is, keep in touch 
the local central station ex- 


In other words, keep your- 


with 
ecutive. 
self sold. 
Another 
had the privilege of meeting face to 


man whom the delegates 


face was H. P. Davis, vice-president 
of the Westinghouse Electric & Mfg. 
Co., the father of radio broadcasting 

-the veritable Christopher Columbus 
of this great industry. He, 
who put into operation the first broad- 
casting station that brought radio at 
bound into the com- 

While the programs 


it was, 


one amazing 
mercial world. 
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of the station that he first built now 
penetrate to the farthest parts of the 
world, and we all feel that we have a 
correct conception of radio, yet Mr. 
Davis tells us that we have as yet 
but scratched the surface of this won- 
derful thing. 

He made another significant state- 
ment in relation to who will eventually 
own the broadcasting stations. He 
says that it is his opinion that it will 
eventually be the great newspapers 
who will come to control and operate 
them. Radio fits into their scheme of 
things and will some time be a part 
of their business. Furthermore, he 
thinks that the thing that will event- 
ually be worked out to pay for radio 
broadcasting will be advertising in 
some form verv carefully worked out. 
There again the newspaper seems to 
be the logical solve the 
problem. 

Besides these two speakers there 
were several others of note who con- 
tributed to the full day’s program. 
Earl Whitehorne, commercial editor 
of the Electrical World presented the 
McGraw award to jobbers. 

Jack North of the Cleveland Elec- 
tric Illuminating Co., and president 
of the Electric League of Cleveland 


one to 


spoke upon the need and value of an 

electrical league to the community. 
Howard A. 

Electrical Merchandising took as his 


Lewis, manager of 


subject “Merchandising.” 

W. L. Goodwin, vice-president of 
the Society for Electrical Develop- 
ment, gave a complete history of the 
origin and -development of the “Red 
Seal Plan.” 











= 


Here are Tom Scoville, president, and 
K. A. Hemming, secretary-treasurer, Rock 
ford Electric Supply Co., Rockford, II. 
It took a good deal of persuasion to get 
these hard hitters to drop their work long 
enough to pose for a picture. 
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ONE Profit--Radio Products 


Our Products Are Popularly Priced--Because 
WE Do All The Work That Goes Into Them 


There are no parts makers’ profits and overhead—or other outside costs to add 
to the price of Grigsby-Grunow-Hinds Radio Equipment. That's why we are able to 
sell our merchandise at considerable saving to you, and that’s why you, in turn, can 
meet the trade with attractive prices in any competition. 


Our own skilled craftsmen are all we need to rely upon for quality. They work under 
one great roof and are constantly under our exacting supervision—which insures the 
very best that it is possible to build. 


Model WG-10 Ebony Finish 


This Reproducer is as individual in its design and 
construction as a tailor-made suit. Much better than 
ordinary Loud Speakers in both tone and volume. Look 
at these advantages: 


l 
2 
3 
4 
5 
6 





Genuine Roxalin horn hydraulically pressed 







Base beautifully finished in crystalline lacquer RETAILS 
F 


. ee . Ad . OR 
Exclusive ‘“‘constant tension’’ diaphragm $ 50 
Adjustable lever volume control 12°° 
Elimination of all harsh sounds 


Perfect tone reproduction 





Eliminates Both 
“A” & “B” Batteries 


Another evidence of the advantage of one- 
profit—one degree of quality policy. A per- 
fected and reliable current supply unit! Saves 
your customers the annoyance of all 
batteries, destructive acids and their 
ills; chargers, hydrometers, etc. All 
this eliminated with the Majestic. You 
simply plug into your house current 


a 50 mi bad supply and turn switch. You will 
. 4.7 § . never go back to batteries. 






| 
€ 
Bevin: hime Me tneae Weahiie aerate nite waren i 


GRIGSBY --- GRUNOW .--- HINDS CO. 
4546 Armitage Avenue, Chicago, II|linois 


In Canada: Benjamin. Electric Mfg. Co., of Canada, Ltd., Toronto. 
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A Sure Winner 
With the Trade 


BETTER TONE, LARGER VOLUME, 
COMPACTNESS 





BODINE TWIN EIGHT COIL 


When you offer your dealers this new 
type of Tuned Radio Frequency Trans- 
former, you offer them merchandise 
they are glad to get—and push. It’s a 
money maker. And its performance is 
remarkable. 





RF. TRANSF ORMER 


The self-contained field of the Twin- 
Eight Coil prevents magnetic interfer- 
ence from other coils, condensers, tubes, 
etc. Absolutely no distortion. Also, its 
condensed field and close coupling of 
primary and secondary windings assures 
exceptional volume and clarity of tone. 
Its compactness makes it easy to as- 
semble in the set. Price each, $3.00, 


set of three matched transformers, | 
$9.00. | 








Better hea Reception 


Remarkable selectivity and distance— 


greater volume—finer tone. These are 
the big advantages of the Bodine Fold- 
ing Loop—advantages made possible by 
Bodine’s basket-weave winding and su- 
perior construction throughout. Attrac- 
tive mahogany finish and wound with 
green silk wire. Satin silver calibrated 
dial for logging, concealed hinges; fully 
collapsible, folding to fit into a box 314 
x6x18 in. Price $8.50 to $10.00. 


Bodine Electric Company 
2244 W. Ohio St. Chicago, Ills. 











| Proposed Wave-Length Change 
Revealed 


A hitherto little discussed but vastly 
important aspect of proposed wave- 
length changes was revealed at the 
National Radio Conference in Wash- 
| ingen and is now engaging the atten- 
tion of the radio industry. It was to 
this effect: that opportunist manufac- 
turers were active propagandists for 
alterations in the broadcasting wave- 
bands to permit broadcast stations to 
use as low as 150 meters—and that 
the whole process of stabilization in 
the radio industry would have been 
most seriously damaged if the idea 
had gained endorsement. 

Joseph D. R. Freed, president of 
the Freed-Eisemann Radio Corp., as a 
member of Committee No. 1, dealing 
with the Allocation of Frequency or 
Wave-Length Bands, called attention 
to the manifold dangers of the propo- 
sal, and emphasized the extent of the 
economic disturbance and the mislead- 
ing of the public that would insue if 
wave-bands were suddenly extended so 
as to include 150 meters, 

“Just think, first of all, what it 
would mean in the virtual scrapping of 
5,000,000 sets,” Mr. Freed exclaimed. 
“Thousands upon thousands’ of 
purchased _ receivers 
within the last year, and I need not 
dwell on the injustice to them that 
would be brought about by a quick 
change in broadcast wave lengths. It 
is easy to load receivers for higher 
wave-lengths but very difficult to pro- 


families have 


vide for the reception of low wave- 
lengths, meaning that nearly all the 
sets would have to be discarded.” 


“Then again,” Mr. Freed continued, 
in an interview, “it would be a great 
injustice to amateur operators at this 
time to take away their wave lengths. 

“Consensus of opinion at the con- 
ference backed the warm opposition as 
expressed by a representative of the 
leader of the amateurs, Mr. Hiram 
Percy Maxim. Besides, change would 
lead to the opening of many new sta- 
tions, which policy would not favor, in 
view of the congestion of the ether by 


so many stations sending regularly 
today. 

“Then we come to another vital 
consideration. 


The radio industry is slowly being 
stabilized after its sudden and phe- 
nomenal growth which naturally 
brought in a number of evils. When 
the manufacture of receivers began 
there were only two wave lengths for 
broadcasting, 360 and 400 meters. The 
extension of the wave bands to their 
present status meant months of re- 
search and the expenditure of millions 
of dollars by radio manufacturers in 
order that efficient apparatus to cover 
these wave lengths should be provided 
to the public at reasonable cost, and 
the public has looked to these manu- 
facturers with increasing confidence; 
likewise the manufacturers feel their 
responsibility to the public. 

What would happen if 150 meters 
were assigned to broadcasting? The 


























The New York-Chicago telephone cable has been completed at a cost of $25,000,000 
and is now in service. The cable is equivalent in capacity to 10 heavily loaded open- 


wire pole lines. 


It stretches between America’s two largest cities and through its 


complex network of branch wires serves directly the numerous communities of one 


of the most important sections of the United States. 
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New Profits tor 


Your Dealers 


Last Christmas the Jeffer- 
son Radio Tube Rejuvenator 
was unheard of. This Christ- 
mas it will bring to the radio 
dealer many dollars that 
would formerly be spent for 
other gifts. Every radio 
owner wants one and _ its 
price, $7.50 ($10 in Canada), 
represents the popular aver- 
age expenditure for Christ- 
mas gifts. 


501 So. Green Street, 





this Christmas 


The December 12th issue of 
the Saturday Evening Post 
will carry a large advertise- 
ment featuring the Jefferson 
Tube Rejuvenator as_ the 
Ideal Christmas gift. Be sure 
your dealers have some to 
show. Sold only through 
jobbers. We will fill rush 
orders promptly. Packed in 
attractive holly box. 


JEFFERSON ELECTRIC MFG. COMPANY 
Chicago, III. 


Makers also of Jefferson Radio Tube Testers, 
Jefferson Radio, Bell Ringing and Toy Transform- 
ers; Jefferson Spark Coils for Automobile, Sta- 
tionary and Marine Engines; Jefferson Oil Burner 
Ignition Transformers. 


JEFFERSON 


TUBE REJUVENATOR 


Keeps radio tubes like new 


, Patent 
Pending 








JEFFERSON 


RADIO TRANSFORMERS 





Are you getting the sales you should 
on Jefferson Radio Transformers? Our 
experience as the world’s largest man- 
ufacturers of small transformers is 
widely recognized. Our national ad- 
vertising is telling the public about 
the sweet, natural, undistorted recep- 
tion which Jefferson transformers give. 
Get your dealers to display some on 
their counter and in the window. 
They'll sell fast. 
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The much advanced designs and un- 
usual features of BLANDIN RADIO 
CABINETS at once arrest attention. 


They possess all the marks of fine 
exclusive cabinet making and our low 
cost and 100% jobbing policy make an 
attractive proposition for live jobbers. 


When you offer BLANDIN CABI- 
NETS you have something different, 
something much better and easy to sell, 
which means greater business for you 
and your dealer customers. 


We are certain our jobbers policy will 
be of extreme interest to you and will 
gladly send complete details upon re- 
quest. 


LAW WA... 
Nz 8\-, 


se 


(Patents Pending) 
Blandin Console 
75 E 





This beautiful Blandin Console is finished in a 
hands rubbed English 
Brown. It will take any panel up to 7” high 
with room for “A” storage battery, “B” and ‘‘C” 
batteries and battery charger. It is so con- 
structed as to make it possible to mount the 
panel in either a vertical or slanting position. 


lacquer-Mahogany—in 











PLE Duplex 
A The New Blandin Duplex shown 
j here takes panel 7x18, 7x21, 7x24 or 
7x26. Grooved for *” panel. Panel 
may be mounted either vertical or 
slanting. Ample room for dry batteries. Hand- 


somely finished—hand rubbed lacquer. 


Blandin Phonograph Co., Inc. 
1000 16th Street 
Racine, Wisconsin 
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opportunist manufacturers, with no 
reputation for permanent worth to 
maintain, would 
nondescript apparatus, advertising 
very likely somewhat along this strain: 
“The only sets that can bring in the 
new stations.” The sets would be made 
to sell quickly, not to serve the buyers 
long and faithfully. The result would 
be an injustice to the manufacturers 
who have invested millions of dollars 
and are giving employment to hun- 
dreds of thousands of men and women. 
These manufacturers, in radio to stay, 
would not in a day start the produc- 
tion of sets to bring in the lower wave 
lengths. 

“In justice to the public and to 
themselves, manufacturers of estab- 
lished reputation would not bring out 
new sets without spending time and 
money in additional research, so as to 
develop the finest of receivers.” 


instantly turn out 


“T am glad to state that this view 
was upheld, although the conference 
was surprised at finding one of the 
older manufacturers asking that 150 
meters should be taken away from the 
amateurs. 

“No change should be made until an 
international conference has been 
held. And that is the attitude of most 
of the delegates who met in Washing- 
ton. 

“Radio is international, What we 
do here is important to the govern- 
ments and the fans of other countries. 
Likewise we are concerned with pro- 
posed changes in wave-lengths— in 
Changes should be 
made only under international agree- 


other countries. 


ments, and with plenty of advance 
notice, in fairness to all parties and 
chiefly to the listening public. 


“Fans need not fear, therefore, that 


any revolutionary change will be 
made. 
“The Hoover Conference took a 


firm stand, and I am quite sure the | 


public appreciates that fact.” 

Serving on the Committee on Allo- 
cation of Frequency or Wave Length 
Bands are Dr. J. H. Dellinger of the 
Bureau of Standards, as Chairman, 
and, besides Joseph D. R. Freed, 
among others, are the following well 
known radio experts: 

Lt. Commander T. A. M. Craven; 
W. G. H. Finch; Dr. A. N. Gold- 
smith; V. L. Hogan; George Lewis; 
Hiram Percy Maxim, and E. C. 
Raynor. rok 


A marvelous, new aerial that is guaran- 
teed to give rr distance, easier tun- 
ing, more perfect selectivity. Consists of 
pure copper ribbon, heavily enameled, 
wound around sturdy, weather-proof rope. 
Try this new aerial for better reception. 


50 » ae | k,l 






Fits into sash as pictured. 
Made of pure copper rib- 
bon—¥% inch wide, heavi- 
<| ly enameled by special 
i.process. Triply insulated 
with waterproofed fabric. 
Thousands of users rec- 
ommend them for satisfactory service. 
Each 35c. (Unenameled—25c). 


Acorn Master Switch 


Instantly connects your battery to 
charger or battery to receiver. 


Single socket type $5.00. 
Double socket type (for use with B-elim- 


-inator) $6.25. 

| Send for circulars on Acorn Products. 

A" Write for 
Jobbers discounts Dealers 


Acorn Radio Prod. Co. 
720 W. Madison St. 
CHICAGO 





















QUALITY 


—the key to permanent and profitable patronage 


APEX Vernier Dials 


RADIO purchases are now conducted on a 
progressive basis. Buyers are constantly 
searching for improved equipment. Quality 
receives greatest consideration. Display of © 
meritorious apparatusinsures development 
of profitable trade. Apex Vernier Dials stand 
for the greatest attainable valuein dialcon- 
struction and actual delivery of satisfactory 
service. They eliminateundesirableelements 
and present outstanding improvement in 
desirable features. Make tuning positive— 
bringin ag eet number of distant stations 
—simplify logging and greatly enhance the 

auty ofanyset. Ratiol12to1. Adaptable 

to any -inch shaft. Clockwise and 
counter clockwise. 
Royal Brass Fin. 4-in., $1.50 list. 3/%-In., $1.25 list. 
Satin Silver Fin. 4-in., $1.75 list. 3/-in., $1.50 list. 
De Luxe Gold Plated (24K) Finish 
4-in., $2.50. list ole. $1.85 list 
APEX RHEOSTAT DIALS 
are companion pieces to APEX Vernier Dials— 
adding an atmosphere of luxury and improving 
the utility value of any set. Size, 2-in. Fits 
any %-in. shaft. Royal Brass Finish, 60c list. 
Satin Silver Finish, 70c list. De Luxe Gold 
(24K) Finish, 800 list. 
For particulars relative to un- 
usually attractive proposition 
to dealers, write 


APEX ELECTRIC 


MFG. CO. 
Dept. 1229 
1410 W. 59th St., Chicago 
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PUBLISHER’S ANNOUNCEMENT 


HE McGraw-Hill Company has purchased 

the E M F ELECTRICAL YEAR BOOK 
published by Electrical Trade Publishing Co., 
Chicago, Ill. The 1926 edition which will be 
out April 1, 1926, will be edited by the staff of the 
Electrical Trade Publishing Co. and sold by the 
staffs of both organizations. Headquarters for the 
Year Book until completion of the 1926 edition 
will be at the offices of the Electrical Trade Pub- 
lishing Co. in Chicago, but information and data 
may be secured from men of both organizations. 


There will be no change in the ownership or man- 
agement of THE JOBBER’s SALESMAN. 


ELECTRICAL TRADE PUBLISHING CO. 
53 W. JACKSON BOULEVARD 


CHICAGO 
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Creates Big Gift Sales 
Every Christmas! 


Special Features 

1. It slips on or off the 
piano in a second with- 
out the use of tools, 
cannot mar the piano. 

2. Finished in mahogany, 
ebony, or walnut. 

3. It throws a soft light 

: right on the music, 
without glare. 

4. It’s use is not limited 
to the piano. It works 
equally well on a chair 
or bed! 

It sells for 


—with a handsome profit 





Jobbers’ Salesmen should impress on dealers that few gifts can be sold 
for $5 which appeal so strongly to gift hunters who want something out- 
of-the-ordinary, and at the same time useful and attractive. 


Play-O-Lite makes a handsome gift from its smart, distinctive design and 
its natural wood finishes, even to the box that holds it! 


The price is a popular one, and the dealer welcomes the profit! 


Last minute orders will be shipped same day order is received. 


PLAY-O-LITE 


A. HALL BERRY, Sales Agent 
71-73 Murray St., New York City 












WIMNAS 
SPEAKERS 


With Concert Unit 


Large size and scientific con- 
struction of the Concert 
. Unit gives the remarkable 
tone values which, combined 
with the special amplifying 
properties of the BURNS 
horn, produce wonderful 
results. 


BURNS horn is of distinct- 
ive design with  pyralin 
flare in several handsome 
finishes. 


Prices $22.50, $25.00, 
$30.00 





A'REAL TRADE SERVICE 


Recommend the Burns Speaker for any receiving set— 
It means satisfaction to you and your trade. 


MANUFACTURER 


Sfmerican Glectric (gmpany 


STATE AND 64th STS.—CHICAGO Concert Unit 























Short Circuits _ 
By MERVIN “BUZZ” HIRSCH- 
FELD 
News Item: Public school in Ohio 
uses electrically operated map. 
B. X. Ell, the big pipe and elbow 
man from Big Bend, Indiana, when 
interviewed about this new idea, 


said: 

“The electric map is a great idea. Elec- 
tricity should be used to a greater extent 
in our schools, especially our colleges, 
Many more such improvements should be 
created. For instance: 

“Sleeping of pupils can be prevented by 
electricity. The desk of every pupil should 
be equipped with a floor tread on each 
end. When the student falls asleep, his 
head will sag to either the right or left 
side. It will gradually drop down until, 
when fast in slumber, it will reach the floor 
push on the desk. This pressure on the 
button will immediately set off an electric 
siren, waking not only the original sleeper, 
but also any others who have not yet 
reached the breaking point. 

“‘Roving Eyes,’ a common disease with 
students at examination time, must be 
cured. There is no better way than by 
electricity to stop students who have a 
friendly interest in their neighbor’s paper. 
At exam. time, along the edges of every 
desk, bright spotlights should be installed. 
If a student is suddenly stricken with an 
attack of ‘roving eyes,’ the blinding glare 
will steer his eyes back to the straight and 
narrow. 

“In conclusion, let me state that, «at 
present, I am working on a method of re- 
transmitting a shock into the arms of the 
deadly ‘spitball’ thrower.” 





DECORATED FITTINGS 

We notice that some enterprising 
raanufacturer has conceived the idea 
of a decorated switch plate to har- 
monize with the color and fittings in 
the room. How about going further 
along these lines. Here are a few 
harmonious decorations for appli- 
ances. 


Percolators: Decorated with a 
painting of appetizing crullers and 
doughnuts. 


Waffle Irons: Painted with de- 
licious ice cream in the different 
flavors. 

Griddle Irons: Finished in a sweet 
maple syrup color of a picture of a 
can of Karo syrup. 

Table Stoves: Delectable dishes 
of muffins and steak smothered in 
onions. 


ARTISTIC ILLUSTRATION 


Tony Sarg, the well-known artist, 
was employed to draw the Xmas 
displays for The Society for Elec- 
trical Development. Going in for the 
“finer arts” in electrical display may 
result in the future in having the 
nude statue of “The Thinker” placed 
in front of some famous electric 
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38 Years Experience 
Makes Every 
“DIAT RON” Dependable 


1X 1887, when Walter Armstrong began 
his career with the Swan Lamp Co., he 
started the first work on the basic princi- 
ples upon which are constructed radio 
tubes that give the best radio enjoyment. 
Present-day radio tubes were then un- 
heard of, but the development of the pro- 
cesses of producing glass bulbs, filaments, 
high vacuums and other essentials have 
been his daily experience for 38 years. 
His ability to produce tubes that are al- 
ways dependable is the result of a life- 
time’s work with such as Shelby Lamp 

and eral Minia- 
ture Lamp Division 
of General Electric. 


Nos. 201A and 240 


DIATRON No. 240 
is the only tube 
manufactured for 
the Radio Fre- 
quency side of Neu- 
trodyne and Tuned 
Radio Frequency 
Sets made before 
January 1, 1925. 


DIATRON tubes are 
also furnished in 
No. 199 with either 
Regular or Large 
Base. 

List Price, 


$4950 


EACH 





YOURS — a valuable booklet “WORTH 
WHILE FACTS ABOUT RADIOTUBES’’ 
Ask for it on your letterhead. 


Diamond Vacuum Products Co. 


4055 Diversey Ave. Chicago, Ill. 

















Nationally advertised in lead- 
ing radio and general maga- 
zines and sold only through 
the legitimate jobbing trade. 
Write for catalog. 


Lincoln Radio Corporation 


224 No. Wells St. Chicago 














power. Or, the ancient Roman Sta- 
diums may be used to show the light- 
ing effect of some outdoor reflector. 





tractors make it out we might expect 
to see some contractor in distress use 
his surplus supply of 4-inch square 
blank covers for shingles on his new 


house. 
* * x 


How A Super-Salesman 
Operates 


Buyer: Good morning, sir, what 
can I do for you? 

Super-Salesman: First, pitch that 
onion you’re smoking into the cuspi- 
dor. Whaddya think this is, a tan- 
nery? C’mon, throw it away! 

Buyer: Yes, sir, certainly, Mr.— 
ah— 

S. S. BLAHA, of the Sparkless 


Short Circuit Co., you’ve heard of 





|me. Heh! Heh! 
| Buyer: What are you selling? 
S. S.: I’m not selling anything. | 


| I’m just here to tell you what a sap 
you'd be not to stock our line. And 
| if you don’t wake up and give me an 
‘order of your own accord, that’s your 
hard luck. 

Buyer: I’m sorry, I can’t do any- 
(thing for you. 
| S. S.: W-H-A-A-A-T???? YOU 
‘can’t do anything for ME? I’m the 
one that can do something for you. Do 
you want to fail in business? Do you 
_ want to be out looking for a job? I’m 
| only doing you a favor letting you buy 
my stuff. 


that way, never mind 
‘your line. 


showing me 
Just take this signed pur- 
chase order and go as far as you 
like. By the way, I like your style, 
won't you come out to the house to- 
night? I’ve some. pre-war stuff I 
‘never open except for my best friends. 
“Duke” Smith. 


* * * 


Electrical Inspectors Meet in 
January 
The twenty-first annual meeting of 
'the Western Association of Electrical 
Inspectors will be held January 26, 27 
| and 28, 1926, at the Hotel Sherman, 
| Chicago. 
| Business sessions will be héld in the 
'morning, and the afternoons and even- 


} 
| 
| Buyer: Oh, well, if you put it 





! 


|ings will be devoted to entertainment | 


‘of considerable proportions. 


| 


heater to demonstrate its warming | 


If business is as bad as some con- - 








Reading, Mass., U. 
| Makers of Head 
| Phones, 
Speakers and 
Phonograph - 











SPEAKER 
with all the fine 
tone quality you 
have enjoyed in 
GLOBE Head Phones - 
and at a price so LOW 
it astonishes/ Judge it 


by Performance -not the Price. 
GLOBE puens pre co. 


f2> 


Loud 





LOUD SPEAKER #/2°° 
HEAD PHONES #5299 























NNOUNCING a new 

and very practical bat- 
tery connector, the Jones Cabe- 
lug consisting of a five wire 
coded cable, anchored to an in- 
sulated block, cable ends pro- 
jecting from the block serving 
as terminals for the set leads. 
The block is permanently 
mounted on the panel, or sub- 
panel, allowing the set builder 
to complete his wiring arrange- 
ment, and leaving nothing to 
connect but the battery leads. 
No binding posts required. 


Howard B. Jones 
618 S. Canal St., Chicago 
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Who uses the 


EMF ELECTRICAL 


—_ alii 
wht ‘ \. + 
SA, 
4 \ . » \ \ } 
) 








The EMF 
Electrical Year 
Book Contains 


Over 3,100 practical defi- 
nitions of electrical prod- 
ucts. 


Over 51,000 listings of 
manufacturers under the 
products they make. 


Over 7,700 company 
entries. 


Over 6,800 electrical 
trade names. 


A Geographic Section 
for locating nearest source 
of supply of any electrical 
product. 


All alphabetically ar- 
ranged—as easy to use as 
a telephone directory. 


Condensed catalog ex- 
hibits of prominent manu- 
facturers. 























YEAR BOOK 








J. M. Stephen, Secretary, 


B-R Electric Co., Kansas City, Mo. 


“We value the EMF ELEC- 
TRICAL YEAR BOOK as the 
one best electrical reference book 
that has been brought to our at- 
tention. We do not believe there 
is a day that we do not refer to it 
for information of some sort. 
Trade names, location of elec- 
trical manufacturers and details 
of their products are all found 
very readily.”—J. M. Stephen. 


Actual orders aggregating 
many thousands of dollars are 
placed by jobbers because of in- 


formation secured in the EMF— 
orders that in most cases would 
have been lost to the jobber if the 
EMF were not available. 


If you are passing up orders 
from your customers because you 
don’t know where to obtain the 
products requested—USE THE 
EMF. 


Present-day competition de- 
mands a degree of service from 
jobbers that makes a publication 
like the EMF indispensable. 


If you have a copy of the EMF use it; 
if not, get in touch with us. 


ELECTRICAL [RADE PuBLisHING Co. 


Also Publishers of The Jobbers Salesman 
53 WEST JACKSON BLVD. CHICAGO 


Whatever you want ¢oknow-if its electrical-look in che EMF 
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Who uses the 


EMF ELECTRICAL YEAR BOOK 








The EMF 
Electrical Year 
Book Contains 


Over 3,100 practical defi- 
nitions of electrical prod- 
ucts. 


Over 51,000 listings of 
manufacturers under the 
products they make. 


Over 7,700 company 
entries. 


Over 6,800 electrical 
trade names. 


A Geographic Section 
for locating nearest source 
of supply of any electrical 
product. 


All alphabetically ar- 
ranged—as easy to use as 
a telephone directory. 


Condensed catalog ex- 
hibits of prominent manu- 
facturers. 














Auld 


ELECTRICAL 
YEAR BOOK 


and how they use it 





R. W. Grosset, Sec’y. 
Colonial Electric Company, Inc., Philadelphia, Pa. 


“The EMF ELECTRICAL 
YEAR BOOK is in constant use 
by the members of this organiza- 
tion. We depend upon the EMF 
for information about things elec- 
trical,” says Mr. Grosset. 


Electrical jobbers are using over 
1000 copies of the 1925 EMF 
ELECTRICAL YEAR BOOK 
and they’re using them every day 
to get information on electrical 
products, electrical manufactur- 
ers and trade names and other 
data. 


Thousands of dollars are being 
made by jobbers through the use 
of the EMF. Hours of valuable 
time formerly spent in hunting 
for information, are now being 
saved by consulting the EMF. 
Jobbers find anything they want 
to know—if it’s electrical—in the 
EMF ELECTRICAL YEAR 
BOOK. 


The EMF is simple to use. 
Everything is listed alphabeti- 
cally, cross indexed and complete. 
Consult the EMF—you’ll profit. 


If you have a copy of the EMF use it; 
if not, get in touch with us. 


ELECTRICAL TRADE PuB.isHinc Co. 


Also Publishers of The Jobbers Salesman 


53 WEST JACKSON BLVD. CHICAGO 


Whatever you want toknow-if its electrical-look in the EMF 
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MANUFACTURERS 


NEWS 




















Williamson Handles the East 
for Chicago Fuse 

The many friends of F. L. William- 
son will be pleased to know of his 
recent appointment as eastern sales 
manager of the Chicago Fuse Mfg. 
Co., with headquarters at 71 Murray 
St., New York. This went into ef- 
fect December 1. Just previous to 
this appointment he had been for a 
year and a half sales manager of the 
Taplet Mfg. Co. of Philadelphia, but 
with his headquarters in New York. 

Perhaps most electrical people will 
think of Mr. Williamson more readily 
in relation to his position of district 
manager of the New York branch of 
the Economy Fuse & Mfg. Co. which 
he held for eight years previous to his 
connection with Taplet. 

Mr. 
farm in Mercer County, in Western 
In the early days he 


Williamson was raised on a 


Pennsylvania, 
went into the paint and hardware 
business which led him later to the 
position of field salesman with Har- 
rison Bros. of Philadelphia (now Du 
Pont). 

The the 
Chicago Fuse Mfg. Co. extends as far 
south as Richmond and Norfolk, west 
Pa., and includes, of 
New York and New 
England This 
rich hunting grounds for Williamson. 
And he is the kind to develop them 
to their He starts with a 
good-sized eastern organization which 
will be enlarged and developed under 


eastern territory of 


to Altoona, 
all the 
territory. 


course, 
comprises 


utmost. 


his able management. 





* * * 








Penn Electrical Mfg. Co. 
Changes Name 
The Penn Electrical Mfg. Co., 


Irwin, Pa., has announced that effec- 
tive October 1, 1925, the business will 
be conducted under the name of the 
Penn Electrical Co. This is a change 
in name only, ownership, organization, 
personnel, and manufacture continue 


as heretofore. 








Governor Trumbull and Gerard 
Swope Address Manufacturers 

Two very distinguished speakers 
addressed the members and guests at 
the dinner tendered by the Associated 
Manufacturers of Electrical Supplies 
at the Hotel Roosevelt, New York, 
on the evening of November 11. They 
were the Hon. John H. Trumbull, 
governor of Connecticut and Gerard 
Swope, president of the General Elec- 
tric Co. Governor Trumbull related in 
a very interesting way some of the 
experiences they are having in Connec- 
ticut in getting the state on a pay-as- 
you-go basis and in operating it along 
the lines that any successful business 
must be operated, ’ 

Mr. Swope had a very broad sub- 
ject——“The Electrical Manufacturing 
Industry.” He handled it by speaking 
upon the humanities of the business. 
Concerns even as large as the General 
Electric Co. are, after all, run by 
individuals who are subject to the 
same incentives and the same human 
impulses as individuals in a small busi- 
He made the statement that the 
electrical manufacturing business now 


ness, 


amounts in volume to about $1,200. 
000.000. 

The semi-annual and section meet- 
ings were held in New York during the 
week of November 9. H. W. Bliven 








of Harvey Hubbell, Inc., has resigned 
as treasurer and his resignation has 
been accepted by the Board of Govern- 
ors with an expression of appreciation 
for his valuable service to the Associa- 
tion during his treasurership of over 
three years. M. C. Rypinski, vice- 
president of the Brandes Products 
Corp. has been elected treasurer of the 
Association to succeed Mr. Bliven. 

It has been thought for some time 
that the Electric Power Club, the As- 
sociated Manufacturers of Electrical 
Supplies and The Electrical Manufac- 
turers Council have not only to a con- 
siderable extent been duplicating their 
efforts but also were not very clearly 
defined in the eyes of the public. 
Therefore, it is thought that the time 
has come for merging the three. Al- 
ready the boards of the three bodies 
have concurred in the move without 
dissent and a general committee has 
been appointed to bring forward a 
plan of merger. 

* * * 


Johns-Pratt Moves New York 
Office 


The New York office, eastern dis- 
trict, of The Johns-Pratt Co., Hart- 
ford, Conn., has moved its office from 
41 East 42nd St., New York, to 20 
Vesey St., Room 610, New York, ef- 
fective October 1, 1925. 
































Three “high-frequency” sales representatives of the Music Master Corporation. 
Left to right: D. D. Cleary, Minneapolis, Minn., representative; Louis Gruen, dis- 
trict manager, Cincinnati, O., office, and C. C. Cunningham, field representative of 
the Pittsburgh district headquarters. 














December, 1925 





THE JOBBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Bureau of Standards Increases 
Facilities 

To keep pace with the demands of 
he electrical industry the Bureau of 
standards is extending its facilities to 
measure potentials as high as 359,000 
volts, an undreamed of voltage only 
1 few years ago. However, long 
distance transmission power projects 
ire now planning the use of very 
high voltages, and so it has become 
necessary for the Bureau to equip it- 
self for tests in the new voltage 
range. Other work in the field of 
electricity comprises a _ considerable 
number of tests on various types of 
electric batteries, especially primary 
batteries for operating railway sig- 
nals, storage batteries for automobiles, 
and dry batteries. The circulation of 
a warning concerning the use of so- 
called “patent electrolytes’ 


, 


in storage 
batteries is another important move 
on the bureau’s part to safeguard the 
publie’s interests. 

Samples representing purchases of 
over 1,500,000 electric lamps by the 
government, were tested by the bureau 
In the radio field 
special mention is made of the trans- 
mission of standard frequency signals 
and the development of improved fre- 
queney meters both of which are the 
basis for keeping transmitting stations 


during the year. 


on their assigned frequency, a radio 
factor of great importance. An im- 
portant investigation just completed 
shows less harmful effects from high 
power broadcasting stations than had 
been anticipated. 

* * 


Four G. E. Men Killed 


Four General Electrical men were 
killed and two were injured in the 
train wreck which occurred on the 
Pennsylvania Railroad near Plains- 
boro, N. J., November 12. The dead 
include R. D. Reed, a member of the 
General Electric industrial depart- 
ment and in charge of the sale of 
clectriec are welding equipment; Mark 
A. Atuesta and Arthur W. Gross, 
embers of the manufacturing depart- 
ment, and John C. Horstman of the 
manager’s staff of the Schenectady 
plant. Among the injured were D. 
H. Deyoe of the Industrial Engineer- 
ing department of the company and 
Thomas Wry, of the Lyn River works. 

All the men had met in Baltimore 
in connection with the Inter-Works 
welding committee of the General 
Flectriec Co., and were en route to the 
Bloomfield plant when the accident 
occurred. 


Johns-Pratt Makes Territorial 
Changes 

Important changes in the personnel 
of the Johns-Pratt Co.’s district man- 
agers and salesmen has been made 
known by Mr. D. G. Phelps, gen- 
eral manager of the company. 

The eastern district is now being 
supervised by Mr. Phelps’ office in 
Hartfort, George Ingham, former 
eastern district sales manager, having 
left the company to go into business. 

R. J. Brenton, formerly with the 
Benjamin Electric Mfg. Co., has been 


made Pittsburgh district manager and | 
has under his direction the state of | 


Mr. Brenton succeeds 
George Gillingham who becomes Mr. 
Ingham’s partner in business. He will 
shortly have an assistant to work with 
and for the trade. 

Al Hanavan, formerly of the Amer- 
ica Wiermold Co., is now with the 
Johns-Pratt Co., headquarters in New 
York City. 


Pennsylvania. 


* * * 


Chicago Fuse Moves Detroit 
Office 
The Chicago Fuse Mfg. Co., Chi- 


cago, has moved its Detroit office from | 


the Transportation Bldg. to 429 


Wayne St., Detroit, Mich. 








No, no, stand back, those socks are all 
right,—it’s just Ernie Hedler (left), rep- 
resenting American Wire-Mold Co, and 
Thomas & Betts Co., and Lyle Foster of 
Cleveland, adding a little local color to the 
Electric Light Convention at Bedford 
Springs, Pa. Ernie is the popular chair- 
man of the entertainment committee. 


| 
| 














“AMERICAN Brann” 


WEATHERPROOF WIRE AND CABLES 
SY HAS NO EQUAL 





























GREETINGS 


As we trace the results of the 
closing year, there comes a feel- 
ing of gratitude to those who 
have so generously honored us 
with their business. 


We expect to continue giving the 
same good service and co-opera- 
tion during the coming year with 
the hope that we may also con- 
tinue to receive your much ap- 
preciated business. 

“American Brand’ Wire and 
Cable will maintain the leader- 
ship in QUALITY as here-to- 
fore. 
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| And Now Another Year 
Has Gone By 


Congratulations to you Jobbers Sales- 
men who have helped make this such a 
successful year for KRUSE Switch Box 
Supporting Strips and FITZ-M-ALL Out- 
let Box Hangers. 

The year 1925 is closing with a splendid 
record and we sincerely hope every one 
of you have enjoyed as happy a year as 
we have. 


FItTZ-M-ALL 


OUTLET BOX HANGER 












FITZ-M-ALL 
Trade Mark 193347 


May we be bold 
enough to ask for 
your same whole 
hearted co-opera- 
tion during 1926. 
Let’s step out and 
make 1926 the 
Biggest year we 
ever had. We can 
do it—let’s all 
TRY and TRY 
hard. 


PATENTED 


CLIP ’EM OFF, NAIL 
"EM UP-—IT’S DONE 











MID-WEST METAL PRODUCTS CO. 


Muncie Indiana 
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Made in many types and with wide range of attachment 
covers for mounting of standard makes of round Switches 
and Receptacles. 

Note the swivel cover with adjustable spread of mount- 
ing screws. Can be set in any position and nuts are held 
firmly while receptacle is being attached. 


We have a handy pocket booklet on POWERLETS full 
of selling points that you should have; write for it, we will 
be glad to send it. 


MULTI ELECTRICAL 


Manufacturing Co. 


1848 W. 14th St., 
CHICAGO, ILL. 











} 











Nicholson Wins McGraw 
Award 


The first presentation of the elec 
trical manufacturers medal and purs« 
under the James H. McGraw award 


was made at the annual banquet of 


the Associated Manufacturers of Elec 
trical Supplies. Samuel L. Nichol- 
son, assistant vice-president of the 
Westinghouse Electric & Mfg. Co.. 
New York, received the medal and 
purse in recognition of the many years 
devoted to promoting the’ idea of a 
standard electrical ordinance that, 
adopted by municipalities, would es 
tablish uniformity in inspection re- 
quirements in harmony with the Na- 
tional Electrical Code and the Na- 


_ tional Electrical Safety Code. 


Certificates of honorable mention 


| were extended to C. A. Bates, electri- 


cal engineer, Bryant Electric Co., 
Bridgeport, Conn., and Thomas E. 
Barnum, chief engineer, Cutler-Ham 
mer Mfg. Co., Milwaukee, Wis. Mr. 
Bates through his tireless and con 


| scientious service as chairman of the 





standards committee of the Associated 
Manufacturers of Electrical Supplies 
has been responsible in a large meas- 


| ure for the great progress that has 


been made in the last two years in 
the development of standards in the 
manufacture of electrical supplies. 
Mr. Barnum as chairman of the cas- 
ualty and fire-prevention committee 
of the Electrical Manufacturers’ 
Council, has been an outstanding fig- 
ure in the development, the defense 
and the promotion of the National 
Electrical Safety Code, this being an 
important function of this committee. 
In recognition of these constructive 
contributions to the 
the electrical manufacturing industry 
the certificates of honorable mention 
were awarded these men. 


advancement of 





















For the benefit of go-getters who have 
never called on General Electric Co.. 
Schenectady, N. Y., this handsome edific« 
houses the had te offices of the com 
pany. In spite of the impressive exterior 
you will find them very pleasant on the 
inside. In fact, they seem unusuall) 
anxious to see that every salesman reaches 
his upstairs destination as soon as possible 
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New Electrical Products, Illustrated 








The Bleadon-Dun Co., 213 S. Peoria 
St., Chicago, is manufacturing the 
“B-D Thermic” lamp shown above. 
This lamp is designed to furnish heat, 
by means of radiation, to relieve 
pain. It is made in two sizes. 














Reflector & Illuminating Co., Chi- 
cago, has placed upon the market the 
new “Kas-Lite” 
which is finished in statuary bronze 
color to harmonize with the popular 
finishes of wood and metal. Reflector 
is of stipple finish, which eliminates 
volume of uniform light directly upon 
the display. 








The new “Whirldry” washer is a 
product of George W. Dunham Corp., 
Utica, N. Y. It has a double washing 
action, the water being forced through 
the clothes and at the same time a 
circulating water feature increases the 
cleansing effect. It has a highly bur- 
nished and lacquered copper body, a 
white enameled top and is equipped 
with a Westinghouse 14 H.P. motor. 





unit, shown above, 
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Harvey Hubbell, Inc., Bridgeport, 
Conn., announce the new 30 ampere 
polarized flush receptacle illustrated. 
The body of this receptacle is of 
rugged construction and is made 
throughout of a special black porce- 
lain, the face of which is finished 
with a clean black glaze. Support- 
ing lugs are of heavy metal, and have 
mounting holes suitably spaced to 
fit a standard two-gang outlet box 
2 in. deep or over. Terminals springs 
are of heavy phosphor bronze, and 
entrance slots, to receive cap blades, 
are arranged to prevent the reversing 
of polarity, 








James H. Betts, Inc., New York, is 
manufacturing a “Flasher” which will 
handle either 1100 or 2200 watts in 
single or double circuit. It is adapt- 
ed for either on or off or alternat- 
ing circuit effects on A. C. or D. C. 
It is called the “Flip-Flop Flash-o- 
lite” thermostatic flasher. 








The Connecticut Electric Manufac- 
turing Co., Bridgeport, Conn., has 
just placed on the market its new 
No. 1025 “Double-it” tap the purpose 
of which will be to turn a single con- 
venient outlet into two, The new 
Connecticut No. 1025 is made of 
brown Bakelite and will fit any stand- 
ard convenience outlet. 








The American Wiremold Co., Hart- 
ford, Conn., is introducing its new 
“Wire-mold” fitting No. 5735 distribu- 
tion box. It is designed for distribu- 
tion of branch cfrcuits of ““Wiremold,” 
but is also equipped with screw holes 
in the cover to permit the mounting 


‘ of any device which may be hung on 


a 31, or 4 in. box. 











One of the products of the Frank 
E. Wolcott Mfg. Co., Hartford, Conn., 
is a soldering iron with a nichrome 
heating element. The length is 134. 
in. with a 6 ft. rubber covered cord 
and attachable cord. 








“Attachette” is a new development 
in portable lights. It is manufactured 
by the F. W. Wakefield Brass Co., Ver- 
milleon, O. It is a clamping bracket, 
the clamp which is ornamental fastens 
to furniture with a wing nut and 
holds a graceful bracket arm by 
means of a_ bali-and-socket joint. 


This bracket “attaches anywhere, any 
place” and has a maximum range of 
adjustment. 
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New Electrical Products, Illustrated 











The Electric Door Corp., Ithaca, 
N. Y., is manufacturing an electric 
door for garages. ‘The pressure of 
a finger on a push button in the 
garage open or closes the doors. The 








weight of the car on an iron plate 
in the driveway acts as a push but- 


ton to open or close doors when the 
driver is in the car. 





The Reynolds Spring Co., Jackson, 
Mich., is now manufacturing a line of 
electrical convenience devices known 
as the “Reynolite Masterpiece” line. 
The line includes convertible current 
taps, attachment plugs, heater connec- 
tors and heater cord sets, cord 
switches, and flush plates, Other de- 
vices are in development. 








The Signal Electric Mfg. Co. of 
Menominee, Mich., is manufacturing 
a nine-inch fan and motor which are 
mounted on a light green enameled 
steel slide’ which can be adjusted to 


the width of any window. The blades 
are brass lacquered and the fan 
operates silently and without vibra- 
tion. A hood is provided on the out- 
side as a protection in bad weather. 
Light enough for portability, but pro- 
vided with screw holes for permanent 
installation. 
















The Edison Electric Appliance Co., 
5600 W. Taylor St., Chicago, has pro- 
duced a new six-pound “Hotpoint” 
iron equipped with the “Hotpoint” 
sheath wire unit. It is of one-piece 
construction and is for laundry use. 

















a 





A lantern flashlight, something en- 
tirely new in this particular field, has 
just been placed on the market by the 
National Carbon Co. The new flash- 
light will be known in the trade as 
“Eveready” Unit Cell Lantern No. 
4753. It is of sturdy construction, en- 
tirely finished in nickel, and is square 
in form. It is about four inches high, 
nearly four inches wide, with a depth 
of a little under two inches, and is 
equipped with extension type bail 
handle, which fits firmly against the 
body of the lamp when not extended. 











Illustration shows a new method of 
“plug packing” now used by the 
Cutler Hammer Mfg. Co., Milwau- 
kee, Wis. 











A new design in_ safety 
switches is shown in the accom- 
panying illustrations. The basic 
idea is the separation of the live 
or conducting parts by an in- 
sulating shield and this feature 
combined with the new mode of 
contact make and break consti- 
tute the points of interest. It is 
claimed by the makers that ab- 
solute security in electrical 
control is obtained and this in- 
dependent of the position of the 
door. Strength is attributable 
to the straight line position of 
contact members which insures 
precision of strike into and out 
of contact by the blades and the 
impossibility of any member 
being out of true with the rest. 
Reduction in the draw of the 
arc is thereby achieved and this 
is enhanced by the double break 
construction. . 

This switch is the product of 
Super-Safety Switch Co,, 1219 
W. 108rd place, Chicago. 
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Catlin Joins Williams 

Hoyt Catlin, advertising manager 
of The Bryant Electric Co., Bridge- 
port, Conn., has resigned from that 
organization to enter the advertising 
agency business as associate and pro- 
duction manager of E. T. T. Williams 
and Associates, New York. 





Hoyt Catlin 





For ten years Mr. Catlin was en- 


gaged in the public utility field erect- 
ing and operating electric, gas and 


ice plants. Coupled with these activ- | 


ities he spent five years in the South 
developing new wood distillation pro- 
cesses and performing research work 
upon new fibres for paper making. 
For two years he was employed by 
The Pacific Power and Light Com- 


pany in the Yakima Valley of the | 
State of Washington, part of the | 


time as electric range specialist. 

In 1917 he was engaged by Land- 
ers Frary and Clark of New Britain, 
Conn., to develop electric ranges. He 
became connected with the Bryant or- 
ganization early in 1919 as sales en- 
gineer, and since February 1921 has 


been advertising manager of that com- | 
pany, all of whose advertising he has | 


written and directed. 
“ae oe 


Furnishes Dealers With 
Testing Board 


The H. G. Saal Co., Chicago man- | 


ufacturer of the Saal “Soft Speaker’”’ 


furnishes to each dealer along with | 


the shipment of speakers a test panel 
for comparing the reproduction of 
various speakers. This test panel is 
so made that one set and four speak- 
ers can be plugged in at once, then 
by simply turning a knob, the listener 
can shift from one speaker to another 
and actually compare the reproduc- 
tion. 


INUHLVUUUTU ILA 








Jobbers and Distributors — 
NOW being Appointed for 


“N° BRAK-uM” 


ELECTRIC SIGNS 


BUILT LIKE A BRIDGE 
Yes—You can NOW sell elec- 
tric signs, and believe us, if you : 
will, They DO SELL. A es 
Standard sizes—Standard polaoe. — 7 


Write for our special broker: 


SELL NOTHING, HANDLE “NOTH- ay bo 
ING, CARRY NO STOCK. 


Write us for further information cover- 
“McCLAIN READY TO BUILD 
. = eS 


ANY DEALE GAR > - 
CAN ASSEMBLE A SIGN VERTICAL Ee 
OR HORIZONTAL — ALL LETTERS 
AND SIGN PARTS SHIPPED 
KNOCKED DOWN READY TO BUILD 
—JOBBERS ARE SELLING THIS MA- 
TERIAL TO DEALERS PROFITABLY, “BUILT LIKE A BRIDGE” 
SO CAN YOU—WRITE FOR descrip- No- Ts UNBREAKABLE GLASS 
tive matter. TTER SIGNS 


Write for our js eh. a 
a REAL LIVE one for profits. 


ELECTRIC DISPLAY SIGNS 


OPALUME SIGN SYSTEM 


INCORPORATED 


BATTLE CREEK MICHIGAN 

















Get in line with Ettco 
Products. The contractors 
and wiremen who know 
this line thoroughly 
would use no other. Ex- 
plain the merits of Ettco_ 
Products to the rest of 

your trade. 





AUNT UUAUU LAH L 


 Ettco Quality, Service and 
Square Deal have built up a 
nationwide distribution that 
make Ettco products easy to 
buy wherever you are. 


Eastern Tube & Tool Co., Inc. 
Brooklyn, 
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Dear J. S-e3 


List prices and dis- 
counts on Emerson fans 
for the 1926 season are 
now ready. They will 
be sent you at an early 
date. 


New styles and types 
have been added to the 
line of fans with the 
S-year guarantee. A new 
and forceful advertis- 
ing campaign is now in: 
preparation. All de- 
tails will be available 
January lst. 


Tell your fan custom- 
ers to wait for Emerson 
fan data before "signing 
up" for 1926. 


Meanwhile, Emerson 
exhaust fans and motors 
are profitable lines to 
push. If you need 
standard size catalog 
pages, for your loose 
leaf catalog, showing 
latest list prices, ask 
for them. 


Remember the Emerson 
Company sells no appa- 
ratus at retail or to 
the user. This is true 
of motors and ventilat- 
ing equipment as well 
as fan motors. 

The Emerson Electric 

Manufacturing Company 

St. Louis Chicago 

New York 





BuiLT TO LAST 





! 

















When the Lights Went Out 
By A. D. CONKEY 

We had guests at the house one eve- 
ning not long ago when a fuse sud- 
denly blew out and left us in the dark. 
Followed by the customary jokes of 
the assembled family and friends I 
groped to the kitchen to get my flash- 
light. Ordinarily I see to it that a 
flashlight is well taken care of, but 
this time it wasn’t and I had to fall 


| back on matches. 


As I stumbled over a bucket and 
some other household accessories that 
one way or another always come to 
rest on cellar stairs, I wondered why 
fuses usually had to blow out when 
the house was full of guests. But 
when I bumped into one of a number 
of posts in my cellar I began wonder- 


| ing other things. Finally I located the 


cut-out box and started my search for 
the burnt-out fuse, using one match 
after another as illumination. Sev- 
eral times the match burned down un- 
comfortably close to my fingers and I 
got rid of it by flinging it away just 
before the flame actually burned me. 
As soon as I located the bad fuse and 
replaced it, the cheerfulness of the 
electric lights and the presence of my 
guests made me forget the inconveni- 
ence. 

Then some one said, “I smell smoke, 
can something be burning?” I no- 
ticed it, too, as soon as my attention 
was called to it, and I said that prob- 
ably there was something wrong with 
the wiring because the fuse had blown 
out. All present agreed with me and 
I started on the search for the fire. 
I found the smoke coming from the 
basement. Then, after a short search, 
I discovered a smothering fire located 
in a basket of clothes not far from 
the cut-out box. I knew at once that 
one of my hastily thrown matches had 
done the trick, because the clothes 
chute is only a few feet from the cut- 
out box. 

I am just an ordinary, careful man. 
I own my own home and naturally 
try to protect it against fires. I sup- 
pose everybody’s basement is full of 
rubbish that someone has never got 
around to throw out, and you hardly 
think of it as a menace, but that’s 
what it is, and then electricity has to 
be the goat. 

How many times have we all said: 
“Damn the electrician who puts his 
cut-outs and fuses in the basement.” 
We have paid for a first class job, 
too. Why do they add unnecessary 
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danger to electrical installations by 
locating fuses where a man has to 
stand on the ground or a damp floor 
when he is likely to come in contact 
with live metal parts? Why don’t 
they put them upstairs where they be- 
long and where a person can stand 
on the floor or carpet with added 
safety? 

But just the other day I was pleas- 
antly surprised when I discovered that 
the Mutual Electric & Machine Co. 
of Detroit, Michigan, were placing 
just the things on the market that 
I’ve been longing for. They are called 
Bull Dog safety “Fusenters” and that 
they are so compact small unusually 
safe and finished so attractively that 
you could place them in any room, 
hall or stairway of the home. 

* * # 


Kester Samples Distributed 

The Chicago Solder Co., 4201 
Wrightwood Ave., Chicago, not only 
demonstrated its “Kester” rosin solder 
at the New York and Chicago radio 
shows, but also distributed among the 
fans over 35,000 samples of the ma- 
terial mounted on cards, This was 
done in the interest of jobber co-oper- 
ation. 














= | 


Vm. E. Hopper is now in charge of the 
sales of the Signal Electric Mfg. Co., Men- 
ominee, Mich. He formerly was connected 
with the A. E. Hill Mfg. Co., as assistant 
sales manager. He is an old jobber’s 
salesman having traveled in the south in 
the automotive industry for the past 12 
years. He says that he realizes the snags 
that a jobber’s salesman hits in selling 
and he is only too glad to have jobbers’ 
salesmen write him for information regard- 
ing signal products. 
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Enormous Turbine and Con- 
denser Ordered 

The largest steam condenser ever 
conceived by engineers, to be operated 
in conjunction with a 115,000 horse- 
power generating unit, larger than 
any other single unit constructed in 
the history of the world, has been or- 
dered by the Brooklyn Edison Co., 
according to an announcement issued 
at the South Philadelphia Works of 
the Westinghouse Electric & Mfg. Co. 
The whole installation calls for an 
outlay of more than one and one- 
quarter million dollars, 

When completed this engine will be 
about fifty times as large as the big- 
gest steam units produced twenty-five 
The total weight of the 
generating unit will be one and one- 


years ago. 


quarter million pounds with an addi- 
tional 1,000,000 pounds for the con- 
denser. The low pressure spindle, or 
rotor, alone will 126,900 
pounds, exceeding by thousands of 
pounds the biggest 
made anywhere before. 
* * * 


SoRelle With Tork 
Frank P. SoRelle is now the ad- 
vertising manager of the Tork Co., 
New York, replacing B. Ferguson, 


weigh 


spindles ever 


who resigned to accept an executive 
position in the advertising department 
of the Buenos Aires office of the Tide- 
water Oil Co. 

D. R. Baker, southern representa- 
tive has left the organization to en- 
ter the building contracting business 
in Miami, Fla. 








C. H. Bosler, president of the A-C Elec- 
trical Mfg. Co., Dayton, O. Mr. Bosler is 
the author of “The Master Radio Sales- 
man,” a splendid contribution to sound 
merchandising of radio. The book was re- 
viewed in the October issue. 
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|FLEXCO-LOK| 
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Talking \./ Points 


The following features are suggested as 
general “Talking Points” on the FLEXCO 
and FLEXCO-LOK line of lamp guards. 


of our guards, 
able to present 


flexible enough 





ments. 


Efficient and Strong 


Guards are closed with 
screws in collar and open on 
hinge in base. Base is “clear” 
allowing downward light with 
least possible shadow. Guards 
are expanded metal, rein- 
forced; have heavy tin finish. 
FLEXCO-LOK are key lock- 
ing and protect against un- 
authorized removal as well as 
breakage. FLEXCO Guards 
close with plain screw. All 
screws are self retaining and 
rust proof. 


A Standardized Line in 
34 Numbers 


By careful standardization 


is not only compact 


small assortment 
the dealer’s average require- 





Many have said 


best looking on t 


tures are a help 





Price 
Not a leading argument, but 
our new prices make these 
guards an outstanding value. 


A Known Line 
FLEXCO and FLEXCO-LOK 


Guards have been advertised 
and sold in increasing num- 
bers for years. 

Eleven salesmen of this 
company represent this line 
in their respective territories 
the year round. The business 
developed is handled through 
jobbers handling stocks. 


In view of these many prac- 
tical points, we believe the 
jobber’s salesman will find 
profit in pushing this line. 


Flexible Steel Lacing Co., 


4698 Lexington St., Chicago, IIl. 


Appearance 


strong light guards are the 


Certainly the good looks 
along with their service fea 


that these 


he market. 
7 


in sales. 




















The smallest 6A-125V 
Switch of its kind made. 


action. Never gets out of order. 







Box 


‘“‘Best You Can Find of the 
Ceiling Switch Kind’’ 


Can also be used in ceiling pans, canopies, brackets, etc., in addition to outlet boxes. 
Each switch supplied with 10 feet of linen cord and composition ball. Comes complete 
ready to install and easy to wire. 

The Levolier Fixture Switch is approved by the Underwriters’ Laboratories, by elec- 
tricians and by industry itself. 


Write today for further information. 





| PECGILL 


MANUFACTURING CO. 


| Electrical Specialties of Quality 





ESTABLISHED 1 


VALPARAISO 


904 
INDIANA. 


Sell More 


Conduit 


Switches 


This very sturdy and economical little switch gives individual control of lighting in 
industry, at low cost. The miniature knife-switch mechanism means sure and positive 
Out of the way, out of sight, but always convenient. 
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ANNOUNCEMENT 


We have ready the new 


PROUDFOOT 


Matched 
Coil and Condenser 
Sets 


Here is the biggest thing that 
has ever been offered to radio fans. 
They need no longer take chances 
on results by matching up strange 
coils and condensers. The Proud- 
foot Matched Coil and Condenser 
Set takes out the guesswork. 


Jobber’s Salesman, it’s worth your 
while to get lined up on Proudfoot 
Radio Units. Talk it over with the 
boss. Let us send you detailed in- 
formation on the line. We sell 
only through legitimate jobbing 
channels. 


Cruver 
Manufacturing Co. 


2456 W. Jackson Blvd., Chicago, III. 
















Reaches the job 
ready to install 





Lg Saves 

f GAVES your time in \ 
H selling, saves your \ 
customers’ time in in- 
stalling, saves mechan- 
ics the tedious task of 
reversing couplings 
and running dies over 
pipe ends. 


Reaches the job 
ready to install. Costs 
no more than ordinary 
enameled conduit. 
Pittsburgh S tan dard 
will help you keep 
your conduit sales 
moving fast. 

















Costs 
no more 

than ordinary 

enameled conduit 


ENAMELED 
PITTSBURGH, PA.) 
METALS CO! 














H. R. Hopkins, formerly with the 
Western Electric Co. and the Taplet Mfg. 
Co., but now handling Philadelphia, Balti- 
more and Washington territory for the 
Appleton Electric Co. Hopkins is making 
his headquarters in Baltimore and will be 
seen regularly flitting around among the 
jobbing trade in the handsome bus above 
which he is so jealously guarding. Frank 


| Merrill, vice-president and eastern man- 
| ager for the company, says this makes 





| nine men serving the eastern jobbers from) 


his office now. The eighth is W. W. Rob- 


| bins, who just took over the Connecticut 


territory and 
nine. 


Hopkins makes number 





Findlay’s New Factory 
The Robert Findlay Mfg. Co., of 
100 Lexington Ave., Brooklyn, one 
of the associate factories of the 
Albert Wahle Co., expects to be in 
its new factory by February 1, 1926. 
The facilities for manufacturing will 
be greatly increased and production 
will keep step with the demand on 

the part of Wahle distributors. 

* * 


Latest Trade Literature 

General Electric Co., Schenectady, 
N. Y.—A 24-page bulletin on street 
lighting glassware, giving an historical 
introduction, a detailed description! 
and showing numerous photographs of 
the steps necessary in the manufacture 
cea" *"* * 

The O. C. White Co., Worcester, 
Mass.—Catalog 26 now being dis- 
tributed. It contains 20 pages of de- 
scriptive matter and cuts of the 
“White” line of adjustable fixtures. 

* * «# 

The Bryant Electric Co., Bridge- 
port, Conn.—A four page circular ad- 
dressed to dealers on the subject of 
Christmas sales of appliance switch 


plugs. 





Get the Repeats 
“Central Black” 


—-Enameled Rigid Steel Conduit 


“Central White” 
—Galvanized Rigid Steel Conduit 





HEY are the easy orders— 

the natural ones if satisfac- 
tion has marked the initial order. 
“Central” Conduit earns and gets 
the repeat orders. 


Its quality is uniform. Every 
length of “Central Black” and 
“Central White” Conduit is care- 
fully inspected and tested before 
it leaves the “Central” plant. The 
Underwriters’ stamp of approval 
is on every length. 


\anaviiiil 





Central Tube Company 
PITTSBURGH 




















(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 


tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 
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W. H. Patterson With 
Westinghouse 

W. H. Patterson, formerly vice- 
president of the Kaestner & Hecht 
Elevator Co., Chicago and later vice- 
president of the John H. Dunham 
Advertising Agencies of that city, has 
joined the industrial sales department, 
of the Westinghouse Electric & Manu- 
facturing Co., at East Pittsburgh. 
Mr. Patterson will be in charge of the 
building industries division of the 
department. 

Mr. Patterson was with the West- 
ing house company for a number of 
years prior to accepting the vice-presi- 
dency of the Kaestner & Hecht Ele- 
vator Co., a little more than three 
years ago. He started as an ap- 
prentice student after graduating 
from Purdue University in 1905. At 
the time he left the Westinghouse 
company he was assistant to Mr. J. M. 
Curtin, manager of the _ industrial 


department. 
* * * 


Benjamin Makes Changes 

The Benjamin Electric Mfg. Co., 
Chicago, has recently made several 
changes in its organization. 

Merrit L. Tice who has had his 
headquarters in Baltimore, Md., has 
recently transferred the center of 
his activities. to Birmingham, Ala., so 
as to be a little closer to the tremen- 
dous scene of industrial activity and 
development now taking place in the 
near-south. J. B. Wright, Mr. Tice’s 
assistant, remains on the ground, with 
headquarters in Baltimore and while 
Mr. Tice will devote a great deal of 
his time to the industrial district 
centering around Birmingham, he will 
still remain closely in touch with the 
castern part of the district. 

Miles F. Steel, who has been the 
Benjamin company’s Pacific Coast 
manager for a number of years, is 
back on the job again after a con- 
siderable leave of absence. It will 
be interesting to Mr. Steel’s friends 
to learn that his health has improved 
very greatly during the summer 
months spent in the main, up in tlie 
high Sierras. 

There are some changes which have 
recently taken place in the divisional 
territory on the Pacific Coast. T. W. 
Carlson is now resident representa- 
tive for the Northwest, with office at 
422 L. C. Smith Bldg., Seattle, Wash. 
T. E. McDonough, formerly of the 
Northwest district, lias gone to Los 
Angeles, where, with G. T. Thom, he 


has headquarters at 600 I. W. Hell- 
man Bldg. and handles Benjamin busi- 
ness in southern California. 

H. J. Mayo, who formerly repre- | 
sented Benjamin in southern Cali- 
fornia, is now affliated with Listen- 
walter and Gough, Inc. 

Also traveling out of the central 
territory, Chicago office, on radio ma- 
terial only, N. C. Warner and H. R. 
Heitzman, have been added to the or- 
ganization. Oliver C. Westberg will 
handle the general line and travel out | 
of the Chicago office at present. 

* * * 


Radio Corp. Issues Book 


The Radio Corporation of America 
has just issued a book of electros and 
suggested advertisements for the use 
of its distributors and dealers. The 
book shows that considerable thought 





has been given to its make-up. 


* * * 
Andrea Canadian Factory 
Successful 
The Fadio Radio Limited, 821 


Queen St., East Toronto, Canada, a 
branch of the F. A. D. Andrea, Inc., 
has been operating for five months and 
the company has found the move so 





successful that it has arranged to en- | 
large the entire project and to in-| 
crease the facilities for manufactur- | 
ing. At the present time 70 per cent | 
of the finished product that goes into | 
the Fada receivers is manufactured in | 
Canada. Tracy N. Rozelle is the | 
factory manager. | 
* * * 

Brown Made Manager | 

W. E. Brown has been appointed | 
district manager of the central station 
department, New York District, of | 
the General Electric Co., with offices | 
at 120 Broadway, New York. Mr. | 
Brown was manager of the Schenec- | 
tady local office of the New York| 


district. 
* * * 
Robertson Entertains “Old- | 
timers” | 


“Old-timers” is only a relative term. | 
Twenty-five years in the electrical | 
business and you make the grade. | 
W. E. Robertson, of the Robertson- | 
Cataract Electric Co., Buffalo, set that 
period as the limit when selectiing his 
guests for a very enjoyable dinner 
at the Buffalo Club one evening of 
the recent jobbers convention in that 
city. Quite a large number of jobbers 
and manufacturers were there for a 
social good time. 














Switch Big 
Profits Your 
Way 


They’re in big, ever-in- 
creasing demand :—t im e- 
switches for controlling 
window lighting, electric 
signs, burglar alarms, apart- 
ment house hall lights, 
charging storage batteries, 
etc., etc. Especially 


HARTFORD 
TIME 
SWITCHES 


because they are 100% depend- 
able. No matter for what type 
and capacity of service your cus- 
tomers require them, there’s a 
HARTFORD Time Switch to 
meet their needs. 


It is guaranteed. Twenty-five 
years of successful service attest 
to its reliability. It pays for it- 
self many times over every year 
not only by the current it saves 
but also by doing away with the 
decided inconvenience of some- 
one personally having to turn 
the current on or off. 


Jobbers and dealers will find it 
most profitable, because of the 
large percentage of gain, yes, but 
also because of continual repeat 
orders. Write for the facts. 


A. HALL BERRY 
General Sales Agent 
71-73 Murray St., New York 
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BlueBell 


Bell Ringing 
Transformer 





Salesmen— 


Here are 5 points to remember when selling 
the Bluewet : 
1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 











# SLIPKNOT 

4 FRICTION 

\ TAPE 
Neietnaid 


You didn’t find “SLIPKNOT” 
or “CANTON” Friction Tape 
hard to sell during 1925 and you 
will surely find them even easier 
during the next year. 

We appreciate the good efforts 
you have put behind our prod- 
ucts and we are much pleased 
with our business record for the 
past 12 months. 

We do not deny the credit due 
you Jobbers’ Salesmen who have 
helped make this year so success- 
ful. 


Plymouth Rubber 


Company, Inc. 
CANTON MASS. 















Appleton Wall Hanger 


The Appleton Electric Co., 1701 
Wellington Ave., Chicago, Ill., has had 
printed a very attractive wall hanger 


~ 
AP PLETO Ton 
FANDARD BO ron QS 





- 


ers 


mt LB aot 


Reach. MING 














APPLETON ELECTRIC COMPANY 





on sy hee 
i Bogee GO US 
| & 
‘on “Unilets” steel conduit fittings. 
| This is 21144 by 38234 in. in size, 
|printed in attractive colors and will 


| . 
| be sent to any electrical contractor or 
| dealer on request. 


* * 


Ingham-Gillingham Organize 
New Company 


* 


J. 
Ingham-Gillingham Co., 
St., 
derpoel complete line of switches will 
be handled by this new company in 


Gillingham have just formed the 
51 


lines. 
Both Mr. Ingham and Mr. Gilling- 


ham are well known to the New York 





trade and both have had wide experi- | 


ence in the electrical industry. 








of the Music 

Philadelphia, Pa.; Walter 
the left, travels the hard 
roads in the Pittsburgh territory; the 
gentleman in the center consulting the 
| time table is E. E. Rittenhouse, and on 
the right is Frank L. McElroy, Frank’s 
ambition is to be known as a regular 
“gvo-getter,” a hard boiled salesman. 


Three master salesmen 


| Master Corp., 
| Kastner, on 


George V. W. Ingham and George | 


Barclay | 
New York. The Trumbull-Van- | 


JOBBER IS THE MOST-IMPORTANT MAN IN THE INDUSTRY. 


Something 
To 
“Yell” 
About! 





 AISLELITES 


More and More as the years roll by we 
realize that our Success is dependent on 
you Jobbers Salesmen and we are hopeful 
that we can look forward to your continued 
efforts and increased business. 


You KNOW and we KNOW that AISLE- 
LITES are “SOMETHING TO YELL 
ABOUT,” they have revolutionized lighting 


wherever diffused lights are required and 
are coming steadily in universal demand. 
With your same whole hearted co-operation 
during 1926 we feel certain our relations 
will be of mutual benefit. 








addition to possibly one or two allied | 





EXHIBITORS SUPPLY CO. 
825 S. Wabash Ave., Chicago 











Wibllddua 
SS amis - bali 


OL-O-cAP 





INCORPORATED 





The Plug That 
Laughs Last. 


Here’s a fool-proof flashing 
plug that can’t be tampered 
with or altered or adjusted, 
because the timing period is 
permanently sealed at m) 
: Factory. 





I pack ten of these plugs in 
one of my “checker-Betts’ 
4 demonstrating counter dis- 


et play cartons. 


f / (INCORPORATED) 


1390 SEDGWICK AVENUE 
| NEW yon x 
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On the left is E. B. Henderson of 
Griffith & Henderson, manufacturers’ 
agents in St. Louis, Mo. His host is 
“Tony” Hubeli of the Lance Electrical 
Supply Co. Tony was watching the 
“retreat” of a sweet girlie across Market 


Street. Naturally, he fell into that | 


“Parade Rest.” 


Rosenfeld Specifies Policy 
I’. M. Rosenfeld, president of the 





Diamond Electrical Specialties Corp., | 
Newark, N. J., in a recent interview, | 


declared that his firm’s policy was to 
get batteries to the purchaser with a 


minimum loss of time, and to make | 
this possible, shipments are sent di- | 
rect to dealers. The company keeps | 


in close touch with their dealers and 


batteries are not allowed to lose | 


energy on jobbers’ shelves. 
* * * 
Dollahan With Holland 
Furnace Co. 
G. L. Dollahan formerly with the 
Conlon Corporation, Cicero, Ill., is 


now manager of branches of the Hol- | 


land Maid Corp.,° Holland, Mich. 
manufacturers of electrical appli- 


anees, 
* * * 


Rice Loses Father 


Orrin A. Rice, father of C. A. Rice, | 
district sales manager of the DeForest | 


Radio Company, has passed away 
after a long illness. He was an elec- 


trical man and in the earlier days of | 


telephone work established several of 


the independent exchanges in Wis- | 


consin. 


Fig. 802-803 
Home Water System 


Each month we point out a feature 
of our pump which makes it supreme 
in its field. Next month we will tell 
you about its self priming device. One Moving Part 
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One Moving Part 


This is what makes the Burks Super- 
turbine Pump what it is to-day. 


Salesmen who find dealers reluctant 
to sell pumps due to the grief of serv- 
icing involved can explain that in 
this unit, the bronze impeller is the 
only moving part. There is nothing 
to get out of order. 


The Burks Super-Turbine Pump 


Have your Sales Manager write for details 





DECATUR PUMP CO. 


Decatur, III. 








Ih hs od a 
93 33999] Pr) 


New York’s Newest Hotel 


saanay 
i | 
42 324333 3232 o 1 
$2 9924) 2] a2 3) | 
#4 d099 92129) 92) 
ad ee dead dd dd aa) 
g@ aa 5J93 2990 2 | 


da a) ddd dd aa a | Knickerbocker 
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120-128 West 45th Street 








LOCATION unsurpassed. A 


400 Rooms—400 Baths few seconds to all leading 


shops and theatres. Away 
from the noise and bustle, and still 


Rates convenient to everything. Between 


$3 to $5 per Day Grand Central and Pennsylvania 


Terminal. 


JUST EAST OF BROADWAY AND TIMES SQUARE 
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GENERAL 
PORCELAIN CO. 





Manufacturers of 


Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Tell Your Dealers 
THAT 


Velvet Frost 


Reg. U. S. Pat. Off. 


Enables them to per- 
manently frost any 
clear lamp _ in 
minutes. Safe and 
economical to. use. 
244, 5 and 10-lb. 
cans. 

DEALERS NEED 
THIS FROST 
McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 














Every Business 


of consequence. ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card userse—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. 
7105 Peoples Gas Bldg. CHICAGO 











































The Beaver Machine & Tool Co., Inc, 
Newark, N. J., has assembled about thirty 
of its most popular wiring devices on a 
sample board which makes a strikingly at- 
tractive display. 

The board itself is made by the paint 


stencil process in the Beaver colors of 
bright yellow and black, and it is then 
framed with a wooden frame. 

While these sample boards were orig- 
inally planned for the Beaver branch 
offices, they are also being furnished to 
large Beaver distributors. 


Central Division Credit 








MITCHELL MOULDING CO. 


FOREST PARK - : ILL, 





Manufacturers of pole or ground 
wire moulding, tree and _ other 
mouldings used in electric wiring. 


Write for list of styles and prices. 











Meeting 
The central division of the Elec- | 
trical Credit Association held its 30th 
annual meeting at the Hotel La Salle, 
November 19 and 20. | 
A series of most interesting party 
were read which brought forth consid- | 
erable discussion. | 
A playlet ‘Credible Credits,” | 
written by J. Walter Collins, was | 
given at the dinner, Thursday evening, 
November 19. Dancing, motor coach 
rides, a theatre party, and other 
amusements were arranged for during 
the two-day session. 


* * * 

Federal Appoints Advertising 
Manager 

The Federal Radio Corporation 


division of the Federal Telephone & 
Telegraph Co., Buffalo, N. Y., an- 
nounces the appointment of A. C. 
Stearns, Jr., as advertising manager, 


succeeding Milo Gurney. 
* * * 


Wiegand Issues Catalog 

The Edwin L. Wiegand Co., 422 
First Ave., Pittsburgh, Pa., has just. 
issued its booklet C-100. This cata- 
log contains descriptive matter, illus- 
trations, and prices on the “Chroma- 
lox” line of electric heating units for 
industrial and domestic heating. 








For SERVICE and DEPENDABILITY 
TECCO Wiring Devices 


CONSULT AGENCIES 


E. R. BRYANT A. 8. DE VEAU 
Congress St. 53 Park Place 
Boston, New York, N. Y. 

S. H. STOVER & CO. 

W. A. LEISER & CO. Century Bldg. 

1607 Sansom St. Pittsburgh, Pa. 
Philadelphia, Pa. 
POPKIN BROS. 

A. I. CLIFFORD CO. Madison Theatre Bldg. 
Odd Fellow’s Bidg. Detroit, Mich. 
Indianapolis, Ind. 

7+ Gaemsieal Bid 

SAGE & HEARL — s 
208 N. Canal St. St. Louis, Mo. 
Chicago, Ill. ELECTRICAL SPECIAL- 

J. F. MEYN San Francisco, Cal. 
406 Mutual Bldg. Los Angeles, Cal. 
Kansas City, Mo. Seattle. Wash. 


Trenton Electric & Conduit Co., Inc. 
Trenton, New Jersey 





BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 





























EEL 


AERIAL KITS 


Profit Producers—Time Savers For the Jobber 
offered in four standard styles or packed special to 
order—write for quotation. 


Swan-Haverstick, Inc. 
143 EAST STATE ST. Trenton, New Jersey | 
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PUT YOUR WIRES ON THE SURFACE WITH 


iREM 


THE WIREMAN’S F: 


RIEND 














PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 











Salts 


you can do. 


1924 Blue Book. 





YAGER’S 


Soldering 


They will stand all the pushing 
They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 
For list of distributors see McRae’s 


Paste 














SS, 


———— 


NORTHERN WHITE 
WESTERN RED 
GUGRANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND FOR 








Gould Now Heads Radio 
Industries Corp. 


Benjamin Gould, who has been 
general sales manager and treasurer 
of the Radio Industries Corp., New 
York, has been elevated to the posi- 
tion of president and general sales 
manager, as of September 1, 1925. 
Hugo Gernsback, former president of 
this corporation has resigned from his 
office as president and director, same 
taking effect September 1, 

The company announces an en- 
tirely new line of radio sets, kits, etc., 
for the season of 1925-6. This in- 
cludes the rico-dyne 5- tube ‘“De- 
Luxe” set with built in loud speaker, 
retailing at $75., the ‘“Rico-dyne 
Standard” leud speaker out of any 
phonograph, the “Ricofone” headsets 
at $2.95 and the “Rico-dyne’’ com- 
plete knock-down kit at $38.75. 

~ * * 


Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 
of the Jobber’s Salesman, published 
at Chicago, Ill., for October 1, 1925. 
State of Illinois, County of Cook, ss. 


Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared C. W. Forbrich, who, having been duly 
sworn according to law, deposes and says 
that he is the general manager of the Electri- 
cal Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to the best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of 
the aforesaid publication for the date shown 
in the above caption, required by the Act of 
August 24, 1912, embodied in section 443, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and general 
manager are: Publisher, Electrical Trade Pub- 
lishing Co., 53 W. Jackson Blvd., Chicago, IIl.; 
editor, Howard Ehrlich, 53 W. Jackson Blivd., 
Chicago, Ill.; managing editor, Henry W. 
Young, 53 W. Jackson Blvd., Chicago, IIL; 
general manager, C. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, Ill. 

2. That the owners are: (Give names and 
addresses of individual owners or, if a corpo- 
ration, give its name and the names and ad- 
dresses of stockholders owning or holding 1 
per cent or more of the total amount of stock.) 
Howard Ehrlich, 53 W. Jackson Blvd., Chicago, 
Ill.; Chas. W. Forbrich, 53 W. Jackson Blvd., 
Chicago, Ill.; Frank A. Merkel (estate) 10046 
S. Wood St., Chicago, Ill.; R. Foote, Corn Ex- 
change National Bank, Chicago, Ill. : 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, 


monthly 


mortgages, or other securities are: (if there 
are none so state). None. 
4. That the two paragraphs next above, 


giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders as 
they appear upon the books of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as a trustee or in any other fiduciary 
relation, the name of the person or corporation 
for whom such trustee is acting. is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any other person, association, or corporation 
has any interest direct or indirect in the said 
stocks, bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications only). 

Cc. W. Forbrich. 

Sworn to and subscribed before me this 30th 
day of September, 1925. 
(Seal.) 

(My commission expires Dec. 10, 


Elsie E. Stover. 
1925.) 
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Transformers and Chokes 
for B-Battery Eliminators 
Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 


Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street, Detroit, Mich. 


“TRANSFORMERS of MERIT for FIFTEEN YEARS 











ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 








Wrigley Toggle Bolts 


‘Wrigley 
For Quality” 


OEC 3,190! 













= Mad f h i 
b 35 pawl petting eas 
So 
oa 
Fer Su Can be put through 
x4 2s smaller holes than 
” as the ordinary toggle 
= -— bolt. 
oS 
x= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, Ill. 


————— 
CEDAR POLES | 


Plain or 
Butt Treated 


Northern | 
White Cedar |) 


Western 
Red Cedar 


T. M. PARTRIDGE 


Lumber Company 


Minneapolis, Minnesota 
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30 seconds advice from you 
will increase your dealers’ 


Christmas business 


To appeal as a Christmas gift to the mass of people, 
an article must have certain qualities. 

It must be low priced, so anybody can buy it. 
The Buss Light sells for only $2 and $3—prices anybody 
can pay. 

It must appeal to man, woman or child, so anybody 
will appreciate it » » » The Buss Light is something that 
everybody wants for its usefulness and beauty. 

It must be an advertised article, so everybody will 
have confidence in buying it » + » The Buss Light is and 
has been for some years nationally advertised in the Satur- 
day Evening Post, and now is also being shown in the But- 
terick Quarterlies, the most read women’s pattern maga- 
zine in America. 

Because it has all these qualities of a gift leader, the 
Buss Light is one of the best Christmas sellers on the 
market today where it is properly featured and displayed. 

It’s the display material that tells the story and sells 
the goods. Have the dealer write us for Display Set 
when he orders his Buss Lights from you. 


BUSSMANN MANUFACTURING CO. » St. Louis. 


BUSS Light 


The Hlandiest Light in the World, 
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SPECIAL CHRISTMAS 
ASSORTMENT 
10 standard lights 
List - - - - - - = $24.95 


Cost to dealer, including 
display - - - == BA 


Dealer’s profit- - - - - $11.24 


Sell this idea to your trade 


THE special Christmas as- 
sortment is making a big 
hit with dealers and public 
alike. Flashlights are sell- 
ing asnever before. There’s 
EVEREADY HOUR still time to get the special 


EVERY TUESDAY 


Kalsidic display on the counter .. . 
Se ¢ 


lal area and the profits into the cash- 


joyment, tell your cus- m 
ifivereauy troup. drawer! With the values 
i. Eveready has to offer the 
seen , 
Phi public, and with the pow- 
Pittsburgh 


Cincinnat erful advertising behind 


Detroit 
Wwcco { Lage te is 


Daven them, there is every reason 
to say (and believe) that 


this will be the biggest 
flashlight year ever. Don’t 
overlook repeat orders— 
canvass your trade again. 


NATIONAL CARBON CO., Inc. 
New York San Francisco 
Atlanta Chicago Dallas 
Kansas City Pittsburgh 
Canadian National Carbon Co., Limited 
Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
& BATTERIES 


-they last longer 








WASTE TIME. 


COSTS AS MUCH AS 
PRODUCTIVE TIME 








KEFIELD ‘RED SPOT’ HANGERS save 
e workman's time. Wireways are oversize 
nd neatly reamed. The two-piece socket is 
wired without removing it from the holder. 
Upset threads prevent holder screws from fall- 


ing out, and the notched loop balances glass- 
ware automatically. 


Induce your customers to give ‘Red Spots’ a trial and 
then compare the time sheets on the “Red Spot’ job with 
time sheets on previous jobs. Other things being fairly 


equal, the “Red Spots’’ will save 25 per cent in labor. 





Don’t let your contractor-customers fool themselves on 
price. Show them how to study costs. 











The F. W. Wakefield Brass Company 


Vermilion, Ohio 














The Elusive Holder Screw « 


See the Happy Wireman! 
What do you suppose he is say- 
ing! Naughty Words, no doubt. 
Who pays for the time he spends 
thinking up new Naughty Words? 
The Boss. Who pays for the 
time it takes to climb down and 
find the screw and climb up 
again? The Boss. Why doesn’t 
the Boss do something about it? 
Ask him. 





See important 
announcement of the 
new “Red Spot” 


Cao’ 


on page 57 of this 


magazine. There is a Wakefield “ ” Hanger for every com- 
m need. 


1350-STEM 























